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Dealer Coverage 
Unchanged in New 
Wage-Hour Draft 


Breakneck Speed 
To Enact Measure 
Cited by Opponents 


ASHINGTON, — The House 

Labor Committee has agreed 
to report a modified version of the 
Kennedy-proposed wage-hour bill 
this week. The measure is expected 
to reach the House floor next week, 
in line with expressed fears by op- 
ponents that the administration is 
pushing for enactment at break- 
neck speed. 

The bill preserves the exemp- 
tion from overtime premium pay 
which the administration propos- 
ed for auto salesmen and extends 
this exemption to salesmen of 
farm equipment. 

The bill in the hands of the full 
Labor Committee is the one re- 
ferred to it by the subcommittee 
headed by Rep. James Roosevelt, 
California Democrat. It steps up 
the wage-escalation provisions of 
the administration bill for workers 
already covered. 

* * ok 
7 PROPOSES a pay floor of 
$1.15 an hour to become effective 
120 days after the bill is enacted 
and a minimum of $1.25 an hour 
one year later. 

Roosevelt said that Labor Sec- 
retary Arthur Goldberg told him 
by telephone that the administra- 
tion is prepared to accept these 
escalation provisions, 

The climb to $1.25 originally was 
a three-step proposition, with stops 
at $1.15 and $1.20. 

* * o* 
Tus administration’s proposals 
on wage scales and overtime 
rules for newly covered workers 
were adopted without change. No 
modifications were made in the cri- 


teria proposed for coverage of em- 
(Continued on Page 4, Col. 1) 


Kennedy Seeks 
Truck Tax Hike, 


Same Gas Levy 


TON. — President Ken- 
nedy has vigorously opposed 
reduction in the federal gasoline 
tax and diversion of excise taxes 
(taxes on the sale of automobiles, 
parts, and accessories) from the 
General Fund to the Highway Trust 
Fund. Instead, the President has 
proposed increasing the taxes borne 
by heavy trucks. 

Unlike his predecessor, Kennedy 
did net ask for an increase in gas 
taxes. He would retain the pres- 
ent four-cent-a-gallon tax because 
the would “prefer not to raise 
taxes.on the general consumer at 
this time and to emphasize, in- 
stead, a fairer allocation of the 
burden among those who use the 
highway.” 

Specifically, Kennedy recommend- 
ed raising the tax on diesel fuel 
from four cents a gallon to seven 
cents; raising the tax on trucks 
over 26,000 pounds from $1.50 per 
1,000 pounds to $5; raising the.tax 
on highway tires from eight cents 
to 10 cents; raising the tax on inner 
tubes from nine cents to 10 cents, 
and raising the tax on tread rubber 
from three cents to 10 cents a 
pound. 

This substitute, which would fall 
on heavier trucks using diesel fuel, 
Kennedy called “only fair.” He said 
that “passenger cars are paying 
more than their fair share now” 
and noted that technical experts 

(Continued on Page 4, Col. 3) 
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New-Car Sales Per Dealer, 195 


*—-Rambler included in Nash registrations for 1955. 
**—-Partial-year figures, Edsel introduced in September, 1957; Comet introduced in 
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1958 1957 1955 
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149 213 195 224 
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March Output Slated 
Below 450,000 Cars 


Unless Sales Recoup 


AR assemblies in March should 
range somewhere between 400,- 
000 and 450,000 units, depending on 
whether an upswing in sales ma- 
terializes. 

The industry currently is sched- 
uled to build at a daily rate of 
15,100 cars, which should give the 
makers just over 400,000 assemblies 
this month. The difference between 
February and March lies in the 





Ads in Lull Before Spring Upsurge 


By Martin L. Whitmyer 
Staff Writer 

yo auto advertising circles 

have been muttering about a 
retrenchment in auto advertising at 
a time when the industry has a 
million new cars in the field, there 
were indications last week that the 
adjustment was more in the nature 
of a pause before one of the big- 
gest spring advertising drives in 
history in an effort to get cars 
moving at high levels again. 

For example, Dodge announced 
last week the “biggest spring 
sales promotion in Dodge his- 
tory,” backed by a multi-million- 
dollar advertising and merchan- 
dising program in newspapers, 
Sunday supplements, magazines, 
television, radio and direct mail. 
Traditionally, auto makers cur- 

tail promotion efforts when they 

foresee a period of sales freeze, 

then plunge in to break the log- 

jam at the first sign of a thaw. 
* * * 


| SOME measure, the advertising 
retrenchment has also been due 
to the desire of makers to reexam- 
ine their advertising, seeking a 
fresh approach. Sherwood Egbert, 
new president of Studebaker-Pack- 
ard, has openly discussed such a 
policy. 

In the light of this dissatisfac- 
tion, some retrenchment will ex- 
tend past the period of pickup. 
For instance, television, which 
has less flexibility than other 
media, will feel retrenchment 
when the current season ends in 
June, while newspapers, the most 





Top Cars 


New-car registrations for seven states 
January, 1961: 


1961 1960 
Pos. Model Pos. 
1— 5,702 Chevrolet 5,506— 1 
2— 4,817 Ford 5,247— 2 
8— 1,355 Rambler 1,368— 4 
4— 1,245 Pontiac 1,099— 7 
5— 1,242 Plymouth 1,604— 3 
6— 1,202 Oldsmobile 1,124— 6 
IJ— 1,009 Buick 895— 8 
8— 889 Dodge 1,167— 5 
9— 560 Mercury 652— 9 

10— 477% Comet __.............. 
1l— 425 Cadillac 416—11 
12— 350 Chrysler 291—12 
13— 319 Studebaker 443—10 
14— 90 Lincoln Cont, 89—13 
15— 35 Imperial 63—14 

1,167 Misc. 2,104 

Total All Makes 
20,894 22,058 





flexible, felt it first in late Decem- 
ber. 


The biggest retrenchment has 
come at General Motors Corp., tra- 
ditionally running either first or 
second among the biggest advertis- 
ers in the United States. 


The maker that is showing signs 
of increasing advertising expendi- 
tures is Chrysler Corp., which has 
been plagued with flagging sales 
for some time. ; 

Ford Motor Co., American Mo- 
tors Corp. and Studebaker-Packard 
Corp. have shown some advertising 
readjustments, but nothing in com- 
parison with GM. 

* * * 

M OFFICIALS, however, don’t 

look upon the changes as cut- 
backs, but merely an “adjustment 
to meet the reality of-our dealers’ 
inventories.” 

Most divisions say there have 
been “no drastic cuts” in adver- 
tising expenditures, but there 
have been efforts to localize pro- 
motions in television and radio 


for a period of time in certain 
markets. 

An example is the recent letting 
of spots to radio by Buick, AC 
Spark Plug, Chevrolet and the cor- 
poration with Guardian Mainte- 
nance promotions. 

The outdoor medium probably is 
in the best shape due to the fact 
that most firms in that medium 
have a 90-day cancellation clause 
in their contracts with the auto 
makers. 

ok ok * 


i THE newspaper field, however, 
it’s a far different story. News- 
paper representatives working out 
of Detroit report that it has been 
a long time since first-quarter lin- 
age from GM has been as low as 
it was in January and February 
of this year. 

One representative said he 
couldn’t remember the last time 
Oldsmobile failed to run a news- 
paper ad in a major market in 
February—except for a few pro- 

(Continued on Page 60, Col. 1) 


Sales-Per-Dealer Seesaw 


Puts Chevy First Again 


By John K, Teahen Jr. 
Associate Editor 

EWING to its even-year pattern 

of leadership, Chevrolet recap- 
tured the sales-per-dealer title in 
1960 with an average of 240 new- 
car sales per franchise, Ford was 
a distant second with 210. 

It was the third time in the 
last six years that Chevrolet had 
finished on top, and each of its 
victories came in an even-num- 
bered year. Ford was the leader 
in 1955, 1957 and 1959. 

Chevrolet’s 1960 performance was 
20 percent above its 1959 average 
of 201 sales per franchise. Ford fell 
slightly below its year-earlier total 
of 215. 

* * * 
AMBLER retained third place 
with 142 sales per dealer (com- 
pared with 122 in 1959), and Dodge 
and Plymouth claimed fourth and 
fifth spots with 130 and 125, re- 
spectively. 

In 1959, Dodge was 10th with 59 
sales per franchise, and Plymouth 
was eighth with 66. 

The success of the lower-priced 
Dart accounted for Dodge’s rise 
in the standings, while Plymouth 
was aided by Valiant and the 
smaller dealer organization that 
resulted from the Dodge-Plym- 
outh divorce. 

Plymouth now has about 3,550 





dealers. There were some 6,800 
Plymouth outlets before Dodge 


dealers gave up the line in the fall 


of 1959. 
Rounding out the Top Ten in 


sales per dealer last year were! | 


Pontiac, 112; Oldsmobile, 100; 
Comet, 97; Buick, 86, and Cadillac, 
85. Comet gained eighth place de- 
spite the fact that it did not enter 
the race until March 17, 
* * * 

OMET is the only Big Three 

compact considered as an in- 
dividual make in the AUTOMOTIVE 
News sales-per-dealer analysis. 
Comet dealers sign a separate fran- 
chise, and its registrations are not 
included with these of a “parent” 
make. 

Had Comet been registered as 
a Mercury last year, the Mer- 











(Continued on Page 4, Col, 4) 


fact there are three more work 
days in this month. 

The industry turned out 362,767 
cars in February as output was 
cut back to help dealers reduce 
inventories, which climbed above 
the million mark. This compared 
with the 414,752 cars built in 
January and 660,096 units pro- 
duced in February last year. 
With many observers feeling 

that a break in the weather will 
help sales, it is possible that as- 
sembly operations will be stepped 
up after the first 10-day sales 
period. A rise in weekly car sales 
from around 90,000 units in Feb- 
ruary to 110,000 or 120,000 sales a 
week in March possibly would give 
the makers the impetus to hike 
output schedules. 

Hopes for further increases in 
overall industry output, however, 
appear remote since Buick, Olds- 
mobile and Pontiac will close down 
assembly operations for one week 
at their “home” plants beginning 
March 13. In addition, all six B-O-P 
“field” units will curtail assembly 
operations the same week, It will 
mark the second consecutive month 
that the General Motors units have 
been down at least one week for 
inventory adjustments. 

* ot * 
Ane signs of increased output 
were not in the wind last week, 


either, as Chrysler Corp.’s seven 
(Continued on Page 61, Col, 1) 


Mitchell Warns 
NADA Will Put 
Spotlight on Ads 


yr wild dealer advertising on 
the upswing as spring ap- 
proaches, the National Automobile 
Dealers Assn.’s Advertising and 
Public Relations 
Committee will 
meet Monday and 
Tuesday of this 
week in Wash- 
ington to consid- 
er a program of 
action. 

In reply toa 
query from AUTo- 
MOTIVE News, Wil- 
liam H. Mitchell 
jr. committee 
chairman, said 
“our committee is now a do-er as 
well as a stopper.” 


He referred to the fact that his 
committee now deals with public- 
relations efforts of dealers. Last 
year it was the Advertising Ethics 
Committee, which Mitchel] also 
headed. 


W. H. Mitchell Jr, 


em * * 
Baus of sales stagnation, 
Mitchell said he feared an out- 
(Continued on Page 58, Col, 3) 


Inside Automotive News... 


Truck dealers optimistic, Page 22. 


Auto Letter from Europe, Page 46. 

Arkansas enacts licensing bill, Page 3. 5 
Wilkie Views: The cloudy crystal ball, Page 19. 
Chrysler’s new turbine “dream,” Page 6. 
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He Never Bared Supplier Ties, Says Company .. . 


Chrysler Denies Newberg Charges 


HRYSLER CORP. last week 

mounted a counter-attack 
against the charges made in law- 
suits by former President W. C. 
_ Newberg. 

Newberg’s account of the circum- 
stances surrounding his dismissal 
last June 30 was flatly denied by 
the company in an affidavit filed 
with Wayne County (Detroit) Cir- 
cuit Court. 

Chrysler insisted not only that 
Newberg voluntarily agreed to 
resign after evidence of his out- 
side interests in supplier compa- 
nies was presented at a board of 
directors meeting, but that he re- 
peatedly told Chrysler’s legal 
counsel that he had not disclosed 
his financial interests in two sup- 
plier firms to any superior officer 
or director. 

The company denied a number of 
Newberg charges, including the 
one that various directors contrived 





to oust him “as a scapegoat or to 
hide or conceal any incompetence, 





maladministration, neglect, 





tion against further prosecution of 


breaches of duty or self-dealing or| the Oakland County suit against 


in anticipation of any wholesale in- 
vestigation into such matters.” 
* a * 

Ne ee had made this charge 

in two suits, one in Wayne 
County Circuit Court seeking to re- 
Sscind a $455,000 agreement to pay 
Chrysler profits from the supplier 
interests and the other in Oakland 
County (Pontiac) Circuit Court 
asking $5% million damages 
against L. L. Colbert, Chrysler pres- 
ident and chairman. 

Chrysier last week took two legal 
steps in regard to these suits. The 
corporation asked Wayne Circuit 
Court: 

1. To require Newberg and his 
wife Dorothy to post a surety 
bond which would guarantee 
ultimate payment of at least 
$255,000 still due under their set- 
tlement agreement with the com- 
pany. 

2. To issue a temporary injunc- 


3 Leave Chrysler Board, 
Give ‘Outsiders’ Rule 


NEW YORK.—If approved by 
the shareholders, the Chrysler 
Corp. board of directors will be 
divided 11 to 7 in favor of non- 
management men. 

This was decided by the board 
last week with the nomination of 
18 directors for election next month 
and the retirement of three direc- 
tors who are or have been Chrysler 
vice-presidents. 

Leaving the board are E. C. 
Row, 65, who retired as first vice- 
president of the corporation Jan. 
31; C. L. Jacobson, dealer rela- 
tions vice-president, who reaches 
retirement age of 65 May 29, 
and L. I, Woolson, 56, vice-presi- 
dent and general manager of the 
Service Parts and Accessories 
Division and onetime DeSoto 
chief. 

John A. Coleman, New York in- 
vestment counsellor, was named a 
new candidate for the 18th seat on 





E. C, Row Cc. L. Jacobson 





the board. Chrysler had 21 direc- 
tors prior to the resignation last 

June 30 of William C. Newberg. 
Decision to reduce the board 
= naa 


VW to Introduce 
‘Big’ Car in Fall; 
No Plans for U. S. 


ENGLEWOOD CLIFFS, N. J. — 
Volkswagen has announced it will 
add a bigger car to its line next 
September, but emphasized the car 
will not be marketed in the United 
States. The car will be called the 
VW-1500. 

The VW-1500 is six inches longer 
and is expected to cost about 30 
percent more than the familiar 
model, or above $2,000. It will be 
offered in two body styles, a two- 
door sedan and a two-door station 
wagon. 

The VW-1500 derives its name 
from the 1,500 cubic-centimeter dis- 
placement of its flat, air-cooled, 
four-cylinder rear engine, Although 
bigger in displacement, the new en- 
gine is smaller than the 1,192-c.c. 
Volkswagen engine, permitting the 
addition of an external-access 
trunk in the rear of the sedan and 
cargo room behind the second seat 
of the station wagon. There is also 
a luggage compartment in the front 
of both the sedan and station 
wagon. 

The VW-1500 has no interchange- 
able parts with the Volkswagen, 
but is based on the same chassis 
design as the original. 





membership from 20 to 18 and the 
number of “insiders” on the board 
from 10 to seven came a week after 
stockholder James M. Robbins pro- 
posed that no more than one-fourth 
of the members be active manage- 
ment personnel. 


The Robbins plan, now limiting 





a 


L. I. Woolson 





J. M. Robbins 


the “insider” segment of an 18-man 
board to no more than four, will be 
offered on the proxy statement 
going to the 86,548 Chrysler share- 
holders about March 15. Sol A. 


(Continued on Page 58, Col, 5) 





Colbert. 

A week earlier, at the outset of 
legal counter-firing by Chrysler, 
Wayne County Circuit Court was 
asked to require the Newbergs to 
submit to “limited discovery” depo- 
sition-taking. 

cg * x 

Barra! Judge Henry L. Beers, 

Muskegon, was scheduled to 
hear arguments Friday (March 3) 
on a request by Newberg that a 
temporary injunction be continued 
preventing Chrysler from collecting 
a portion of the $255,000 still due 
under the settlement agreement. 

Chrysler attorneys were hopeful 
as Automotive News went to press 
Thursday that Judge Beers, a visit- 
ing judge to the Wayne bench, 

would rule on the surety-bond mo- 
tion, as well. 

The week was not entirely one 
of negative news for Newberg. A 
handbill mailed from an anony- 
mous sender to Detroit area 
newspapers and industrial lead- 
ers called for Newberg’s restora- 
tion to the “top management 
level” at Chrysler. 

“Let’s go all out for ‘Big Bill’ 
Newberg,” the mailer declared. “A 

man with proven ability—education 
-——manufacturing and sales experi- 
ence—sincerity—and above all, a 
man that can and does get things 
done,” 

A handwritten note attached to 
the handbill asserted that the 
“bring back Newberg” movement 
would “grow to tremendous heights 
within the next two weeks.” The 
note was signed only with the in- 
itial “G.” 

Chrysler last month retained a 
New York financial public-rela- 
tions firm, Selvage & Lee, for 
counsel in its fight against the 
Robbins resolution and against a 
threatened proxy solicitation by 
Detroit attorney Sol A. Dann. 

Dann said last week he had re- 
ceived requests from disgruntled 
Chrysler Corp. dealers to form a 
national “protective association” 
open to both shareholding and non- 
shareholding Chrysler dealers. He 


(Continued on Page 58, Col. 1) 





"VW-1500’ Station Wagon— 


This station wagon—powered by a flat-four, air-cooled, rear engine—will be added 
to Volkswagen's line sometime in 1962. Designed for the European market, both the 
station wagon and the ‘‘VW-1500" two-door sedan will be produced on a new assembly 
line in Wolfsburg, Germany. Original Volkswagens will continue to be produced to 


meet world demand. 





Volkswagen's ‘Big Brother'— 


The “VYW-1500" is a new two-door sedan designed for the European market. Six 
inches longer than the familiar Volkswagen, the ‘‘VW-1500"' will not be sold in the 
United States, according to Volkswagen of America, Inc., Englewood Cliffs, N. J. It will 
be shown for the first time at the Frankfurt Automobile Show in Germany next 
September. New car has luggage space both in front and rear trunks, latter over the 


air-cooled rear engine. 





Automotive News Economic 


94.1 Percent of 


Business Barometer 


103.0 Percent of Last Week 


Percent of 
Percent of Like Week 
Last Week last Year 
Auto Production ........ Cueeeen 100,457 131.1 65.4 
Truck Production .......... ones 21,397 101.0 67.5 
Auto Registrations—yYear to date.. 6,576,650 108.9 
Truck Registrations—Year to date. 943,485 Eaaye 100.1 
Steel Production—tTons ......... 1,582,000 100.0 58.8 
Lumber Production—Board feet... 196,718,000 98.4 78.8 
Paperboard Production—Tons.... 305,151 102.4 99.1 
Soft Coal Output—tTons ........ 7,115,000 96.8 96.1 
Oil Refinery Output—Boarrels ..... 53,711,000 98.9 107.4 
Electric Output—Kilowatt hours.... 14,239,000,000 99.5 100.3 
Barometer Freight Car Loadings 294,285 104.8 84.0 
Department Store Sales Index .. 115 103.6 107.5 
Stock Market Price Index....... 126.7 101.0 110.6 
U.S. Government Spending 
—Fiscal year to date ............ $61,104,173,000 oe 102.5 
Commercial and Industrial Loans $31,289,000,000 100.8 103.4 
Savings Deposits ................ $34,514,000,000 100.2 114.4 
Used-Car Prices-—Average........ $1,036 99.0 95.3 
Business Failures ........ 5 date as 6 348 93.0 125.6 
Common Common 
Stocks March! Feb. 2! 1960-61 Range Stocks March! Feb. 21 1960-61 Range 
| ee 185, 18% 29%%-16% Dis aia. 47 505 52-38% 
Chrysler... 45 43% 7154-37% Mack...... 42%, 42Y_ 52%-29% 
Ford....... 76V_e 705% 92%-60% Mes sh x3 85% 75 24Yy- bY 
GM........ 45 43%, 55%-40% White...... 52%, 55%, 6734-36 
(March 6, 1961) 
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Spring Song Overplayed, 


Chirps from 


DETROIT.—Headlines in Detroit 
newspapers indicating a Ford 
“compact compact” is due soon on 
the American market are mislead- 
ing, industry sources said last week. 


A British newspaper reported 
earlier that Ford would show its 
executives such a car within nine 
weeks, but company officials in 
Detroit would neither confirm 
nor deny the story. 


Industry sources were of the 
opinion that the car, which would 
compete in the Volkswagen class, 
will not be built for some time even 
if approved, and that it is aimed 
more at the world market than the 
United States, although it may get 
here in small numbers sometime in 
the future. 

The British report said the car, 
a four-cylinder, four-seat model 
called the Cardinal, will be assem- 
bled in England and West Ger- 
many. There would be two engine 
sizes, it was said, a small-bore unit 
for sale in Europe and one with a 
larger bore for the U. S. 


The British newspaper also said 
that some of the tools and pat- 
terns for the car are being made 
in Detroit for shipment abroad. 
Tooling is being done in the 


Both Nylon, Rayon 
Used in New Tire 


From Seiberling 


AKRON.—Seiberling Rubber Co. 
has announced what it termed the 
rubber industry’s first tire combin- 
ing nylon and rayon fabric in its 
construction. 

J. P. Seiberling, president, said 
the firm will begin distribution in 
April of a tire with two plies of 
nylon cord fabric and two of high- 
tenacity rayon. 

“This is the first tire combining 
the advantages of both materials,” 
he said, “Nylon gives the tire extra 
strength and rayon provides rid- 
ing comfort and reduced vibration.” 

The two nylon plies are on the 
inside of the tire, he continued, 
where greatest impact resistance 
is needed. The rayon plies are on 
the outside under the tread. 

He said this combination elim- 
inates the flat-spotting character- 
istic of nylon tires, which produces 
a temporary out-of-round condi- 
tion the industry calls “morning 
thump.” 

The new construction has been 
trade-marked “Nytex,” Seiberling 
said. The idea originated in Seiber- 
ling’s Canadian subsidiary, and 
the tire was developed jointly in 
Canada and this country, he 
added. 

The tire will be introduced ini- 
tially in the first-quality “Super 
Service” line, sold at the price of 
original-equipment tires, he _ said. 





Industry Feels ... 


the Cardinal 


U. S. because European pattern 
and tool shops are too busy to 
meet the Ford time schedule, it 
was said. 


The newspaper said it obtained 
its information from sources in De- 
troit, including an unidentified Ford 
spokesman and an automotive 
writer. 


Additive Maker 
Is Studebaker’s 
6th Acquisition 


SOUTH BEN D.—Studebaker- 
Packard last week acquired Chem- 
ical Compounds, Inc., St. Joseph, 
Mo., according to a joint announce- 
ment by Sherwood H. Egbert, Stude- 
baker president, and C. Dwight Lig- 
gett, Chemical Compounds presi- 
dent. 

Chemical Compounds processes 
and distributes STP additives for 
motor oil and fuel, and its pretax 
earnings for the fiscal year ended 
Feb. 28 are estimated at $1%4 mil- 
lion. 

Egbert said S-P is acquiring 
Chemical Compounds as a division 
by purchasing the company’s stock 
for cash plus contingent payments 
|out of future earnings of the busi- 
ness. This acquisition is the first 
since Egbert became president and 
chief executive officer on Feb. 1. It 
is S-P’s sixth acquisition, all told. 

Chemical Compounds was found- 
ed four years ago by its present 
officers—Liggett, Robert P. Dehart, 
vice-president, and James C. Hill, 
secretary and treasurer. Liggett and 
Dehart will continue in their pres- 
ent capacities, and Hill will be re- 
tained as a consultant. 








First of lts Kind— 


J. P. Seiberling, president, Seiberling 
Rubber Co., displays the first car tire 
using both nylon and tyrex cord. He said 
the tire is stronger than an all-rayon tire 
and doesn't have the “thump” of all- 
nylon tires. 
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— auto dealer wears many 
faces across the nation, but the 
one many in the industry see ris- 
ing to the front out of the present 
turmoil, is that of the service- 
minded dealer dedicated to an 
operation based on making the 
customer happy. 

And, for many of the same 
reasons, the franchised auto 
dealer is taking an increasingly 
more important role in the serv- 
ice business, contrary to some 
who think the dealer shop is 
being superseded by filling sta- 
tions and independent garages. 
The view that the dealer moving 

to the front is the dealer who 
recognizes service as an oppor- 
tunity as well as a. responsibility 
was supported 
the other day by 
Byron J. Nichols, 


general manager 
of Dodge, who 
was just back 


from driving to 
the Chicago Auto 
Show with his 
son. Nichols re- 
called that it was 
some 30 years 
ago that his . 
father, a dealer Byron J, Nichols 
in Illinois, first took him to the 
Chicago show. 

Nichols has been nuts about 
autos ever since. He got his first 
real view of the industry from the 
showreom floor as a retail sales- 
man. 

* * * 

— was a day, of course, 

when the volume dealer was 
the fair-haired boy. And volume is 
not in disrepute today, as long as 
the volume dealer offers a service 
operation that bears a reasonable 
relation to his sales. 

In a reaction to the “wheel-and- 
deal, transient, discount - house, 
fast-dollar merchants,’ the public 
is now seeking out the dealer who 
is aware of the fact that his busi- 
ness is built on customers instead 
of owners, Nichols said. 

Part of the reason for this is 
the fact that cars are becoming in- 
creasingly complicated. Some have 
seen a trend in service toward 
the corner filling station, but the 


Selling on Sunday 


Hit in Columbus 


COLUMBUS, O.—Enforcement of 
the law against auto sales on Sun- 
day has been requested by 14 deal- 
ers here. 

The dealers said that a growing 
number of their competitors are 
selling on Sunday. 

Mayor Ralston Westlake said he 
would confer with the city safety 
director and city attorney to look 
into “all aspects of the request,” 
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attendant who lifts the hood of a 
modern car is lucky if he can find 
the oil dipstick. 

And, says Nichols, many a serv- 
ice station operator who added a 
service bay and a mechanic to 
beat the cost squeeze on pumping 
gas found that he added to his 
overhead instead of his profits. 

Nichols also pictured the reac- 
tion of the customer, accustomed 
to dipping into his pocket for 
change when he had work done 
at a filling station, being rocked 
when he gets a bill for $5 or so. 

* * * 

HE fastest-growing gas chain 

in Detroit today, Nichols 

pointed out, is one that sells noth- 
ing but gas and wants no part 
of the service business (Clark). 

And there are few independent 


'| garages today, he noted, who can 


afford the special tools that are 


}|needed to service today’s more 
complex cars. 


“If a dealer in a particular 
make,” said Nichols, “needs spe- 
cial tools and special training for 
his mechanics to keep up with 
modern cars, imagine the prob- 





Headed for Oblivion 





“Now, don’t forget, if anything 
goes wrong, fix it.” 





lem of the independent shop try- 
ing to repair all makes.” 

As a result, the car owner will 
tend more and more to hold fran- 
chised dealers responsible for 
keeping his car operating well. 


Note, too, that the number of 
franchised dealers has _ declined 
from 49,173 in 1949 to 32,074 at 


the beginning of this year. Inciden- 
tally, the 49,173 dealers sold 4,838,- 
342 cars in 1949 while 32,074 sold 
6,576,000 last year. 

So with fewer dealers selling 
more cars and the dealer’s service 
competitors finding that auto serv- 
ice isn’t a bed of roses, the dealer 
service shop is becoming increas- 
ingly important, not only in serv- 
ice but in new-car sales. 

* ok od 


Hane are many dealers, of 
course, who have_ recognized 
this from the beginning. These 
are the dealers who ride through 
the rough spots of the business 
without losing the boat. 

These are also the dealers who 
have an ear tuned to what their 
customers are saying and what 
their employes are saying. 

Nichols noted the case of one 
dealer who insists on hiring each 
of his employes. 

“TI want to make sure,” Nichols 
quoted the dealer ag saying, “that 
everyone in the shop knows what 
our policy is—that the customer 
is always right.” 

If the service shop can’t make 
a customer of this dealer happy 
with his new car, the dealer puts 
the customer into another new car. 
The first car is put on the lot and 
sold as a used car. 

The dealer’s job has become 
bigger and he has to delegate 
authority, but he can’t delegate 
himself out of contact with cus- 
tomers and employes. 

When you get so many reins on 
the horse that you can’t find him, 
you aren’t going to ride very far. 











Romney Joins in Boston Salute— 


Comments by George Romney, American Motors president, on the auto outlook 
were taped in Detroit by Boston radio Station WNAC for use in its ‘Salute to the 
Automobile Industry” on Washington's Birthday. Romney is being interviewed by 
Verne Williams, WNAC staff member, while Andy Gent and Michael Shute look on. 


* * * 


* * * 


Dealers Mark Washington’s Birthday .. . 





Holiday Sales Soar 
In Boston, New York 


NEW YORK | 


By Ed Brown 
Staff Correspondent 


NEW YORK.—Dealers are telling 
the happy truth about Washington’s 
Birthday—it signalled the end of 
the worst two or three months in 
auto-retailing memory hereabouts. 

According to the high percent- 
age of reports, it was a sound 
business day, with “traffic like 
we haven’t seen in our showroom 
in years.” 

A thaw had set in, the day was 
bright and the temperature climbed 
into the 50s. Dealers reported sales 
figures which reminded one of the 
old days. 

“We sold 10 new cars and four 
used,” one dealer said. 

“We sold eight new and five used,” 
said another. “That’s more than 
we've sold in these parts all of Feb- 
ruary so far.” 

Still another: “We had the big- 
gest crowds in our showrooms for 

(Continued on Page 57, Col. 1) 


Vt. Bill to Tax 
Auto Inventories 


Is Rejected Again 


MONTPELIER, Vt.— The House 
Ways and Means Committee again 
has turned thumbs down on a Dill 
to permit local taxation of un- 
licensed motor vehicles. Similar 
legislation has been fought by auto 
dealers for the last eight biennial 
sessions of the Legislature. 

The latest measure was denounc- 
ed by John D. Carbine, legislative 
counsel for the Vermont Automo- 
bile Dealers’ Assn., as another ver- 
sion of an auto inventory tax which 
has been rejected at every session 
since 1949. 

One supporter of the bill, John 
Fitzpatrick, Burlington city asses- 
sor, told the committee “the present 
personal property tax doesn’t treat 
all alike. Merchants, grocers, drug- 
gists and others are taxed for 
stock in trade and auto dealers pay 
on parts, but not on cars.” 

The auto dealers’ opposition to 
the measure was based on these 
five points: 

1. It would impose a tax on one 
class of auto owners while exempt- 
ing all other auto owners. 

2. It would violate the state’s 
fiscal policy of earmarking motor- 
vehicle taxes for highway purposes. 

3. The proposed tax would dis- 
criminate against small towns by 
benefitting only larger towns which 
have auto dealers. 

4. Auto dealers already pay their 
fair share of state and local taxes. 

5. It would amount to double tax- 
ation on dealers because of the 
“unique nature of the business” in- 
volving tradeins. 





NEW ENGLAND 


By Guy Livingston 
Staff Correspondent 


BOSTON.—Auto dealers in Bos- 
ton reported their best Washing- 
ton’s Birthday Open House in 
years, with sales up 20 percent over 
those a year ago. 

More than 300,000 persons 
surged into showrooms decor- 
ated with bunting. For the first 
such event in years, the sky was 
bright, the temperature was high 
and there was no snow on the 
streets. 

Dealers reported that business 
was so good that many prospects 
had to wait until a salesman was 

free to talk to them. 

In many cases it was family day, 
with father talking to salesman 
about car performance and econ- 
omy, while mother and the chil- 
dren collected gifts presented by 
the dealers. 

Jack Frye, sales manager, Cadil- 
lac Automobile Co. (Cadillac-Olds- 
mobile), said crowds were the 
heaviest in years. 

In nearby Malden, where Ferry 
St. Motor Sales brought in Roy 
Campanella, the former Brooklyn 
Dodger baseball great, Jordan Pat- 
kin reported record one-day sales 
of both new and used cars. 

“Sales were 25 percent ahead 
of those in any other open house 
ever held by this showroom,” Pat- 
kin said. “Buyers came early and 
stayed late. At noon, every one of 
the 1,600 baseballs we had on 

(Continued on Page 60, Col, 4) 


Promote Steel, Auto Sales— 
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Arkansas Senate 
OK’s Licensing of 
Factory, Dealer 


Measure Approved 
Adds 2 Independents 
To Governing Board 


LITTLE ROCK.—Despite the op- 
position of the Big Three auto 
makers, the Arkansas Senate has 
approved a bill regulating the auto 
industry in the state. 

The vote was 18 to 9. A simple 
majority of the 35-member Sen- 
ate was needed to pass the meas- 
ure, thus there wasn’t a Vote to 
spare. 

The bill would set up a state mo- 
tor-vehicle commission which would 
license car and truck dealers and 
their salesmen, factory representa- 
tives, distributors and auctions. 

Licenses of manufacturers or dis- 
tributors could be revoked for “un- 
fairly” cancelling a dealer’s fran- 
chise, coercing dealers to order 
vehicles or refusing to deliver ve- 
hicles to a licensed dealer within 
60 days. 

The bill was written by Rep. A. C. 
Mowrey jr., an auto dealer in Madi- 
son County. It was supported by 
the Arkansas Automobile Dealers 
Assn, 

An early opponent of the bill was 
the Arkansas Assn. of Independent 
Automobile Dealers, The group 
complained that the proposed ve- 
hicle commission did not include 
any used-car dealers, 

The Senate answered this ob- 
jection by stipulating that at 

least two members of the seven- 
man commission be independent 
dealers. 

The bill was returned to the 
House of Representatives for con- 
currence in this amendment. The 
House already has passed the bill 
by an 81-12 margin. 

At a Senate hearing, representa- 
tives of the auto manufacturers 
called the measure a threat to free 
trade and the franchise system. 

They said the bill was in restraint 
of trade and would be declared un- 
constitutional. They denied work- 
ing hardships on dealers. 

Senator Clifton Wade said the 
bill is identical to a Tennessee law 
which has been declared constitu- 
tional by the Tennessee Supreme 
Court. 

Those who favor the bill con- 
tend it will eliminate shady dealers 
and unethical sales tactics. Senator 
Merle Peterson said it would pro- 
tect the customer from the dealer 
and the dealer from the manufac- 
turer. 

The bill achieved its one-vote 
Senate victory on the second try. 
The first roll call showed 16 in 
favor and seven opposed, Other 
members of the 35-man chamber 
were absent, = 

Although he opposed the bill, 

Senator John D. Eldridge said that, 
in the interest of fairness, he 
thought it should be given another 
chance. The Senate agreed, and the 
measure received the required 18 
votes the following day, 





Most of the men dressed in white safety helmets and coats have been selling the 
finished products of steel, namely, cars, for a number of years. Accompanied by offi- 
cials of Sharon Steel Corp., Sharon, Pa., they toured company facilities to learn first 
hand how steel is made and processed for sale to the automobile industry. The visitors 
are members of the Shenango Valley Automobile Dealers Assn. The dealers and the 
steel company joined forces in promoting a novel ‘We Sell Steel" campaign that 
boosted auto sales 250 percent in one week. The dealers and steel officials hope 
the campaign will spread throughout the nation to help boost auto sales and steel 


production. 
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Powell Committee Gets Bill... 





No Change 


In Wage-Hour Draft 


(Continued from Page 1) 


ployes of auto dealers other than 
salesmen, 

Commenting on the bill, Roose- 
velt said that it is “realistic and 
passable.” He added that it would 
help to achieve President Ken- 
nedy’s goal of eliminating sub- 
standard wages and provide some 
stimulus to the economy, 

The National Automobile Deal- 
ers Assn.,‘last week stressed the 
current plight of the auto indus- 
try in its testimony before the 
Senate Labor Subcommittee, 
chaired by Senator Patrick V. 
McNamara, Michigan Democrat. 


NADA quoted a Dun & Brad- 
street report to the effect that 
“business failures by dealers in- 
creased in 1960 by almost 50 per- 
cent over 1959; that such increase 
was more rapid for dealers than 
for other types of retail establish- 
ments, and that the fourth quarter 
of last year was the worst of the 
year for failures of dealers.” 

a * * 

ADA’S position wag stated by 

S. E. Kossman, chairman of the 
National Affairs Committee and a 
franchised dealer from Cleveland, 
Miss. Kossman was introduced by 
Senator John C. Stennis, Mississippi 
Democrat, who is opposed to pas- 
sage of the Kennedy bill. 

The dealer association told the 
Senate group—as it had told the 
House subcommittee just a week 
earlier — that dealerships should 
be exempt because they are local 
businesses and their nature 
makes it impracticable for them 
to comply with overtime provis- 
ions. 

Passage of S-895, said NADA, 
would result in discrimination be- 
tween competing auto dealers as 
well as discrimination between 
dealers and competing service sta- 
tions and auto parts dealers. 

Kossman gave state figures to 
show what percentage of dealers 
would be included in the $1 million 
annual gross cutoff. 

* * * 

OSSMAN used the Detroit clas- 

sified telephone directory in 

his attempt to show McNamara the 
inequity that would occur by put- 
ting some auto dealers under the 
Fair Labor Standards Act and ex- 
cluding competitors— both dealers 
and nondealers with service or parts 
operations. 

NADA told the subcommittee, 
“The nation’s franchised new-car 
dealers closed their books on 1960 





Truck Business 
Gains, Total Sales 


Fall at Harvester 


CHICAGO. — Worldwide sales of 
International Harvester Co. and 
consolidated subsidiaries for the 
fiscal year ended Oct. 31, 1960, were 
$1,683,350,000, compared with an all- 
time high of $1,725,668,000 for 1959, 
a decrease of 2.5 percent, it was an- 
nounced by Frank W, Jenks, presi- 
dent. 

Net income for the 1960 year was 
$53,718,000, compared with $84,300,- 
000 in 1959. 

Sales of International trucks, 
service parts and service continued 
to be the largest single element of 
IH business and the only one to 
show an increase in 1960 over 1959, 
registering a gain of 2.4 percent. 
World sales of trucks in 1960 to- 
talled $766,654,000, or 45.5 percent 
of company business, compared to 
$749,011,000, or 43.4 percent, the pre- 
ceding year. 

Referring to total IH sales, Jenks 
said, “It is our hope and expecta- 
tion that the 1961 fiscal year will 
reverse the experience of 1960 and, 
after beginning on a rather low 
level, show continuing improvement 
as 1961 goes along. 

“The introduction of new models 
of our light-duty motor trucks, as 
well as a new compact all-purpose 
vehicle called the Scout, are among 
factors which lead us to believe 
that our 1961 sales will equal or 
exceed those of 1960,” he concluded. 
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on Dealers 


with an operating profit, before 
federal income taxes, of only one- 
half of one percent of sales, and 
21.9 percent of these dealers suf- 
fered an actual loss on their 
year’s operations.” 


Kossman cited a headline in the 


Feb. 27 issue of Automotive News 
to show the “plunge” in dealer 
profits. 

In asking for exemption, NADA 
declared that “the local character 
of the retail automobile dealer was 
recognized by the United States 
Senate only six months ago when, 
on Aug. 18, 1960, it voted 87 to 8 to 
preserve to automobile and truck 
dealers their historic retail sales 
and service exemption.” 

* * * 

HE association added: “Certain- 

ly nothing has occurred during 
the interim in the retail] automo- 
tive industry that would even re- 
motely suggest a need to extend 
federal wage-and-hour coverage to 
franchised automobile and truck 
dealers.” 

The Senate Labor Subcommittee 
has been hearing from various re- 
tail organizations and will hear 
from labor groups before it closes 
its testimony. It has been predicted 
that a wage-hour bill will be on the 
floor of the Senate by the middle of 
March. 


* * * 


Subcommittee to Study 
Regulatory Agencies 


WASHINGTON.—Rep. Oren Har- 
ris, Arkansas Democrat and chair- 
man of the House Interstate Com- 
merce Committee, will establish a 
permanent subcommittee on regu- 
latory agencies. It will examine the 
“adequacy of the laws and their 
administration by the agencies 
whose activities are subject to the 
jurisdiction of the committee.” 

This subcommittee would be a 
replacement for the defunct sub- 
committee on legislative oversight. 
The new subcommittee would have 
under its jurisdiction the Securities 
and Exchange Commission, which 
is currently investigating Chrysler 
to see if any violation of its rules 


has occurred. 
* * * 


Michigan Lawmakers 
Ask Auto-Excise Repeal 


WASHINGTON. — Republican 
members of Congress from Michi- 
gan have asked for repeal of the 
10 percent federal tax on autos. 
They argued that it would stimulate 
the car industry and help business 
in general. 

The Republican contingent ad- 
dressed its appeal to Chairman 
Wilbur Mills, Arkansas Democrat 
and head of the tax-writing House 
Ways and Means Committee. They 
said Michigan, “where well over 
300,000 persons are out of work, 
largely because of decline in auto- 
mobile production,” unfairly bears 


most of the tax. 
* * * 


Smog Bill’s OK Urged 


WASHINGTON.—Senator Thom- 
as H. Kuchel, California Republican, 
again has urged passage of his bill 
to provide funds for regional hear- 
ings on air pollution. He said the 
kind of smog caused by oxides of 
nitrogen seems inevitable for urban 
centers and therefore needs immedi- 
ate investigation. Oxides of nitro- 
gen result from a number of kinds 
of combustion, but the chief of- 
fender is said to be motor vehicles. 


B-W Traces Dip 


To Recession 


CHICAGO.—Reflecting the unfa- 
vorable business conditions of the 
last year, sales and earnings of 
Borg-Warner Corp. for 1960 
dropped below the high levels 
reached in 1959, Roy C, Ingersoll 
and Robert S. Ingersoll, chairman 
and president, respectively, said. 

Sales for 1960 totalled $586,878,- 
000, compared with $649,897,000 in 
1959, a record high. Net income for 
1960 amounted to $27,208,000, against 
$39,311,000 in 1959. 





British Auto Leaders Meet in 






Chicago— 


Andrew Gilchrist, British consul-general, told British auto industry leaders in Chicago 
for the Chicago Auto Show that if Britain is to go on “buying American in the way she 
does now, America should buy British." Among those attending the meeting of British 
officials were, from left, James Touchton, Jaguar Cars, Inc.; Roy Wiley, Chicago Sun- 
Times (rear); C. R. Melton, Rootes Motors, Inc.; John Dugdale, vice-president, British 
Automobile Manufacturers Assn.; Gilchrist; R. A. B. Learoyd, BAMA president; Keith 
Felcyn, Business Week; Ray Ellis, Chicago Tribune; and Johannes Eerdmans, president, 


Jaguar Cars. 








Sales in Canada 
On Par with ’60, 
GM Chief Says 


VANCOUVER, B. C, — New-car 
sales in Canada this year are as at 
least as good as last year and prob- 
ably slightly better, according to 
Edwin H. Walker, president, Gen- 
eral Motors of Canada, Ltd, 


Walker, in Vancouver for the GM 
Motorama, decried the recession 
talk that is current in Canada, He 
said it is hurting business. He said 
he found considerable optimism in 
a@ cross-country tour. 

Walker pointed to the recent im- 
provement in used-car sales as a 
barometer of what is to come in the 
new-car area. He said that 99 out 
of 100 used-car dealers reported 
that their business is better than 
last year. 

Walker said he is convinced that 
Canadians prefer a “good-sized” 
car, but he feels insufficient time 
has elapsed since the rise in im- 
ported-car evaluations to ascertain 
whether the move has helped the 
Canadian auto industry. 





Kennedy Asks Truck Tax Boost 


(Continued from Page 1) 


advise him that “even this increase 
would not charge heavy trucks their 
fair share of the cost of this pro- 


gram.” 
* * 


* 

HE President also made two 

other recommendations: Retain- 
ing aviation fuel tax receipts in the 
General Fund instead of transfer- 
ring them to the Highway Trust 
Fund and transferring the financ- 
ing of forest and public land high- 
ways to the Trust Fund. 

Kennedy suggested increasing the 
level of road apportionments. In- 
stead of having the authorization 
for regular primary, secondary and 
urban roads fixed at an annual level 
of $925 million, the President recom- 
mended increasing the funds by $25 
million every two years beginning 
in 1964 until the $1 billion level is 
reached and maintained. 

Kennedy asked for closer co- 
ordination with urban develop- 
ment and urged that Congress ex- 
tend the billboard control section 
for four more years and increase 
the incentive bonus from % per- 
cent to one percent of a state’s 
allotment. 

Kennedy explained that he was 
“wholly opposed to either stretch- 
ing out or cutting back” the high- 
way program. One reason for going 
ahead was safety. He noted the 
saving of at least 4,000 lives per 
year. 

Moreover, according to the Bu- 
reau of Public Roads, “users of the 
completed Interstate System will 
save 42,000 years of travel time 
every year.” And throughways “will 
save users nine billion costly stops 
and starts every year.” 

* * * 

HE wear and tear that is the 

byproduct of outmoded roads 

was also cited by Kennedy. “It has 
always struck me as ironic that 
so many of our citizens—so ingeni- 
ous in quickly devising ways of 
ending almost every minor irritant 
—would so readily tolerate every 
morning and evening the incredible 
congestion of our antiquated high- 
ways that takes a heavy toll in 
automotive costs and depreciation 
to say nothing of human nerves 
and tempers.” 

By implication, Kennedy fore- 
closed elimination or reduction of 
the federal excise on autos, parts 
and accessories, In explaining 
that the Interstate Program is in 
trouble, Kennedy notes that the 
Trust Fund needs “about $900 
million more a year through fis- 
cal 1972 to meet the higher level 
of expenditures on a pay-as-you- 
go basis.” 

Diversion of the tax money to the 
Trust Fund is not the answer since 
“we are not better able to pay our 
bills as a nation by merely shifting 
money from one pocket to another.” 

* * * 


ENNEDY seemed to close all 
hope for reduction of the auto 


$7,500 Fire Hits Placke 


ST. LOUIS.—A three-alarm fire 
damaged 20 cars and caused an 
estimated loss of $7,500 at Placke 
Chevrolet, 2244 S. Kings Highway. 
Two employes were injured. 


excise with this statement: “I am 
pledged, barring a worsening econ- 
omy, to submit to the Congress 
programs (aside from any new de- 
fense outlays) which of and by 
themselves will not unbalance the 
budget previously submitted. This 
will not easily be done. There will 
be no margin to spare. 
“Congress, by diverting $800 
million of badly needed funds 
from the General Fund, will be 
deliberately unbalancing the 





Compact-Car Sales 
Per Dealer 


Compact-car sales per franchise 
for 1960: 


Sales Per 
Make Dealer 
Be IN assiscttiusiecieicianis 142 
ee ee 97* 
eee 69 
We PION siscocsesczicicacsszaveziats 67 
Oe IO oeshx occ bus peanstcceabciaed 47 
i RII sin ccscsxicnsssctradeccase 33 
Me: PRMD | ay skss tesscsscdcasiccetens 6* 
Mis SIMMER a ikcatecorkivivesedeacin 5* 
Ws RE ans svanvaxeénsis 5* 
Os: | RMNIIIDG ssi cevssvectesiceesivecn 3* 


*—Partial-year figures, Comet introduced 
March 17. Others introduced in fall 
of 1960. 





* * * 


buaget and creating an $800 mil- 
lion deficit. This is a decision 
which, if it is taken at all, should 
be taken on its merits, in rela- 
tion to the state of the economy 
and the budget as a whole, not as 
an accidental byproduct of the 
highway program.” 

In fact, Kennedy went on, “To 
change the intent of the 1956 Act 
now only creates a budget deficit 
that eventually must be met 
through new taxes on the general 
population or a Treasury-bond issue 
—thus departing from the pro- 
gram’s principle of being financed 
on a pay-as-you-go basis by the 
user tax sources then agreed upon.” 

* * * 
a URGING higher truck taxes, 

Kennedy argued that trucks 
benefit most by the special heavy- 
duty highway construction and by 
the number of ton-miles travelled. 
Trucks also benefit by “less gas, oil 
and depreciation expense, less strain 
on the driver, fewer accidents, and 
much shorter distances and travel 
time over improved and widened 
surfaces with fewer sharp grades 
and curves, less congested traffic 
and fewer stops or intersections.” 

The House Ways and Means 
Committee will start hearings on 
the highway financing plan on 
March 14, 





Sales-Per-Dealer Seesaw 
Puts Chevy First Again 


(Continued from Page 1) 


cury sales-per-dealer total would 
have topped 150 and would have 
put Mercury in third place in the 
overall lineup. 

Rambler was the only make in 
the Top Ten to finish in the same 
spot in both 1960 and 1959. Chev- 
rolet’s victory, increased sales by 
Dodge and Plymouth and Comet’s 
first-year strength scrambled the 
standings, Mercury dropped out of 
the select group, falling from ninth 
to 11th. 

* a * 
NDE makes averaged more sales 
per franchise in 1960 than in 
1959, and six lost ground. 

The gainers were: Chevrolet, 
Rambler, Dodge, Plymouth, Pon- 
tiac, Oldsmobile, Buick, Cadillac 
and Chrysler, The losers were: 
Ford, Mercury, Studebaker, Lin- 
coln, DeSoto and Imperial. 

In 1960, domestic new-car deal- 
ers sold an average of 131 cars 
per franchise. Because of dual- 
ling, the average dealership 
moved 189 new units. The com- 
parable 1959 figures were~111 per 
franchise and 165 per dealership. 

Taking the compacts separately, 
Rambler was an easy victor with 
142 sales per dealer. Falcon sold 
more cars, but Falcon has 6,756 
dealers, compared with 2,975 for 
Rambler. 

Comet was second among the 
compacts with 97 sales per fran- 
chise, followed by Valiant, 69; Fal- 
con, 67; Lark, 47, and Corvair, 33. 





The six makes averaged 66 de- 
liveries per dealer. 

The other four compacts were 
introduced last fall and compiled 
the following sales-per-dealer rec- 
ords during their brief 1960 stints; 
Lancer, six; Special and F-85, five 


each, and Tempest, three, 
* * * 





Sales Per Dealer: 


U. S. Makes 


How U. 8. dealers fared in new- 
car sales per franchise, 1960 vs. 
1959: 


1960 1959 
Pos. Make Pos. 
1—240 Chevrolet 201— 2 
2—210 Ford 215— 1 
3—142 Rambler 122— 3 
4—130 Dodge 59—10 
5—125 Plymouth 66— 8 
6—112 Pontiac 105— 4 
I—100 Oldsmobile 96— 5 

8— 97* Comet —se_i_i=......... 
9— 86 Buick 19— 6 
10— 85 Cadillac Vi— 17 
1l— 59 Mercury 60— 9 
12— 47 Studebaker 53—I11 
13— 33 Chrysler 27—13 
14— 20 Lincoln 27—13 
15— 14 DeSoto 23—15 
16— 13 Imperial 15—16 
padi Edsel 28—12 


*—-Partial-year figures, Comet introduced 
in March, 1960. 
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Post readers have more money to buy cars. They have 
the highest median income in the general weekly field. 


¢ Other big reasons why auto advertisers pick the Post: y Car-owning families see your Post 
ad page 1,921,000 more times than the same ad in the other big weekly. y Two-car families 
see your Post ad page two million more times than in the other big weekly. @ Post families 
drive 25% more miles per year than the national average. @® And Post families are Influentials 
—key people in their communities who talk about what they read THE_SHTUROAY EVENING 
in the Post. @ Fourteen words to sum it up: Zhe number-one mag- 





zine for reading is your number-one magazine for selling automobiles. ed wetted nee 








6 
Launch Drive in Philadelphia ... . 


Dealers Act to Promote Trust 


auto dealership, according to PATA| There will be frequent contacts be- 











PHILADELPHIA.—The Philadel- 
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phia Automobile Trade Assn, has 
launched a public relations and 
publicity campaign which “will pull 
_no punches” in efforts to increase 
public confidence and trust in the 


How Chevrolet 
Counted Margin of 
60 Sales Victory 


DETROIT. — Chevrolet last week 
claimed a lead of 347,050 units over 
“competition” in 1960 passenger-car 
registratio 

This, said Chevrolet, was a record 
margin of leadership in “small and 
standard passenger cars.” Previous 
high, said Chevrolet, was its lead 
of 312,000 in 1940, 

Quoting R. L. Polk & Co. as its 
source, Chevrolet said its 1960 new- 
car registrations totalled 1,681,234. 

Since this did not tally with Polk 
reports elsewhere of 1,696,925 Chev- 
rolet registrations in 1960, Chevro- 
let was asked for clarification. 


“Well,” said a Chevrolet spokes- 
man in tones indicating surprise 
that anyone should ask, “we didn’t 
include Corvette or Thunderbird.” 


How come? 


“If you exclude one, you have to 
leave out the other,” he said pati- 
ently. 

Why not leave out Corvair and 
Falcon? 

“Mister, you can take 12 and 
count a dozen in a lot of different 
ways,” was the reply. 

Had Corvette and Thunderbird 
been included, Chevrolet’s margin 
over “competition” would have been 
276,573. This, of course, would have 
preserved the 1940 margin as a rec- 
ord. 

The original Chevrolet announce- 
ment made no mention of the fact 
that Corvette and Thunderbird had 
been omitted from the compila- 


tions. 
* 7” A 


Falcon Claims Record 


In Market Share 

DEARBORN. — Ford Falcon 
achieved its highest share of the 
market in history during the sec- 
ond 10-day selling period of Feb- 
ruary, according to M. S. McLaugh- 
lin, general sales manager, Ford 
Division. 

Based on published reports of in- 
dustry sales, he said, Falcon ac- 
counted for 9.3 percent of total do- 
mestic car sales. 

Falcon took 7.4 percent of total 
domestic industry sales during 1960 
to lead its nearest competitor by 
more than 28,700 units, McLaughlin 
said. 

He added that Falcon has in- 
creased its share of the market 
every 10-day period since the first 
of this year and already leads its 
closest competitor for 1961 by more 
than 14,000 units. 

Year-to-date Falcon sales total 
more than 52,600, he said. In 1960, 
for the full year, Falcon sales to- 
talled more than 457,000, he said. 


President Charles A. Bott. 

The advertising and public re- 
lations firm of Gray & Rogers 
has been retained as public rela- 
tions counsel, 

Preliminary discussions were 
held with the agency by Advertis- 
ing Committee Chairman George 
H, McKean and Bott, Formal 
agreement to undertake the pro- 
gram was reached at a meeting 
between members of PATA’s board 
of directors and advertising com- 
mitteemen and representatives of 
Gray & Rogers at PATA headquar- 
ters. 

The first activity under the pro- 
gram will be revision of PATA’s 
fair practice code with greater em- 
phasis on high standards of busi- 
ness conduct, Other “spadework” 
projects include development of a 
new symbol and an interpretive 
phrase or slogan to express the 
aims of the program. 

Members of the advertising com- 
mittee and agency representatives 
will meet on the third Tuesday of 
each month at PATA headquarters 
to review projects done and in 
progress and plan future strategy. 





GIs Abroad Step Up 


Purchase of U. S. Cars 


WASHINGTON.—A merican 
servicemen abroad are buying 
more American compacts than 
foreign-built models in response 
to the plea tq halt the dollar 
drain, according to the Defense 
Department. 

The department said, however, 
that it is not considering a sug- 
gestion, attributed to the Air 
Force, that American cars should 
be shipped abroad in bulk for 
display and sale #t military ex- 
changes. 





tween the formal meetings. 

“We have a big job ahead of 
us, one that calls for the support 
and enthusiasm of all our mem- 
bers,” Bott said. “There is no 
sense in blinking at the fact that 
the public image of the automo- 
bile dealer is not good. 

“The great majority of people in 
our business are honest, honorable 
and fair-dealing. It is the few who 
deviate from the high standards of 
the rest of the industry, whose ad- 
vertising is misleading if not false, 
who give us an unenviable reputa- 
tion. 

“Overcoming this unfavorable im- 
pression cannot be done overnight. 
It is going to require the unstinted 
support and effort of everyone. 

“As we see it, one of our princi- 
pal aims must be to place our in- 
dustry squarely on the side of the 
motoring’ public. We must promote 
and champion the causes that ben- 
efit the car owner and oppose those 
that hurt him. We will not overlook 
any opportunity to further these 
objectives. 

“But it must be remembered 
that no program, however am- 
bitious, can win public goodwill 
as long as some in our industry 
engage in practices that are 
counter to the public interest — 
which is to say, counter to our 
own best interests. 

“Our program calls for a forth- 
right campaign of publicity through 
all media to expose unfair and un- 
ethical practices. We will do this 
through speeches, interviews, ar- 
ticles and all other means at our 
disposal. E 

“We will pull no punches. If we 
step on some toes, they’re toes that 
should be stepped on. No one who 
is conducting an honest business 
needs to fear what we are doing. 
To the contrary, our campaign is 
something that we know will be 
welcomed by the vast majority in 
our industry.” 


Fiat Cuts Prices $100-$520 
In 2-Month Cleanup Drive 


NEW YORK. — Fiat last week 
joined the price-cutting movement 
in the imported-car field by slash- 
ing $100 to $520 from the New 
York port-of-entry prices of its 
sedans and station wagons. Fiat 
prices now start at $998 for models 
in the 500 Series. 

Earlier, Renault had chopped 
$200 from its Dauphine and 4CV 
tags, and Hillman had reduced 
prices $50 to $176 in the East and 
$196 to $250 in the West. 

Fiat also extended its warranty 
to six months or 6,000 miles, which- 
ever occurs first. The new warranty 
is retroactive to Jan. 1, 1961, for 
retail customers. 

Dealers and distributors will re- 
ceive rebates on cars in stock in 
the amount of the wholesale price 
cuts. 

The Fiat price reductions are for 





Chrysler Highlander to Bow— 








There is a Scottish flavor to the Chrysler Highlander model which will appear in 
dealers’ showrooms in mid-March, Seat and door panels are upholstered in a MacDuff 


tartan in a combination of blue, green and red. The Highlander, in Chrysler's Newport | 


series, is available as a four-door hardtop or sedan with silver, grey, black, white or 
red exterior finishes. 


a limited period—Feb. 26 to April 
30—and are part of a campaign to 
clear out models that have been in 
the hands of dealers or distributors 
for lengthy periods. 

Like most other imported makes, 
Fiat was hard hit by the domestic 
compacts last year. Registrations 
totalled 20,773, a decline of 46 per- 
cent from 1959’s 38,468. 

Changes are expected in the 
Fiat lineup after May 1. Some 
models may be withdrawn from 
distribution in this country, and 
the prices of others may be ad- 
justed to reflect engineering or 
styling nuances. 

For example, industry sources 
report that the 600 Series soon will 
have a larger engine — about 750 
cubic centimeters, compared with 
633 c.c. now. Also, the front doors 
of the 1100 sedan will open in the 
conventional manner. They now are 
hinged on the center post and open 
from the front. 

Roadsters were not included in 
the price cuts. The 1200 roadster 
continues to carry a $2,595 sticker, 
and the 1500 roadster is $3,298. 

Following is a summary of the 
Fiat price reductions (heater is 
standard on all models): 

500 Series—All models now are 
$998, the lowest sticker price of 
any car offered in the United States. 
The two-door sunroof dropped, 
$100; the sunroof sport dipped 
$230; the Bianchina (sport coupe) 
dropped $300, and the Bianchina 
sport fell $430. 

600 Series—All models now are 
$1,198. The two-door sedan is 
down $200; the two-door sunroof 
is down $262, and the four-door 

station-wagon is down $460. 

1100 Series — Four-door sedan, 
$1,385 (down $274); deluxe four- 


door sedan, $1,485 (down $297); 
four-door wagon, $1,398 (down 
$520). 

1200 Series — Four-door sedan, 
$1,648 (down $350). 

2100 Series — Four-door sedan, 
$2,598 (down $200); four-door 


wagon, $2,658 (down $400). 
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Turbine Car of Future?— 


This is Chrysler Corp.'s newest idea car—the Turboflite—in which the entire glass 
canopy raises when the door is opened for entry or exit. The Turboflite was designed 
for propulsion by the newest Chrysler gas turbine engine. Rear struts of the car 
support an air flap which pivots upwards into the airstream when the hydraulic brakes 
are applied, creating an air drag to reduce the load on the normal braking system. 
The air flap is intended for turnpike cruising and may be switched off for lower 








speeds or city driving. 
a 


Advanced Chrysler T urbine 
Debuts With ‘Dream Car’ 


HRYSLER CORP. has shown 
for the first time an _ experi- 
mental automobile with a gas tur- 
bine engine styled and engineered 
for space-age highway travel. 
Called the Turboflite, the car 
has advanced air- 
craft-type ideas 
which may be- 
come components 
of future produc- 
tion cars after 
extensive study 
and tests, accord- 
ing to Styling 


Vice - President 
Virgil M. Exner. 
The Turboflite 


is making its first 
public appearance 
March 5-9 at the 
American Society of Mechanical 
Engineers gas turbine power con- 
ference in Washington. It was 
driven to Washington as part of 
an economy test. 

Powering the Turboflite is the 
company’s latest regenerative tur- 
bine engine, weighing half as 
much as a conventional internal 
combustion V-8 engine. This en- 
gine will be sold by Chrysler to 
selected customers for research 
purposes, newsmen were told by 
Executive Engineer George Hueb- 
ner jr. 

The car chassis was conceived 
and developed by Chrysler Corp. 
stylists and engineers and hand- 
built by Ghia craftsmen in Turin, 
Italy. 


Vv. M, Exner 


* * * 


6 es grille design containing two 
high-beam headlights was de- 
veloped from the smaller air in- 
take openings needed for the radi- 
atorless turbine engine. Design of 
the front fenders allows maximum 
cooling of the front brakes, Exner 
said. The outer headlights retract 
into the fenders when not in use. 
A glass canopy is tinted green 
and made of special glass to hold 
back the heat rays of the sun. At 
the rear slope of the canopy and 
directly above and behind the rear 
passenger’s head is a roll bar to 
supplement the roof structure. 
Instead of dropping into the 


* * * 


doors, the side windows pivot out- 
ward at the bottom, while the 
windshield wraps around to the 
middle of the door on each side. 


When either of the doors is 
opened, the entire canopy, includ- 
ing the windshield, rises to allow 
easier entry. 


Rear of the Turboflite features a 
deceleration air-flap suspended be- 
tween the two _ stability struts. 
Adapted from aircraft and racing 
practice, this air-flap is pivoted up- 
wards into the airstream when the 
hydraulic brakes are applied creat- 
ing an air drag to reduce the load 
on the normal braking system. This 
flap is intended for turnpike cruis- 
ing and may be switched off for 
lower speeds or city driving. 


* * * 
_— brakes are operated by a 
large pedal, which together 


with an oversized accelerator pedal, 
make up a new treadle. system of 
foot controls covering the entire 
toeboard area in front of the 
driver. This braking device sub- 
stantially reduces reaction time for 
the driver since his foot never 
leaves the brake pedal, said Exner. 


At the top of the stabilizing 
struts are two brake lights at the 
eye-level of the following driver. 
During daylight, the brake lights 
have 32 candle-power but at night 
they are dimmed to four candle- 
power to avoid blinding. 

The rear running lights consti- 
tute a wide band of light run- 
ning across the entire rear end 
of the car. They also form the 
turn indicator system. 

The backup light is in the cen- 
ter of the high deceleration plane. 
It glows amber when pressure on 
the accelerator is released, thus 
warning of a change in speed. 

Made of satin aluminum and 
invisibly supported by a canti- 
levered structure attached to the 
frame, the four contoured seats 
are curved at the upper portion to 
give support to the shoulders and 
back. Wings on the seats provide 
comfort and support to the lower 
part of the body. Layers of deep 
foam rubber are moulded to the 
seats and topped by a deep blue 
fabric. 
* * * 

HE interior is bathed in a soft 

blue-green glow from electro- 
luminescent lighting along’ the 
sides, including almost the entire 


'-| door area. Backs of the front seats 





Compact Fit— 

Chrysler Corp.'s latest gas turbine en- 
gine fits inside a Plymouth engine com- 
partment with room to spare. The new 
engine has achieved the rapid accelera- 
tion and engine braking characteristics 
long sought in the turbine engine field, 
said George J. Heubner jr., above, execu- 
tive engineer-research, Chrysler engineer- 
ing division. 





. | are also in electroluminescent light- 


ing. 

Armrests in the doors are canti- 
levered, free standing and are 
sculptured to fit the curvature of 
the arms. The glove compartments 
are also fitted into the doors. 

A large tachometer dominates 
the right side of the instrument 
panel. This instrument indicates 
the rotating speed of the gas 
generator and reflects turbine 
engine performance. Below this 
is the pyrometer which measures 
the temperature at the air in- 
takes of the engine. 

The headlight switch causes the 
lamps to descend like the landing 
lights of an aircraft and take their 
position ahead of the wheels. The 
sealed beams go on only when they 
are fully down and turn off when 
the lights retract. 

The tires, 8.00 x 14, feature a new 
tread design with a wide separa- 
tion groove in the center. Width of 


the car is 75.4 inches; height, 52.2 
(Continued on Page 60, Col, 2) 
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Missing 
the sales boat 
because your 
light trucks don’t 
have a Diesel? 


Next time a prospect asks for Diesel power 
in your trucks, don’t pass him by—call your 
nearby distributor of Series 53 and 71 Detroit 
Diesel engines. 


He has truck Diesels to fit most any make or 
model truck from 16,000 GVW up—flywheel 
housings and kits to make many installations 
fast and easy. He will work directly with you. 


But why wait? Get together with your GM 
Diesel distributor now. His only business 






is selling cost-cutting dependable Detroit 
Diesel engines. He’s part of a coast-to-coast 
network of “engine people’’ you'll find in 
the Yellow Pages under ‘‘Engines, Diesel.’’ 
Call him today—or write direct—it’s the 
surest sales insurance you'll ever get. 


DETROIT DIESEL ENGINE DIVISION 
GENERAL MOTORS, DETROIT 28, MICHIGAN 
In Canada: GENERAL MOTORS DIESEL LIMITED, London, Ontario 
Parts and Service Woridwide 








TRUCK MODELS OF THE 


ALL-PURPOSE POWER LINE 
one ] 





SERIES 53 = SERIES 71. 
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In a GM Case... 
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Right-to-Work Law 
Bolstered by NERB 


By Francis J. Gawronski 
Staff Writer 


HE National Labor Relations 

Board put new teeth into right- 
to-work laws when it ruled that 
General Motors Corp. does not 
have to bargain with the United 
Auto Workers over “agency shops” 
in Indiana. 

In four other cases, the NLRB 
also interpreted controversial pro- 
visions of the Landrum-Griffin Act 
as sharply yestricting the picketing 
activities of unions. 

The board voted 3-to-2 to reject a 
UAW complaint that GM violated 
the Taft-Hartley Act because the 

company refused to 
bargain in good 
faith over the agen- 
cy-shop issue. 
An “agency shop” 
is one in which em- 
ployes need not join the union rep- 
resenting the plant working force 
but must pay initiation fees and 
dues. 

Twenty states have laws provid- 
ing that a workman cannot be com- 
pelled to join a union to keep his 
job. Some of these right-to-work 
laws specifically outlaw agency 
contracts. 

But this is the first NLRB de- 
cision that an employer can refuse 
to make a worker pay money to a 
union to hold his job. 

The UAW bargains for workers 
in nine GM plants in six Indiana 
cities. Of the 33,330 total, 31,289 
hourly rated employes currently 
pay their UAW dues by checkoff. 

The union has complained that 
nonmembers are “free _ riders,” 
enjoying benefits of union repre- 
sentation without paying for it. 

Boyd Leedom, NLRB chairman, 
voicing the majority opinion, said 
“the conclusion is inescapable that 
an agency-shop arrangement, what- 
ever its status under Indiana law, 





cannot be lawful in a state like 
Indiana where employment cannot 
lawfully be conditioned on literal 
membership” in a union. 

A spokesman for the NLRB made 
it clear that “the board has found 
only that an agency shop is not an 
object of collective bargaining 
under Indiana law.” 

Broad inferences should not be 
drawn from this decision, it was 
noted, particularly since the terms 
of two members who voted against 
the agency-shop principle will soon 
expire. They may be replaced in 
time to influence the board’s deci- 
sion on a petition for reconsidera- 
tion that the union is filing. 

Leonard Woodcock, UAW vice- 
president, said the union would ask 
for an immediate reconsideration 
of the ruling. 

The decision, he said, contradicts 
a previous NLRB ruling and “rep- 
resents an unfortunate stride back 
into the past.” 

“We hope that those board mem- 
bers whose terms are to expire 
shortly will show their successors 
the usual courtesy in such circum- 
stances and permit them the final 
decision on our motion for board 
reconsideration,” Woodcock said. 

a * * 
- THE four cases involving the 

Landrum-Griffin law, the board 
explored the law’s ground rules on 
actions designed at forcing em- 
ployers to bargain with picketing 
unions. The NLRB decided that: 

Unfair labor practices by an 
employer do not release a pick- 
eting union from the obligation 
of filing within 30 days from an 
NLRB representation election at 
the picketed company. 

If picketing ostensibly aimed at 
informing the public about a non- 
union operation actually is meant 
to force the company to negotiate 

(Continued on Page 57, Col. 1) 


Houston Dealer Drops 
Salesmen, Notes Gain 


By Louis Alexander 
Staff Correspondent 


HOUSTON.—Gene Mohr’s Buick 
and Chevrolet dealerships here 
have been operating without sales- 
men for about a month, and thus 
far, company executives say, the 
results have been termed excellent. 

“Floor traffic has been fantas- 
tic since we started this thing, 
and sales are running about 30 
percent ahead of the comparable 
period a year ago,” said a spokes- 
man for the firm. 

Each vehicle in the two dealer- 
ships’ inventories is displayed in 
the showroom and on the parking 
lot with two prices — the sticker 
price and Gene Mohr’s. 

“There’s no haggling over price,” 
the spokesman said. ‘The customer 
either likes the deal and takes it, 
or he doesn’t, and moves along. 
And a tradein’s allowance is fig- 
ured on the car’s true value.” 

When a customer has picked out 
the car he wants, he sits down with 
one of the four executives — the 
general manager, new-car and 
fleet-sales managers and the used 
car manager. 

These four officials also make 
arrangements for demonstration 
rides. 

“The system has advantages 
for both the customer and the 
dealer,” said the spokesman. 

“We cut down our overhead ex- 
penses by eliminating salesmen’s 
compensation and do away with a 
lot of the shifting of prospects 
from one person to another before 
closing the deal,” he added. 

“The customer no longer has to 
pay the salesman’s commission, 
and our lower prices reflect this,” 
he continued. “In addition, the cus- 
tomer escapes a sales talk and 
some of the pressures connected 
with them.” 





of which is devoted to television. 
Newspapers get the rest, he added. 

“Judging from the _ response, 
people like the casual, supermarket 
approach,” he said. “One Satur- 
day we had more than 400 people 
in the showroom and on the lot.” 

The only big problem involved 
in the new setup—how to con- 
trol the four executives’ time— 
has been solved, he said. 

“We simply wasted too much 
time _ following the _ prospects 
around at the start. We find that 
it’s better to let the customer 
come to us when he has a question 
or is ready to close the deal.” 

The introduction of the new sys- 
tem coincided with a stepup in 
the campaign by the Retail Clerks 
International Union to organize 
new-car salesmen, but the spokes- 
man would not say whether this 
was responsible for Mohr’s deci- 
sion to discharge the salesmen. 

Gene Mohr Chevrolet had 11 
salesmen and Gene Mohr Buick 
had eight, he said. 


Clarke Directing 
Peugeot Sales 


NEW YORK. — Appointment of 
Eric N. Clarke to the newly created 
post of sales manager for Peugeot, 
Inc., has been announced by Fran- 
cois Daeschner, 
vice-president 
and general man- 
ager. 

For 2% years, 
Clarke was vice- 
president and 
general manager 
of Imperted Mo- 
tors of Florida, 
Inec., a Peugeot- 
Renault distribu- 
tor. Prior to that 


Eric N. Clarke time, he was gen- 


These benefits to the customer] eral manager of Universal Motor 
are stressed in the firm’s advertis-| Co., Ltd., Honolulu, Hawaii, another 
ing, the spokesman said, 95 percent] distributor. 





Youth Wins Dealer Scholarship— 


Dennis R. Carter, 21, Huntington Park, Calif., a straight-A student at Los Angeles 
Trade-Technical Junior College, receives a scholarship from the Plymouth Dealers Assn. 
of the Los Angeles Region. The scholarship award is part of a cooperative program 
between the school and the dealer organization designed to encourage young men 
from the Los Angeles area to enter the field of automobile servicing. From left are 
F. Parker Wilber, college president; Carter; Lewis J. Jabro, association executive secre- 
tary-manager, and George F. Earle, coordinator of automotive training for the school. 











Pontiacs Finish 1-2-3, 
Break Speed Record 


DAYTONA BEACH, Fla. — Pon- 
tiacs took nearly all the marbles 
at NASCAR’s 500-mile stock-car 
speed festival. A hot ’60 coupe, 
driven by Marvin Panch, Daytona 
Beach, was first at an average 
speed of 149.601 miles per hour. 

Panch’s speed made the race the 
fastest 500-mile race held anywhere 





(See earlier story on Page 18.) 





in the world. The previous record 
was the 138.767 MPH set at Indi- 
anapolis last year. 

Second and third places in the 
race here were taken by ’61 Pou- 
tiacs with a ’60 Ford in fourth spot. 
This year’s Pontiacs also finished 
fifth through seventh, 

Fireball Roberts, Daytona Beach, 
driving a ’61 Pontiac, took the lead 
after eight laps and held it until 
there were 13 laps to go. At that 
point, his starter fell off, bounced 
up and tore a hole in the oil pan. 
He dropped out for a 19th-place 
finish. 

Panch then moved into the lead 
to win $20,970. 

Qualifying races for the 500 
were a chilling mixture of racing 
and crashes. Twenty cars went 
out of action in nine accidents at 
track speeds approaching 150 
MPH. 

In one, Lee Petty (Plymouth) and 
Johnny Beauchamp (Chevrolet), 
collided on the east turn, hit a 
weak spot in the guard rail and 
sailed nearly 350 feet into a seldom 
used roadway. Only roll bars and 
safety belts kept them from being 
crushed in the demolished cars. 


Because of the series of acci- 
dents, one rookie driver was barred 
from driving in the 500 after other 
drivers protested his apparent lack 
of skill, 

Upwards of $200,000 lured drivers 
to the NASCAR carnival. Point-fund 
checks totalling $84,053 were dis- 
tributed to drivers and car owners 
at a victory dinner Feb. 22, and 
the Modified-Sportsman races three 
days later had $26,945 in posted 
awards. 

The 500-mile event for late-model 
stock cars had $98,145 in posted 
awards. 

About half the money in the 
500-miler comes from NASCAR, 
the rest from petroleum com- 
panies or equipment makers. 
For example, the first-place 

purse in the “500” was $13,000, and 
Pure Oil Co. paid $2,500 for the 
driver’s advertising endorsement 
(he couldn’t have used any other 
gas anyhow). 

Autolite or Champion put up $500, 
depending on which spark plugs 
were used, and Grey Rock added 


Riddell Named te Head 


Dealer Group in B. C. 


NEW WESTMINSTER, B. C. — 
William Riddell, Riddell Motors, 
Ltd, (Rambler-Austin), has been 
elected president of the New West- 
minster Automobile Dealers Assn. 

Clarence Wellington, Lakeview 
Chrysler Plymouth, Ltd., Vancouv- 
er, Was named secretary-treasurer. 








$600 if the winning car had its 
brake linings. 

Firestone and Goodyear chipped 
in with $2,500 for the tires, and Per- 
fect Circle and Pedrick tossed in 
$500 if their products were used. 

Monroe and Gabriel looked under 
the winning car to determine who 
paid $400 on shock absorbers, and 
Dow .Chemical sweetened the pot 
by $750 if the winner used Dowgard 
coolant. 

Some accessory makers, such as 
Perfect Circle and Pedrick, pay 
only the winning car. Others, like 
Champion and Autolite, pay dimin- 
ishing amounts to cars that place 
as far back as eighth. 


In addition to the prize money, 
the equipment and component 
makers provide many services for 
the contestants. 


Firestone and Goodyear had a 
combined stock of 3,000 racing tires, 
plus 15 engineers and staff people 
to help drivers and owners. 

Champion operated an engine 
laboratory, complete with dyna- 
mometer, and had nine engineers 
and 12,000 spark plugs on hand. 
Autolite had a staff of eight per- 
sons, plus 30,000 plugs and nearly 
200 batteries. 

Pure Oil operated a complete 
Service station at the track with 
stocks of grease, oil and fuel for 
entrants. Perfect Circle and Pedrick 
had engine specialists to help me- 
chanics. 

Grey Rock provided brake serv- 
icing equipment and stocks of 
heavy-duty race lining, and tech- 
nicians from Monroe and Gabriel 
offered shock-absorber service. 
Dow, a newcomer to racing, had 
stocks of Dowgard and technicians 
to explain its use. 

The extent of participation by 
equipment makers can be esti- 
mated by reports that Autolite 
and Champion paid more than 
$100,000 to NASCAR drivers dur- 
ing the 1960 racing season. 

In addition, NASCAR drivers re- 
ceived checks from other equip- 
ment makers and the NASCAR 
point fund. 

Rex White, last year’s leading 
driver, received the largest amount 
of point-fund money — $7,785 as 
owner and driver—in addition to 
prize money and accessory bonuses 
earned. 


Late Report... 








Bottom of Decline 
Seen by Spring 


Autolite Chief Sights 
Gradual Upturn 


By David J. Wilkie 


DAYTONA BEACH, Fla. — The 
business decline has not yet reach- 
ed its low point, but the downward 
trend is losing its earlier momen- 
tum; it should “bottom out” in the 
April-June quarter and a gradual 
upturn get under way in the year’s 
third quarter. 

That’s the view of Robert H. 
Davies, president of Electric Au- 
tolite Co., one of the nation’s 
largest producer of automotive, 
aircraft, industrial and farm elec- 
tronic accessories. The remaining 
stages of the business downturn, 
Davies told Automotive News, 
should be noticeably less disturb- 
ing. 

“I don’t believe the decline has 
been precipitate at any time,” he 
said. “But you can’t be casual about 
even a small measure of unemploy- 
ment. 

“Unemployment even in limited 
degree has an unfortunate effect on 
the economy of a small community, 
particularly. It spreads quickly, of 
course, when consumer confidence 
wavers and people start hoarding 
their available income. 

“Some of the things said in the 
presidential campaign last fall—on 
both sides—did not do the nation’s 
economy any good,” he added. 

At the same time Davies termed 
the decline an “inventory reces- 
sion.” However, he said, “there has 
been substantial reduction in in- 
ventories generally.” 

Foreign competition, he said, is 
presenting a major problem to 

American business. “We didn’t 
feel this in the early postwar pe- 
riod, but it has become a factor 
in the more recent era,” he said. 
Concerning Autolite specifically, 
Davies noted that his company 
continues to press a diversification 
program and has carried out con- 
siderable relocation activities in 
“getting our product operations 
closer to our market.” 

The forthcoming Autolite annual 
financial statement, he said, will re- 
flect some non-recurring outlay in 
the readjustment of the company’s 
product program, This has involved 
the activating of several new plants 
and the reactivation of certain 
manufacturing facilities. 

A diversification program Auto- 
lite initiated many months ago has 
been progressing steadily. In the 
last few months it has consolidated 
with Hiller Aircraft Corp., special- 
izing in helicopter and other phases 
of the vertical flight industry; 
Marshalltown (Ia.) Instrument Co., 
producer of specialized instruments 
for industrial application, and 
Equitable Leasing Co., which leases 
machine tools and material han- 
dling equipment. 

While these mergers were being 
effected the company also estab- 
lished new plants at Drummond- 
ville, Que.; Decatur, Ala., and in 
the Los Angeles area. Each of 
these facilities has been activated 
and plans also are being pushed 
to step up output in the com- 
pany’s Bay City (Mich.) factory. 

Davies conceded that demand for 
certain types of the company’s 
product changes from time to time. 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $10 last week to $1,036, according to Automotive News’ 


index. 


Actually, a majority of the models indexed showed improvement 
over the previous week’s price levels, but losses on three models 


were extensive enough to pull 


down the overall figure, These 


amounted to $70 on ’60s, $40 on ’59s and $5 on ’5%s. New lows were 


recorded for ’59s and ’60s. 


Gains amounted to $15 on ’58s, $9 on ’54s, $6 on ’56s, $3 on ’55s 


and $1 on ’61s. 


At a group of representative auctions last week, the sales ratio 
was 72.4 percent, compared with 71.6 percent a week earlier. This 
was a record high for the year and the highest level recorded since 


the index of Sept. 19. 


Auction reports begin on Page 56. 
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ALE EYES WILL BE ON “PRIVATE EYE, PRIVATE EYE" 
ON THE UNITED STATES STEEL HOUR, MARCH 8 


Fifty million eyes (two to a viewer) will witness the most delightfully 
criminal carryings-on of the TV season when Ernie Kovacs, Edie Adams, 
Hans Conried and Pat Carroll take dead aim on video's who- dun-its 
Wednesday night on CBS-TV. Commercially speaking, we're taking dead 
aim on millions of your prospects by using all the commercial time 

to show how steel makes the cars you sell better, safer and more depend- 


able than ever before. Check your local listing for time and station. 


=) (iss) United States Steel 
>) 
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AUTOMOTIVE WASHINGTON 


NADA Goes Allout 
On Wage-Bill Fight 


By William Ullman 


Washington Bureau Chief 





AUNCHING what it terms a true “grass-roots” cam- 


| be known that an amendment to 
the House proposal, designed to 
protect dealers’ 
rights, will soon 
be introduced in 
the subcommittee 
handling the reso- 
lution. 
HR-3035, on 
which hearings 
were held some 
days ago, would, 
among other 
things, subject 
many auto dealers 
to the Fair Labor 





William Ullman 
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ye : eee aa. oa I aa om oe Standards Act. During the hearings, 
wage ilegisiation, e ationa. utomopile ealers SSN. | conducted by the subcommittee of 


last week issued a demand 


about the dangers of enacting 


the House Committee on Education 


to 100-percent participation | House Resolution 3035 or Senate Bill| and Labor. NADA asked that the 


by the nation’s auto retailers in| 895 in their present forms. 
At the same time, NADA let it} serve the retail service establish- 


efforts to enlighten the Congress 





proposal be modified so as to “pre- 


a een 





ment exemption for dealers now 
contained in the Fair Labor Stand- 
ards Act” and “reserve to the sev- 
eral states any regulation of the 
wages and hours to be observed 
in local dealers’ retail and service 


establishments.” 

The association was expected 
to make substantially the same 
pleadings when Senate Bill 895 
—the Senate’s version of the pro- 
posal — came up for debate in 
committee, 


In a specially prepared “rush” 
newsletter sent to its members at 
the close of the House hearings, 
NADA warned that “it is evident 
that the proposed bill is being 
pushed along at breakneck speed. 
NADA has been informed that the 
subcommittee will report the bill 


| 
to the full House Education and 


Labor Committee next week.” 
* * * 


An Easter Egg? 


HIS would mean that the bill 

could be on the floor of the 
House by the middle of March— 
and, its proponents hope, enacted by 
Easter. 

“An amendment to preserve deal- 
ers’ historical retail sales and serv- 
ice exemption will be offered in the 
subcommittee,” NADA told its 
managers, and emphasized that 
“additional action will be required 
when this amendment is _ intro- 
duced.” 

Warning that “time is now the 
essential element,” NADA said 
that “to win this battle for the 
preservation of our exemption, 
every dealer everywhere’ should 
write, wire or call his Congressman 
now, pointing out just how damag- 
ing this proposed bill would be to 
his business. 

“Any automobile dealer who 
fails to communicate with his 
Congressmen and “Senators is 
taking a long chance on having 
increased minimum wage rates 
and extension of coverage enacted 
into law.” 

Without 100 per cent action by 
dealers, the association predicted 
darkly, the Easter deadline set by 
backers of the bill for its enact- 
ment in the present form stands a 
good chance of being realized. 

“Keep NADA informed of the 
results of Congressional contacts,” 
the association asked _ dealers. 
“NADA will go allout to retain 
the dealers’ exemptions, but we 
must know what Congressmen 
say!” 
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U. C. Ruling Upheld 


ECEPTIVE contracts such as 

those foisted on buyers by some 
used-car dealers were ruled fraudu- 
lent last week by the District of 
Columbia Court of Appeals in a 
decision upholding a lower court 
finding against a District used-car 
firm. 

In its ruling, which could have 
far-reaching effects in municipal 
government efforts to crack down 
on shady used-car outlets, the 
appeal court held that a written 
agreement by a buyer did not pro- 
tect Bob Wilson, Inc., the local 
dealer, from the law when he 
drove a fraudulent bargain in 
selling a car to the injured party. 
The decision grew out of a suit 

brought by an individual, Thomas 
Swann, who testified that an agent 
for the car firm gave him papers 
to sign and represented that they 
were “duplicates” of an agreement 
he already had seen. Swann and 
his wife, according to the testimony, 
wrote on the papers—without ex- 
amining them, “We have read this 
contract. It is correct and com- 
plete.” 

Later, Swann told the court, he 
inspected the papers and found 
that the cost to which he had un- 
wittingly agreed totalled better 
than $600 more than he expected. 
His lawyers brought suit against 
the firm. 

The dealer countered that Swann 
had “ample opportunity” to read 
the contract papers carefully be- 
fore signing them. The jury, how- 
ever, ruled that the customer was 
entitled to damages amounting to 
about $2,000. 

In upholding the finding, an ap- 
peals court judge wrote that al- 
though Swann “exercised less 
vigilance than most people would 
have employed” in contracting to 
buy a car, this fact alone did not 
protect the dealer. 

The used-car agent, he said, “de- 
liberately sought to mislead Swann 
and was successful in the attempt 

. . (the auto firm) may not shield 
itself from the consequences of the 
agent’s deception by saying that 
Swann should not have’ been 
fooled.” 


* * * 


SBA Lowers Hurdle 


HE Small Business Administra- 

tion, in a move designed to 
further the new administration’s 
anti-jobless program, has relaxed 
its size standards for applicants in 
labor-surplus areas desiring finan- 
cial, production or procurement 
assistance from SBA. 

The administration said that 
henceforth it will allow a differen- 
tial of 25 per cent in the present 
size standards used to determine 
which firms are eligible for aid. 
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COAST-TO-COAST REPORT... 


Dealers See End of Buying Slump In 


“Drive America to Prosperity = Program 


UTO DEALERS are combining 
forces with other local retail- 























coast received sample Dealer Pro- 
motional Kits complete with 200 
wallets filled with “‘Buyers’ Divi- 
dends’’, each wallet containing $140 
in money-saving values. 

Associations in all sections of the 
country immediately took action. 
They saw in the “‘Drive America To 
Prosperity’’ promotion the spark to 
touch off a chain of community 
buying activity, starting with recor 
new car sales. 

This fact was reinforced in a five- 
state survey of outlying dealers i 
Ohio, Michigan, Pennsylvania, 
Indiana and New York. 

Everyone agreed the progra 


would provide a tremendous. boost| Fostoria, 


for new car sales plus a substanti 
increase in retail sales for loca 
businesses. 


are shown elsewhere on this page. 


Auto Dealers In Driver’s Seat 


The sight of the actual ‘‘Buyers’ 
Dividends” convinced dealers they 
would benefit first from the money- 
saving offers made by 14 of the 


their local retailers can make a single 
‘‘Buyers’ Dividend”’ sale until a per- 
son has had his car appraised, the 
most important step to a new car 
sale. Once the appraisal or sale is 
completed, the person receives $140 
in ‘Buyers’ Dividends’’ to use in 
making money-saving purchases on 
products sold by other retailers in 
the community. 


$28,000 in Dividends per Dealer 


The combined total of ‘Buyers’ 
Dividends’”’ which each dealer re- 
ceives in his kit provides customers 
with $28,000 in money-saving 
values. Every dealer is impressed 
with the quality of the offers and 
the fact that each one is an exclusive 
offer made by the manufacturer 
specifically for the ‘““Drive America 
to Prosperity’”’ program. 

Automobile dealers see in the 
program an opportunity to restore 
general buying confidence through- 
out the community, which in turn 
will boost their sales for many 
months ahead. ~— 
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Each Wallet Holds 
$140 In Dividends 


Never before has an automobile 
dealer been able to offer so much 
for so little. For each appraisal you 
can offer $140 in ‘‘Buyers’ Divi- 
dends’’. All Dividend offers are 
made by leading national advertisers 
and are exclusive. The customer can 
purchase the products anywhere he 
chooses at any price the retailer 
asks, and he still receives the extra 
“Buyers’ Dividend”’ value. 

‘These items will appeal to both 
men and women. You alone make 
these extra values possible when a 
person has his car appraised. You 
can provide all this extra value and 
yet in no way can your customer 
ask for an additional discount on 
the purchase of a new car in lieu 
of these Dividends because you do 
not handle the actual merchandise. 

You can offer this $140 “‘Buyers’ 
Dividends’’ wallet to each person 
who comes in to have his car 
appraised for only 25c per appraisal. 


National Starting Date March 20th 


major national publicity and advertising support starting March 20 and 
through the entire month of April. For maximum benefit in your com- 
munity, plan to start your program between March 20 and April 5. 


To Prosperity’, I am convinced that this is a. very worthwhile program 

This program is the first in which|and is most suitable to a small dealership and community such as ours. 
other local retailers can tie-in with|I think a great deal of benefit will be seen if we all get behind this pro- 
auto dealers in a community-wide|gram and promote it to the best of our ability.” 


Customers And Friends, Too 


making ‘‘Buyers’ Dividends” offers are both your customers and, in 
many cases, your personal friends. They are dependent upon you to 
benefit from this program because no one can receive a ‘Buyers’ Divi- 
nation’s leading manufacturers.|dend”’ value unless he first has his car appraised by a participating 
None of these manufacturers or|automobile dealer. 


Lakewood, N. Y. Rambler Dealer Says: 


program because it is something that is really needed right now to boost 
business. If all the dealers in this area organize behind this program, it 
could be a tremendous boost for all business in the area.” 


ADVERTISEMENT 


DRIVE AWMERICA 


RREKHEHHKKKKKKKKKKKKKKKKkhkhe 


TO PROSPERITY 





BULLETINS 





The “‘Drive American To Prosperity’”’ program is scheduled to receive 


Ohio Ford Dealer Says: 


“After thoroughly studying the brochure relative to ‘Drive America 


nationally advertised products. 


L. Glen Marshall, Mgr. 
Willis J. Hakes Ford Agency 


The local dealers who handle products of national manufacturers 


5,000,000 population. 
“‘We’re definitely going ahead with the ‘Drive America To Prosperity’ 


1 Call a dealer meeting. 


Clarence O. Hagelin, Owner 2 Order one sample kit from the 


Hagelin Auto Sales, Inc. this page. This is the key because 
the kit will explain the program 
better than a thousand words. 


PARTICIPATING 
MANUFACTURERS 


The following leading 
national manufacturers have 
provided the ‘‘Buyers’ Divi- 
dend”’ values which each person 
receives who has his car ap- 
praised at your dealership dur- 
ing the “Drive America To 
Prosperity” program: 


All “Buyers’ Dividends” Offers Exclusive 


Each ‘Buyers’ Dividend” offer is exclusive, not available from any 
other retailer. All were specially developed for the ‘“‘Drive America To 
Prosperity”? program. 


Clyde, Ohio Buick-Chevrolet Dealer Says: 


“Having read the four-page ad, ‘Drive America To Prosperity’ pro- 
gram, it is my sincere feeling that this program is planned to benefit 
the outlying dealers such as ourselves. It will also benefit our local 
merchants by stimulating sales of merchandise along with the much 
needed auto sales. We would like to see this program promoted jointly 
by the businessmen of our community. I would most certainly pledge 
my support to this program. Al Wright, Owner 


Wright-Callender, Inc. 







Argus Cameras Inc. 
Clauss Cutlery Company 
The Hoover Company 
International Silver Co. 
Motorola, Inc. 


Norge Div. of Borg-Warner 
Corporation 


Owens-Illinois Glass Co. 
Pet Milk Company 
Polaroid Corporation 





Dealers Handle No Merchandise 


All transactions of ‘Buyers’ Dividends” coupons are handled by either 
the local retailers or the manufacturers of the products. You handle only 
‘Buyers’ Dividends” coupons. 







Corry, Pa. Dodge Dealer Says: 


“‘T have seen the ‘Drive America To Prosperity’ kit and the ‘Buyers’ 
Dividends’. I think it would be a fine program for this Spring in a city 
of the size of Corry (7,500 pop.). It should bring in a lot of people to 
our showroom and make them want to buy. It will help other businesses 
in the community, too.” 









Sunbeam Corporation 

True Temper Corporation 
Wear-Ever Aluminun, Inc. 
Westinghouse Electric Corp. 


Westclox Div. of General 
Time Corporation 






Leo C. Heberlein, Owner 
Heberlein Motor Sales 







Contact Your Local Association Today 


Contact your local dealer association today to find out if they are 
planning a community-wide ‘‘Drive America 'To Prosperity’’ promotion, 
Otherwise plan to start your own promotion to tie in with the national 
publicity which will break between March 20th and March 31st. 







WAITING WON’T 
MAKE IT SO! 
“A concentrated campaign such as this with all dealers participating] Be ready to kick off this promo- 


is bound to stimulate interest in new cars and also benefit appliance|tion on the date best suited to your 
community. Order today to have 


your dealer kit in ample time! 


Orders for March 


Angola, Ind. Chrysler-Plymouth Dealer Says: 


dealers in this area. C. Cramer, General Manager 


Poinsatte Motor Sales 


Orders Filled: First Come, First Serve 

Every attempt will be made to ship your dealer promotional materials 
and ‘‘Buyers’ Dividends” wallets in ample time for your starting date. 
However, all orders will be handled on a first come, first served basis. 





“BUYERS’ DIVIDENDS”...THE KEY 
TO RECORD SPRING AUTO SALES 


You have available 200 wallets for appraisals, each containing over 
$140 in ‘‘Buyers’ Dividends” ...exclusive money-saving values on 


order form on the other side of 
























Dividends appeal to both men and women, so get your prospects in as 
a couple and make your selling that much easier. 


ORGANIZE TODAY... 
Use This Plan For Maximum 


Support From Local Retailers 


The “Drive America To Prosperity” program is designed to produce 
record new car sales this Spring in every community from 5,000 to 





Here’s a suggested plan to organize your community. 


Decide on the dates you want to 

run your program, preferably 
starting between March 20 and 
April 6. By starting during this 
period you will receive the greatest 
amount of publicity and advertising 
support for your community at the 
national level. Ads from participa- 
ting manufacturers will appear in 
national media at that time. 


4 Call in the local dealers in your 
area who sell ‘‘Buyers’ ivi- 
dends’”’ products. They will gain 
extra sales this Spring from your 
participation in this program. Most 
of them have been bulletined by 
manufacturers about the ‘Drive 
America To Prosperity’”’ program. 
Have them tie-in with you in the 
local advertising campaign to direct 
their customers to your showrooms 
for appraisals. Next, call in your 
local bankers, Chamber of Com- 
merce and other business-minded 
civic groups and give them full de- 
tails of your promotional plans. 
Finally, see that your local news- 
papers are aware of your plans and 
enlist their full support. 


A Plan a community-wide kick-off 
event, possibly a dinner or 
luncheon, to excite everyone in your 
community to support the “Drive 
America To Prosperity’ program. 


6 Start your program with a huge 
new car parade, fireworks dis- 
play, or any other method you have 
used in the past to successfully 
launch a community-wide promo- 
tion. 


ORDER TODAY—SEE NEXT PAGE 
25 Different OFFERS 


Each “ Buyers’ Dividend”’ wallet 
contains extra values on at least 25 
different products, ranging from 
household items to power mowers 
to cameras, watches, portable appli- 
ances and sporting goods 


20th starting date 


Must arrive on or before March 10th 
Use Order Form On Next Page Today! Samy” 











ORDER YOUR COMPLETE 545-PIECE 
DRIVE AMERICA TO PROSPERITY 


DEALER PROMOTION KIT TODAY! 





FREE with tei appraisal... 


OAL TET LES 


DRIVE AMERICA TO PROSPEFITY 


Buyers’ Dividends are outstanding money-saving are UP...all business is healthy. People have jobs and 
values made by a number of America’s leading the money to buy. That’s why these Buyers’ Dividends 
manufacturers. They are offered exclusively for will be distributed exclusively by participating dealers. 
this program to create a record number of new car Here’s how the Buyers’ Dividend plan works: 
sales this Spring and to boost all American business. For each appraisal, a dealer can offer over $140 in 

Business leaders know a healthy automobile industry Buyers’ Dividends. Yet, the cost to the dealer is only 
can “Drive America to Prosperity”. When auto sales 25 cents per appraisal. 





‘Drive America To Prosperity’ Dealer Kit 


SEND CHECK 
WITH YOUR ee 


ORDER TO wy 2165 Cert. AVENUE, N. E. 


CLEVELAND 14, OHIO : PHONE MA 11-7893 
PRICE _ QUANTITY] | AMOUNT 


COMPLETE 
KIT 


100 


ALL_ MATERIAL 
SHIPPED PREPAID 










“DRIVE AMERICA TO PROSPERITY” DEALER KIT 


1 — 20 ft. x 3 ft. Outdoor Banner 
1 — 12 pc. Window Trim 
1 — 5 pc. Over-The-Wire Set 
1 — Service Dept. Poster 

24 — Bumper Strips 

6 — Salesmen's Badges 

4 — Counter Cards 



























545 





















PIECE 

c 24 — Window Stickers 
DEALER KIT 250 — Handout Folders 
INCLUDES: 8 — Mats of Symbol 





4 — Newspaper Ad Layouts 
6 — Radio Spots 
200 — ‘‘Buyers’ Dividends"’ in 
Wallets . . . Each with 
$140.00 in ‘Buyers’ Dividends" 


ADDITIONAL “Buyers’ Dividends” Wallets 
“BUYERS’ DIVIDENDS” —Each with $140.00 in “Dividends” | %2522 per 100 














MINIMUM ORDER $100.00 || | TOTAL | oie 


TAX INFORMATION: Vendor should bill applicable sales or use tax if required by law ADD SALES 
to do so; if not, buyer will pay any applicable use tax directly to the taxing jurisdiction. TAX WHERE 
NOTE: All material manufactured based on receipt of payment with order. APPLICABLE 





ME evans sil ionsPosjarecavcevateveededaveesecs BOWS: 5 criicids BRS ss deicica cee Gritedeta cls 


YOUR CHECK OR MONEY ORDER MUST ACCOMPANY THIS ORDER TO MAKE IT VALID 
NO MATERIAL SHIPPED UNTIL PAYMENT IS RECEIVED 


Authorized 
Signature 


peel smylsdsael@exe) UT hae 
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Marketing Division of the Merrick Lithograph Co. 
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CLEVELAND * CHICAGO ¢ DETROIT + NEW YORK 


GENERAL OFFICES AND PLANTS: 2165S LAKESIDE'‘AVE., CLEVELAND 14, OHIO 


Copyright 1961, The Merrick Lithograph 





USE THIS ORDER FORM TODAY 


Co 


you receive with your kit... 


200 


paper wallets each containing 


BUYERS’ 
DIVIDEND 
COUPONS 





with $1499 in 
over mm value 


IMPORTANT 


Contact your local dealer-association now to 
find out if they are planning a community 
wide “Drive America To Prosperity’ promotion. 
Otherwise plan to start your own promotion 
to tie in with the national publicity which will 
break between March 20th and April 9th. 


ORDER TODAY! 


Be sure you receive your kit in ample time. 


ORDERS WILL BE FILLED ON A FIRST COME 
.. FIRST SERVED BASIS 
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Sales Kit for Dealers— 


United States Steel Corp.'s auto dealer 
sales training kit shown here is being of- 
fered to dealers as a means of helping 
merchandise cars. The promotion is based 
on a public opinion survey which showed 
that three out of four people believe steel 
to be the best material for cars. The kit 
was introduced at the National Automobile 
Dealers Assn. convention in San Francisco. 
By using the flip chart shown at left with 
the recording, dealers can reproduce for 
their own salesmen the presentation made 
by U. S. Steel. The kit also contains handy 
reference folders listing facts about steel 
in automobiles which salesmen can use 
when talking with customers. 








PHILADELPHIA. Followup 
through service has maintained a 
high percentage of resales for 
Robert Lee Pontiac, 7700 German- 
town Ave., according to Robert Lee. 

This personal followup by Lee 
himself has helped solve many 
problems for customers and for 
the dealership, he said. 

When a customer has not brought 
the car in for service over a 90-day 
period, Lee sends out a letter ask- 
ing if there is anything he can do 
personally. 

Enclosed is a return postal card 
on which the customers are asked 
to send in their reasons for not 
bringing in their cars. 

“We received at least a 30 percent 
return with these cards,” Lee ex- 
plained. “Many of the reasons are 
legitimate, and few are not. We re- 
ceive many complaints, and right 


Rayon Output Up 
In 4th Quarter 


NEW YORK.—Rayon tire cord 
output jumped 5 percent in the last 
quarter of 1960 for a gain of about 
2,500,000 pounds, according to Ty- 
rex, Inc. 

The increase took place despite 
a drop of 2 percent in total tire 
cord production from the third 
quarter. Rayon tire cord and tire 
cord fabric production at the end 
of the fourth period was 54,388,000 
pounds, compared with 51,830,000 


pounds for the third period, Tyrex 
said. 


Big Sales Booster, Dealer Says... 


Personal Followup Pays 
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Economic Group Proposes 8-Point Program .. . 


Tax Reform Urged to Spur Growth} 


WASHINGTON.—Reform of the 
federal tax structure to increase 
the nation’s rate of growth through 
a reduction of present inhibitions 
on productive activity has been 
urged by the Research and Policy 
Committee of the Committee for 
Economic Development. 

An eight-point program for im- 
mediate changes in the tax law, 
which would “greatly improve 
the federal tax system and would 
be consistent with whatever 
changes may be made at a later 
date,” was presented in the re- 
port. 

Offered as a prelude to later, 
more fundamental tax reforms, the 
statement does not concern itself 
with the present recession, said 

T. V. Houser, chairman of the Re- 
search and Policy Committee. 

The committee’s program urged 
quick adoption of the following 
changes: 

1. Substantial reduction of upper 
bracket individual income-tax 
rates. 

2. Substitution of a tax credit for 
exemption of interest on state and 
local government securities. 

3. Greater flexibility for business 
in determining depreciation allow- 


or wrong, I personally follow 
through with the customer and the 
service department in an effort to 
adjust them.” 

This follow-through, he said, has 
brought back many customers who 
complained bitterly about bad serv- 
ice and bad workmanship. More im- 
portant, he added, is that through 
his public relations effort five or 
six new sales a month can be 
traced. 

“Customers appreciate the 
terest,” he added. 

Another public relations effort 
employed by Lee personally is a 
phone call to new-car customers, 
and often to used-car buyers. 

Thirty to 60 days after a car is 

purchased, the customer is called 
by Lee to determine whether every- 
thing is all right with the auto and 
whether there is anything he can 
do to help. 

“While it is difficult to trace,” 
he said, “we know these calls are 
appreciated because we can avoid 
additional trouble by listening to 
them before they are brought into 
the shop.” 

If there are any service prob- 
lems, he added, he personally fol- 
lows up through his shop to make 
certain they are taken care of at 
once. 


in- 





Berkeley to Liquidate 
LONDON, England.—Creditors of 
Berkeley Coachwork (Sales and Ex- 
port), Ltd., have approved a resolu- 
tion that the company should go 
into voluntary liquidation. 








ances for tax purposes, 
4. Taxing of profits on the sale 


expenses.” 
8. Greater appropriation of funds 


of depreciated assets as ordinary|for tax enforcement and adminis- 


income. 
5. Steps to reduce the “double 
taxation” of dividends. 

6. Tightening of tax compliance 
by recipients of interest and divi- 
dends—“if necessary through 
withholding of tax ... at the 
source.” 


tration. 

The group noted that any efforts 
to increase the rate of growth by 
tax reform or other means “would 
be severely limited in effectiveness” 
without a combination of budget- 
ary, monetary and debt manage- 
ment policies that “will maintain 


7. Better measures to prevent] reasonably high employment.” 


taxpayers “from disguising their 


“High employment is a prerequi- 


personal expenditures as business] site to growth,” the statement con- 
New Commercial-Car Registrations, 
Twelve-Months’ Total, 1960-1959 


Truck 
released 


Py eeepc by states are 
weekly, as compiled 
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tinued, “but it will not take us as 
far as we should or can go. To do 
this we must have higher rates of 
savings and investment, more re- 
search, innovation and education, 
accompanied by more individual 
effort and enterprise. 

“It is in this range of factors 
contributing to growth that re- 
vision of the tax structure can 
have its greatest effect,” the re- 
port said, 

The present tax system, the re- 
port said, places a high burden 
upon income and relatively little on 
consumption; a high burden upon 
additional income from extra ef- 
fort, talent, enterprise and invest- 
ment, and upon corporate profits. 









































































































































BMC Sales Up in New England— 


A. E. Birt, center, president, Hambro Automotive Corp., New York, congratulates 
Charley Hicks, left, president, and Gib Davenport, vice-president, Crandall-Hicks Co., 
Wellesley Hills, Mass., on turning in an 11.7 percent increase in 1960 sales over 
1959. Sales in 1960 totalled 2,074 cars compared with 1,857 the year before. Crandall- 
Hicks is the New England distributor for British Motor Corp. cars. Addressing 40 
dealers in Boston, Birt commended the dealers on their sales record, discussed 1961 
plans for the market and outlined Hambro's program of stepped up sales, advertising 


and publicity support for the local dealers. 
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J |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 

{ 2. Every dollar of auto excise, gasoline and oil taxes, collected by states 
and U. S. governments, applied to building and maintenance of highways; 
J 3. Guard the precepts of individual freedom, which made the U, S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 





AUTOMOTIVE 





Capsule Comment 


The NADA, in reporting on dealer profits for last year, 
used the term “brutal” to describe the fourth quarter. 
What’s the word for the current quarter? 


* * * 


In year-to-date production, Corvair is in fourth place and 
closing in on third; a year ago, it was ninth. 
Patient cultivation produces a late bloomer. 


* * * 


Chevrolet drops sponsorship of Dinah Shore; Dodge pulls 
out of Lawrence Welk show. 
Makers call off the tune. 


* * * 


Auto scrappage in the United States in 1960 reached a 


record 5,032,000 units. 
Nearly five times as many cars as are in operation in all 


of the Communist countries put together. 
* * * 


The propeller shaft is often the seat of noise problems in 


an automobile, engineers say. 
Another way to get rid of the noise in a car is to leave 


her at home. 
* x Bo 


Stocks of unsold new cars have begun to decline from an 


alltime high of 1,050,000. 
Like the guy who came a long way from Missouri, they 


still have a long way to go. 
* * * 


Imported cars finished 1960 with volume below the pre- 
vious year, the first time this had happened since 1953. 
But opportunities haven’t declined, importers say, and 
they view 1961 as a challenge. 


Coming 
Events 


% Epiror’s Note: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 
March 13-14—Louisiana Automobile Deal- 


= Assn., Roosevelt Hotel, New Or- 
eans. 
March 19-21 — North Dakota Automobile 


Dealers Assn., Williston, N. D. 

March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines, 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

April 12—Rhode Island Automobile Deal- 
ers' Assn., Sheraton-Biltmore Hotel, Prov- 
idence. * 

12-13— Kansas Motor Car Dealers 
Assn., Hotel Lassen, Wichita, Kans. 

April 20-21 — Illinois ' Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25— Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 23-25 — Ohio Automobile Dealers 
Assn., Deshler Hilton Hotel, Columbus. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

te May 7-9 — Texas Automotive Dealers 
Assn. Gunter Hotel, San Antonio. 

May 8—Greater New York, Long Island 
and Westchester Automobile Dealers 
Assn., Annual Dinner Meeting, Grand 
Ballroom, Plaza Hotel, New York. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah, 

May 14-16—| daho Automobile Dealers 
Assn., Idaho Falls. 

May 1416—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

%& May 16-17—Massachusetts State Automo- 
bile Dealers Assn., Boston 

%& May 21-23—Washington State Automo- 
bile Dealers Assn., Davenport Hotel, 
Spokane. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene, Ore. 

June II-13— New York State Automobile 
Dealers, Spring Meeting & Golf Tourna- 
ment, Saranac Inn, Saranac Inn Post Of- 
fice, N. Y. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

Aug. 20-22—Colorado Automobile Dealers 
Assn. Harvest House, Boulder. 

%& Oct. 22-24 — New Jersey Automotive 
Trade Assn., Hotel Haddon Hall, At- 
lantic City, N. J. 

Oct. 22-24— New York State Automobile 
— The Concord, Kiamesha Lake, 


N. Y. 

Oct. 29-31 — Florida Automobile Dealers 
Assn., Galt Ocean Mile Hotel, Fort 
Lauderdale. 

Dec. 4—Utah Automobile Dealers 
Hotel Utah, Salt Lake City. 


* * * 
Auto Shows 


March 16-26—Geneva Auto Show, Geneva, 
Switzerland. 

April 1-9—5th International Automobile 
Show, New York Coliseum, N. Y. 

April 15-23 — Philadelphia International 
Auto Show, Trade & Convention Center, 
Philadelphia. 

Nov. 11-18—Philadelphia Auto Show, Phila- 
delphia. 


Assn., 


General 


Mar. 6-9—The American Society of Me- 
chanical Engineers, Washington, 

March 13-16 — Annual Spring Conference, 
National Truck Leasing System, Boca 
Raton Hotel, Boca Raton, Fla. 

March 20-22—Motor Vehicle Maintenance 
Conference, University of Washington, 
Seattle. 

March 21-23 — Fourth Annual Conference 
National Assn. of Fleet Administrators, 
Inc., Sheraton-Cadillac Hotel, Detroit. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 
Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 

%& Oct. 29-Nov. | — National Lubricating 
Grease Institute, Rice Hotel, Houston. 


salesman.” 


share. 








The Big Stories 


35 Years Ago—1926 


“Salesmanship is 80 percent hard work, but the other 20 percent, if 
used for analysis and study, will more than double results,” D. H. 
Bullock, National Automobile Dealers Assn. sales expert, told a meet- 
ing of advertisers and sales managers. “There are five chief factors 
which motivate the sale. These are the monetary gain, the utility of 
the object, the pride of ownership, caution and the yielding to weak- 
ness. By analyzing your proposition under these five heads, a greater 
measure of success may be obtained. No sale is made under logical 
reasoning or the value of goods alone, A desire on the part of the 
prospective buyer for the particular goods must be aroused by the 


20 Years Ago—1941 


Establishment of mandatory priorities on virgin aluminum and di- 
version of primary aluminum scrap to virgin aluminum producers 
have intensified concern of auto makers over the outlook for alumi- 
num pistons in the immediate future. 


10 Years Ago—1951 


Chrysler Corp. reported 1950 net earnings of $127,876,791, or $14.69 a 









“Now that they've cut back production, we'll have a 
chance to catch up on sales—just as soon as people 
can get back to work at the automobile factories." 














Letterbox 
‘No Consideration ..... 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request. Address Editor, Automotive News, Detroit 7, Mich. 
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the consideration that he (the 
dealer) expects to receive. 


At my present location the sales- 
man works for a 5 percent com- 
mission on used cars with a $50 
cap and a $40 commission on a 
great percentage of the new cars. 
If the deal gets a little close, the 
first thing the dealer wants is for 
the salesman to accept a cut in 
commission on that sale. 


When economic conditions caused 
the sales to slow down recently, 
my boss’ answer was to hire more 
salesmen and slice the apple that 
much thinner; in his words “make 
the salesman scratch.” 


We as auto salesmen receive no 
paid insurance of any kind, no vaca- 
tion, no consideration given for 
past performance, no gasoline al- 
lowance of any kind. The salesman 
is expected to buy his own gas, 
business cards, pay birddogs, and 
if the dealership does advertising 
that includes the salesman’s name 
the salesman is asked to help pay 
for the ad. 

In selling 165 cars last year I 
gave: miniature cars to two of 
my customers; the boss has these 
small cars by the box dating back 

| to 59 models, but if we give them 

! out to advertise with the dealer- 
ship name on them he expects the 
salesman to pay him $2 each for 
them. 

I believe these conditions are de- 
plorable in a socalled modern busi- 
ness. My heart bleeds for the deal- 
ers who are crying about the fac- 
tories’ treatment of the dealers. 

I would very much like for you 
to print this in the Letterbox as I 
think the correction of at least some 
of these things would certainly be 
a boon to the automobile salesman, 
and in the long run I think the 
dealer would also be much better 
off.—INpDIANA SALESMAN. 

 & -* 


Working with Aluminum 


In your Dec. 12, 1960 issue, you 
printed an article on hard spots in 
aluminum engine blocks and men- 
tioned that. they result in serious 
tool breakdowns. You _ indicated 
further that these casting and 

(Continued on Page 17, Col. 1) 


Why Salesmen Gripe 


It seems to me the automobile 
dealer is doing his utmost to dis- 
courage capable men from remain- 
ing in the automobile sales field. 
For the past 12 years I have sold 
automobiles in this town. The deal- 
ergs for whom I have worked are 
all about the same in their attitude 
toward the salesman. 

The automobile salesman is ex- 
pected to do his utmost to sell the 
public on himself, the dealership, 
and the product. I have no quarrel 
with this; however I do question 
the right of the dealer to expect 
this of the salesman when the 
salesman cannot expect the support 
of the dealer. 

In the dealership where I am 
now employed, I have been top 
salesman for quite some time 
and was near the top at my for- 
mer location; so this is not sour 
grapes, The main reason I am 
selling cars is because I love it; 
however I sometimes dream of 
what a wonderful business this 
would be if the dealer would give 
the salesman a small fraction of 





































REPORT TO FORD DEALERS 
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Stock car ace tests Ford’s brakes in ‘‘panic stop” from 115 MPH! 


TALK ABOUT PERFORMANCE! 


t 





When Johnny Mantz talks performance, the fans listen—for they know he knows what he’s talking 


< ee 


about! Soon, he’ll be talking about the ’61 Ford in a series of advertisements to appear in Sports 
Illustrated, Hot Rod, and other motor-enthusiast magazines that influence public opinion. 


In these dramatic ads (sample illustrations above), he’ll cover outstanding Ford features from self- 





adjusting brakes to 30,000-mile lubrication. And, he’ll make one thing clear: Ford’s performance on the road 


JOHNNY MANTZ 


—National Stock Car doesn’t take a back seat to anybody. Johnny Mantz is a valuable addition to Ford’s selling team! 
Champion and winner 
of the Darlington 500. The first advertisement of the series will appear in the March 20 issue of Sports Illustrated. 


FORD DIVISION backs you best 


GordNotorCompany, 
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Mercedes-Benz Plans 
High-Gear Sales Push 


greece for a stepped-up nation- 
wide sales campaign for Mer- 
cedes-Benz, Auto-Union and DKW 
are well under way, according to 
J. Bruce McWilliams, sales vice- 
president of Mercedes-Benz Sales, 
Inc. 

“We are presently conducting 

a series of dealer meetings and 
Auto-Union-DKW driveaways in 
22 cities,’ McWilliams said, “in 
order to, prepare our dealers for 
what we, think will be one of the 
most exciting selling seasons ever 
developed for Mercedes-Benz and 
Auto-Union-DKW. 

“The continuance of our quality 
dealer program both in established 
and new markets, as well as to bet- 
ter serve the increasing number of 
Mercedes-Benz, Auto-Union and 
DKW owners, has led us to create 
an expanded parts and service or- 
ganization completely separate 
from that of the parent corpora- 
tion,” McWilliams said. 

“This new nationwide organiza- 
tion, plus a realignment of adminis- 
trative assignments and shorter 
lines of communication, means we 
are now equipped to provide the 
finest service available to dealers 
and owners of any make of import- 
ed car,’ McWilliams continued. 


No Saturation 
Seen for Porsche 


In U.S. Market 


NEW YORK.—“Contrary to some 
indications that the automotive 
field is reaching the saturation 
point, Porsche is looking to 1961 
and the years ahead with great 
optimism,” commented O. Erich 
Filius, vice-president of Porsche of 
America Corp. 

Americans alone purchased 38 
percent of Porsche’s sports car pro- 
duction last year, helping to pro- 
vide the West German company 
with record sales and once again 
making the U. S. Porsche’s biggest 
export market, he said. 

“Global demand for Porsche 
ears,” noted Filius, “again outran 
supply by far, despite a 10 percent 
boost in production.” Porsche ex- 
ported 68 percent of its automobile 
production in 1960, Gross sales were 
at the record level of $25.7 million 
by year’s end, up $4.3 million over 
the previous year. 

Porsche invested almost a mil- 
lion dollars last year in expansion 
and plant improvements, Filius 
said. A little more than half was 
used for the acquisition of new 
buildings, the rest going into new 
tools, machinery and factory mod- 
ernization. 

The Stuttgart factory turned out 
7,700 cars in 1960, with the produc- 
tion rate now averaging 32 cars a 
day. Porsche’s 160 authorized deal- 
ers sold 2,950 Porsche cars in the 
United States in 1960. Waiting lists 
in this country continued to exist, 
Filius said, while West Germany’s 
booming home market, which ab- 





“We are in the enviable position of 
being able to provide spare parts 
within 48 hours on almost 100 per- 


cent of orders.” 
* * * 


“T..OR Auto-Union and DKW deal- 

ers we have recently granted 
a $200 trading allowance per unit 
in order to place our dealers in 
a more strongly competitive posi- 
tion during a period of distress sell- 
ing of certain imported economy 
cars.” 

“Our entire program for the 
year,” McWilliams stated, “will 
be topped off sometime this sum- 
mer when Mercedes-Benz dealers 
will be given the opportunity to 
join Daimler-Benz officials in cel- 
ebrating the company’s Diamond 
Jubilee in Stuttgart, West Ger- 
many.” 

Mercedes-Benz Sales will pay 
travel expenses for a 10-day air 
tour of Austria and Germany for 
the qualifying dealers and their 
wives, 

Mercedes-Benz for the first time 
attained third place in new-car 
registrations in December among 
all imported makes, 

Penetration of the imported-car 
market by Mercedes-Benz increas- 
ed from 1.67 percent in 1957 to 2.89 
percent in 1960, said Lon A. Fleen- 
er, president of Mercedes-Benz 


sales. 
* * 


12 Dealerships Sign 


With Mercedes-Benz 
ERCEDES-BENZ SALES, INC., 
has signed 12 new Mercedes- 


Benz dealerships. They are as fol- 
lows: 

Lagrew Motors, Inc., 436 W. 
Main, Lexington, Ky.; Phil Gordon 
Motor Sales, Traverse City, Mich.; 
Thigpen Studebaker, Inc., 1805 
North Pace Blvd., Pensacola, Fla.; 
Metropolitan Imports, Inc., 1005 
East 25th St. Baltimore, and 
Rhineland Motors, Ltd., Route 9W, 
Stony Point, N. Y. 

Braley’s, 540 N. Hunter St., Stock- 
ton, Calif.; Tag Galyean of Hunt- 
ington, Inc., Fourth Ave. & Fourth 
St., Huntington, W. Va.; Town & 
Country Lincoln-Mercury, Inc., 
Ward St., Middletown, Conn.; Par- 
isian Motor Car Co., Inc., 169 
Washington St., Morristown, N. J.; 
Grentner Bros., Inc., 1799 S. W. 
Eighth St., Miami; Tom Sherlock 
Motors, 1333 W. Main St., Alham- 
bra, Calif., and Jim Slemons Im- 
ports, 1511 S. Main St., Santa Ana, 
Calif. 


* * * 


Rootes Group 


PPOINTMENT of 11 new dealers 
was announced by Rootes Mo- 
tors, Inc. 

Ten of the 11 dealers will handle 
Hillman, Humber, Singer and Sun- 
beam autos and one, Milton Garage, 
Inc., Milton, N. H., will handle the 
Rootes commercial line. All 10 auto 
dealers handle imports exclusively. 
Five will be exclusive Rootes dealers. 

The ten dealers and the cars they 
will sell are: Barker Motors, Inc., 
Bridgeport, Conn., Hillman - Sun- 
beam; Import City, Inc., Brookfield, 
Conn., Hillman-Sunbeam; Town & 
Countree Auto Sales, Inc., Highland, 
Ind., Hillman-Sunbeam; Imported 
Car Service, Inc., Minneapolis, Hill- 
man-Sunbeam; Northside Motors, 
Inc., Huntington, N. Y., Singer; Pil- 
mer Motors, Inc., Yonkers, N. Y., 
Hillman-Sunbeam; Leggio Quality 


Peugeot 404 Sedan Debuts 
In U.S.; Price Is $2,575 


NEW YORK.—Styled by Pinin- 
farina and featuring a slanted four- 
cylinder engine, the new Peugeot 
404 goes on sale this month in 550 
United States dealerships. 

The new model, a four-door 
sedan, is priced at $2,575 at East- 
ern and Gulf Coast ports. The 
price includes heater, sliding sun- 

roof, reclining seats, padded in- 
strument panel and visors, elec- 
tric clock, electric windshield 
wipers and washers and choice of 
Michelin X or white sidewall 
tires. 

The Peugeot 404 is $325 more 
than the 403 four-door sedan, which 
lists at $2,250. Peugeot emphasized 
that the 403 will continue to be 
offered in this country, 

The 404 has a squarish body de- 
sign, a sloping hood, large windows 
and slim window pillars. The large 
rectangular grille is flanked by 
single headlights. 

The front-mounted power plant 
is a four-cylinder overhead-valve 
unit that is slanted 45 degrees to 
the right. It is a 72-horsepower en- 
gine that displaces 98.7 cubic 
inches. Compression ratio is 7.4 to 1, 
and maximum torque is 94 at 2,250 


sorbed 32 percent of last year’s out-+ revolutions per minute. 
put, has kept Porsche five to six 
months behind in deliveries, he said. 
The number of employes at the 
Porsche plant also has risen, total- 
ling 1,250 at the end of 1960, 
against 1,093 on Dec. 31, 1959. 











By comparison, the Peugeot 403 
engine develops 65 horsepower, 
displaces 89.6 cubic inches and 
has a compression ratio of 7.5 to 
1. Torque is 85 at 3,000 RPM. 

The 404 engine has a “free- 

* * * 
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Peugeot 404 Arrives in U. $S.— 


The new Peugeot 404 goes on sale in the United States this month. The four-door 
sedan was styled by Pininfarina and has a four-cylinder engine that is slanted 45 
degrees to the right. The car is priced at $2,575 at Eastern and Gulf Coast ports. In 
the foreground is a Peugeot 403, which will continue to be sold in this country. 


wheeling” fan clutch which disen- 
gages the fan at lower engine tem- 
peratures. 

Peugeot claims this frees extra 
horsepower for driving, increases 
the output of the heater, improves 
fuel economy and reduces engine 
noise. 

Wheelbase is 104.3 inches, and the 
car is 174 inches long, 64 inches 
wide and 57 inches high. Curb 
weight is 2,359 pounds, and the 404 
has unit-body construction. 

The 404 was introduced last 
May in France, and exports 
began later in the year. The com- 
pany noted that the U. S. version 
has been “modified in some minor 
details to suit the tastes of the 
American public.” 

Peugeot now offers three models 
in this country, In addition to the 
404 and 403 sedans, there is a 403 
station wagon, a five-door unit on 
a 113-inch wheelbase. The wagon 
is priced at $2,490 at Eastern ports. 

* * * 


Peugeot’s Chief Sees 


Better Import Sales 


NEW YORK.—In a special show- 
ing of the new Peugeot 404 to the 
national press, Francois Daeschner, 
executive vice-president of Peu- 
geot, Inc., looked with confidence 
on the market for imported cars 
in this country. 

“Though we are one of the very 
few importers who have not lost 
sales during the past year, and in 
fact increased them, we feel that 
the imported-car picture in general 
will improve as the economy of 
the country continues to improve 
and as the spring selling season 
approaches. 

“In 1960, Peugeot maintained an 
increase in sales over the previous 
year and now, bolstered by our 
new model in the line, we look 
forward to a good sales year in 
1961.” 


Reed-Fennell Adds 


DENVER.—Reed-Fennell Motors, 
5901 E. Colfax, has been appointed 
Chrysler-Imperial dealer. Bim 
Johnson, Inc., 1971 Downing St., has 


Chrysler dealer. 


Simca Signs Covi— 


John B. Covi, a veteran automotive engi- 
neer, inspects the construction of the un- 
derside of a 1961 Simca Etoile family 
sedan at his newly franchised Simca deal- 
ership, Covi Motors, 429 North Broad St., 
Elizabeth, N. J. With Covi are A. R. Mar- 
zelli, center, Eastern Area Simca sales 
manager, and B. T. Brown, Simca field rep- 
resentative. 


Imports, Tarrytown, N. Y., Hillman- 
Sunbeam; Eastway Sports Cars, 
Inc., Columbus, O., Hillman-Sun- 
beam; Baker Auto Co., Inc., Provi- 
dence, R. I., Hillman - Sunbeam - 
Humber, and Foreign Motors, Inc., 
Norfolk, Va., Hillman-Sunbeam. 
* co * 


Peugeot 


“TMPORTED automobiles will ac- 

count for 8 to 10 per cent of all 
cars sold in the United States in 
1961,” according to Francois Daesch- 
ner, general manager of Peugeot, 
Inc. 

Daeschner made his prediction in 
Seattle, where he was conferring 
on marketing plans with James 
Wuesenberry, Renault Western 
Corp. general manager. 

He was accompanied by Eric 
Clark, general sales manager for 
Peugeot, Inc., and Gildas Dougard, 
Western United States sales repre- 


sentative for Peugeot. 
* cS * 


Volkswagen 


ras of Ernest H. Meili, 
Scarsdale, N. Y., as a director 
of Volkswagen of America, Inc., 
was announced by Carl H. Hahn, 
general manager. 

Meili, senior vice-president of J. 
Henry Schroder Banking Co., New 
York, has had extensive experience 
in international finance. From 1957 
to 1959 he served as assistant secre- 
tary general for production and 
logistics of NATO in Paris. 

Before joining the New York 
banking house, he had been associ- 
ated with Morgan Harjes & Cie, 
Paris; J. Henry Schroder & Co., 
London, as well as the Banque 
Populaire Suisse of Switzerland. 

He is also a director of Seaboard 
& Western Airlines, New York; 
Schroder Trust Co., New York; In- 
dustrial Merchandise Corp., New 
York; Cosa Corp., New York; Swiss 
Corp. Services, New York; Inter- 
consulting, Ltd., Zurich, Switzer- 


Rootes Signs Bellew— 











*|land; Hemisphere Holding Corp.. 


Panama City, and Hemisphere 
Trading Corp., Panama City, 


* * * 


Volvo 


HE nine-state area comprising 

the Volvo distributorship of 
Swedish Motor Import, Inc., Hous- 
ton, has been divided into three 
sales regions, according to N. O. 
Sefeldt, president. 

Arkansas, Kansas, Missouri and 
Oklahoma are called the Ozark Re- 
gion and will be under the direction 
of Thomas Williamson, Kansas 
City. Alabama, Louisiana, Mississip- 
pi and Tennessee comprise the 


‘|Gulf Region, with William Layton, 


Birmingham, as manager. The Lone 
Star Region—Texas—will be con- 
trolled from the firm’s headquar- 
ters in Houston, Sefeldt said. 

bd * of 


Saab 


AAB sales in Sweden, its home 

market, totalled 13,500 last year, 

an increase of 42 percent over 1959, 
the company reported. 

Exports increased from 8,500 

units in 1959 to 11,000 in 1960. The 

car now is marketed in 25 coun- 


tries. 
* * * 


Vespa 
OSTON VESPA CO., 949 Com- 
monwealth Ave., Boston, has 
been appointed United States im- 
porter and general distributor of 
the Italian-built Vespa 400 auto. 
The firm is headed by Arnold Mende 

and James Messing. 

Vespa Co. of New York has been 
named East Coast importer and 
general distributor of the Vespa 
motor scooter. Mende and Messing 
also direct the operations of this 


firm. 
a ok od 


Sabra 


OLLING MOTORS, Baltimore, 
has been appointed the first 
subdistributorship east of the Mis- 
sissippi for the Israel-built Sabra, 
according to Martin Grossman, sales 
manager for Sabra Motors Corp. of 
America, Inc., New York, Eastern 
distributor. 
Rolling Motors’ territory is Mary- 
land and the District of Columbia. 
The Sabra line consists of a sta- 
tion wagon, panel truck and pickup 
truck which retail for about $2,000 
at Eastern ports. Grossman said the 
Sabra Sportster is due to arrive 
soon and a sedan is scheduled for 
later in the year. He said the East- 
ern POE price of the Sportster 
would be about $3,400. 


* * * 

Triumph 
AVID R. AL- 
LEN has been 


named sales and 
advertising vice- 
President of 
Standard - Tri- 
umph Motor Co., 
Inc., New York. 
Allen joined 
Triumph in 1958 
as advertising 
manager and was 
bee elected public re- 
David R. Allen lations and ad- 
vertising vice-president in 1960. 











J. T. Bellew, above, has been signed by Rootes Motors, Inc., as a dealer in River- 
side, Calif. The company, Bellew’s Imports, will carry the Rootes line exclusively. Cars 
handled will be the Hillman, Sunbeam, Singer and Humber. The new dealership's 
sales program received a strong boost as a result of Bellew playing a leading role 
surrendered its franchise ag @]in preparing the two Sunbeam Rapier sedans entered for the Production Car Race 


at the American Grand Prix at Riverside. 
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In the Letterbox 





(Continued from Page 14) 


of a deal they could make profit- 
ably. Also see if they can high- 
pressure a customer like they do 
their dealers. 

I used to believe in unions a 
few years ago, as I .believed the 
working man should have a better 
break than he was geting. Now I 
think the unions have overdone it 
and hurt the workers and the fac- 
tories by their long strikes — thus 
creating price increases far beyond 
reason. Also, I think they have too 
many crooks and gangsters in their 
organization. 

I would like to see a union of 
dealers to protect their rights and 
investment with their factories. I 
think that the Dealer Sales Fran- 
chise is written to protect the fac- 
tories and not the dealer’s invest- 
ment. 

I suggest that they write a sales 
agreement whereby all parts, special 
tools, signs and new cars bought 
from the factory could be returned 
for full credit when a dealer is ter- 
minated. 

I believe that if the factory sold 


machining problems encountered on 
aluminum engine blocks may seri- 
ously affect future applications of 
aluminum for engine blocks and 
other large castings. 

As one of the largest producers 
of aluminum castings, we feel that 
your article has created the im- 
pression that there are serious prob- 
lems with hard spots in aluminum 
not encountered with other metals. 
Our experience, however, has been 
that aluminum alloys properly 
treated and periodically fluxed do 
not create a hard spot nor a ma- 
chining problem. 

Of course aluminum in the molten 
stage oxidizes as all metals do when 
exposed to air. These oxides are 
refractory in nature and therefore 
often hard and abrasive. Aluminum 
castings without detrimental oxide 
or refractory inclusions can be pro- 
duced by utilizing good housekeep- 
ing, proper fluxing and melting 
practices as well as proper design 
of molds and dies. Space does not 
permit covering these suggestions 
in greater detail. 

Furnaces used to melt alumi- 
num must be kept clean and free 
of loose refractories and alumi- 
num oxide skins which would con- 
taminate the molten aluminum. 
Mold, or die design, whether it be 
sand, permanent mold or die cast- 
ing, is also an important factor in 
machinability. Improper mold de- 
sign will result in excessive agita- 
tion during casting. This agitation 
of molten aluminum again may 
introduce more oxides. 

The behavior of aluminum in the 
molten stage is basically no differ- 
ent from that of any other casting 
metal. All metals oxidize more or 
less and therefore have to be 
cleaned and fluxed, Proper fluxing 
techniques of aluminum are essen- 
tial to guarantee cleanliness of the 
molten metal and avoidance of hard 
spots. 

The fact that many million alu- 
minum castings have been ma- 
chined economically in production 
lines to very close tolerances and 
excellent finishes confirms that alu- 
minum castings can be produced 
with _ satisfactory machinability 
when the foundry problems are un- 
derstood and proper melting prac- 
tice observed. 

The occasional oecurrence of hard 
spots in aluminum castings must 
therefore be seen as something 
which can be avoided by the proper 
treatment of the molten metal and 
cannot be regarded as a character- 
istic of aluminum castings.—A. F. 
Bauer, assistant general mgr. and 
chief engineer, Doehler-Jarvis Divi- 
sion, National Lead Co., Toledo. 

* * * 




































































Something Wrong 

I am writing in regard to the 
National Automobile Dealers Assn. 
Task Force article in the Feb. 6 


issue. 
I think Mr. (Walter B.) Cooper 


Pm) 
Pps 
ae 






it, they should take it back. Why 
should a dealer be left with any 
new parts, even if they aren’t in 

the current price book? 

If a dealer has been in business 
five, 10 or 20 years and finally calls 
it quits and terminates—or ends up 
by having the factory using pres- 
sure to make him terminate—then 
there must be something wrong 
with the methods now being used 
by the factories and the fault is not 
the dealer’s.—LioneL J. CuHICOINE, 


Sales Manager, Chicoine Motor 
Sales, Inc. (Chrysler-Plymouth), 
Auburn, Me. 


* * se 
Rally Documentation 


The Windhoek Motor Club has 
recently formed in this territory 
with the object of sponsoring motor 
car rallies in South West Africa. 
This Club has proved most active 
right from the start and upon com- 
pletion of smaller rallies aimed at 
training inexperienced enthusiasts 
for larger events, a 200-mile rally 
was recently held with great suc- 
cess. 

In fact, one of the major oil com- 
panies has now offered to sponsor 
a 1,500-mile rally during the first 
half of 1961 with considerable prize 
money attached to it. 

Our company, and Basil Bloch, 
our director, in particular, are 
greatly interested in the activities 





(president of NADA) has a nerve = 
to say that he thinks after the in- ea ERNIGHT DELIVERY ted 
vestigation he will find 75 percent i ov t rategically loca 
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Corp., said that his factory ships 
cars only on the dealer’s order. 

That’s a joke. 

Their factory zone office or road 
man calls you on the phone and 
says, “We have to dispose of 16 Im- 
perials right away. Won’t you take 
three?” 

When the dealer says he can’t 
use that many, the factory man tells 
him he is making an order for the 
dealer for one car. The dealer does 
have an opportunity to pick the 
color. 

It would be very interesting to 
have one of these so-called big 
officials stay at a dealer’s place 
of business and handle the sales 
of new cars and see what kind 
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of the Windhoek Motor Club, and 

as a matter of interest one of our 

company vehicles, with Bloch as 

navigator, turned out to be a 
class winner in the 200-mile rally 
referred to above. 

It is our intention to participate 
in future rallies and the object of 
this letter is to invoke your assist- 
ance in our endeavors to obtain 
suitable books on rally driving. We 
are interested in rally equipment 
and above all suitable books deal- 
ing with methods of calculating 
prescribed speeds and such items 
as speedometer error and other 
factors taken into account, 

It is for this reason that we are 
addressing some of our business 
friends in various countries, and 
we would request you to approach 
your nearest automobile association 
or club which are conversant with 
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completely unknown in South 
West -Africa until recently, and 
for this reason, background in- 
formation is not obtainable lo- 
cally. 

We know that we may rely on 
your full cooperation in this re- 
gard, and would be most grateful 
to hear at your earliest convenience 
what material and information you 
have been able to locate for us on 
the above subject.—H. Conran, Cap- 
ital Motors (Pty) Ltd., P. O. Box 
2185, Kaiser St., Windhoek, South 
West Africa. 


* * 
A Two-Way Deal 


Re F. S. Mort’s letter from BMP 
Ford, Wentzville, Mo., in the Feb. 
6 AvTomoTive News, concerning 
Volkswagen driver-training cars 
furnished local high schools. I 
could not help but notice the co- 


* 





rally driving to find out from these 
bodies to what extent they can as- 
sist us as regards to books, hints, 
etc. 

Not only is rally driving of 
personal interest to us but in ad- 
dition it has become a major 
item of our sales promotion, and 
it follows, that although this 
might appear to be a rather odd 
request, we are genuinely inter- 
ested in documenting ourselves 
with essential material on rally 

driving. The latter sport has been 


incidence of one of your “Capsule 
Comments” on the same page that 
indicated more United States car 
exports than foreign-car imports 
in November. I personally feel that 
foreign trade is a two-way deal that 
will benefit all parties that partic- 
ipate. Mr. Mort might also be in- 
terested to know that the VW cars 
given the high school by our Jack- 
sonville dealer were at the schools’s 
request.—JoHN F. McLeop, Brun- 
dage Motors, Inc., VW distributor, 
Jacksonville, Fla. 





Sell September Prices at JUNE PROFITS 


all Season Long! 


and you can increase your 
volume ... because you DOUBLE 
YOUR MARKET with — 


2 LINES 


The all-new Frostemp 400 is the most com- 
pact, best styled, finest engineered under- 
dash unit ever built! It will sell at top price 
in any market. The Frostemp is priced to 
promote . .. to meet ali competition, yet it’s 
the very same unit that rated top price all 
across the country last season! 
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First Race Weekend Is a Bust... First place in the American Chal- 
8 & lenge Cup Race for 1960 NASCAR 





Grand National winners went to 
Joe Weatherly, Norfolk, Va., driv- 


Entries and Crowds (i. 327 ox2sat: 


speed was 154.905 mph for the 25- 
mile race. 
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in the last lap poured fuel to the 
Pontiac to slide over the finish line 
less than a yard ahead of Roberts. 
He took $1,000 of the prize money. 


By William Carroll aged attendance. Less than 5,000 
DAYTONA BEACH, Fla.—NAS-| paying customers barely covered 
CAR’s first major weekend of rac-| the “nut.” Robert nd-pl : 
ing was something less than a re-| Compact results show Lee Petty, ee es ee are ed 
sounding success. hentane. 0. C. on winner dn 4 ee tee aiken MC, 
So few cars were entered in the| 1960 Valiant. For averaging 83.564 oh qe ry Reg esboro, N. C., 
150-mile Cannonball Division com-| miles per hour over the winding 3.1 + Soccer Motors CERV-I * rear 
pact race that last-minute entry of| mile sports-car course, Petty took engine experimental race car, ar- 


— “ee ” ; ; 
Used Cars Under Cover- nek oars was necessary to pad|home a total of $2,200 in prize] Jia at the apecdwny too late 
Charlie Stuart Oldsmobile, Indianapolis, has installed this allsteel canopy across | “2¢ Held. money. to be shown. Zora Arkus-Duntov, 
the fuli width of its used car lot. The canopy is 112 feet long and has a fiberglass An additional crowd teaser was Fireball Roberts, Daytona Beach,| Chevrolet test enginner is in 
valance. Installed as part of the dealership’s modernization program, the canopy has} @ 25-mile Race of Champions. As | finished second in a ’61 Tempest,| charge of the car. 
fluorescent lighting underneath, making the lot stand out prominently at night and| if the weak card was not trouble | and Tim Flock, Charlotte, N. C., Another unusual car at the speed- 
eliminating the need for banners, criss-cross wires and light poles. enough, rain and clouds discour- | was third in a ’60 Lark. way was a Chrysler-powered Kurtis 


Kraft roadster owned by Bob 
Osiecki, Charlotte, N. C. 

The Osiecki Special is powered 
by a 1961 Chrysler 413-cubic-inch 
engine fitted with a GMC truck 
supercharger. The engine is re- 


O ie I Y ported to produce more than 8:00 
horsepower. 


If it exceeds 180 mph, Osiecki will 
win a _ $10,000 purse offered by 


NASCAR for the first car to reach 
180 on the speedway. 
Daytona’s famous racing beach 
Ae has been de-emphasized since 
opening of the speedway. This 
year poor weather plagued beach- 


run enthusiasts. 

Gregg Ziegler, Elgin, Ill., driving 
a ’61 Chrysler 300G, had the over- 
all fastest time in the two-way 
“flying-mile” beach run. He aver- 
aged 143.027 mph. Ten cars were 
disqualified. 

Twenty drivers earned member- 
ship in the Century Club by achiev- 
ing 100 mph or more in the beach 
run, with Tommy Charles, Birming- 
ham, Ala., rolling up the fastest 


» 
PISTON RINGS 
time of 141.955 mph in a ’58 Cor- 


give vette. a 


Californian Hits 172 MPH 


Aen Pee In Daytona Beach Mark 


DAYTONA BEACH.—A super- 
charged Chrysler 300F, driven by 
Andy Granatelli, Santa Monica, 
Calif., broke all NASCAR beach 
speed records when a two-way 
average of 172.166 miles per hour. 
Granatelli, who manufactures the 
Paxton supercharger, told AUTOMO- 
TIVE News, “we’ve gotten 822 horse- 
power out of this engine on an en- 
gine dynamometer.” The 413-cubic- 
inch V-8 has two superchargers, 
one for each of two carburetors. 
The same car has exceeded 180 
MPH on the Bonneville Salt Flats. 
In his southbound run through 
the sand-beach measured mile, 
Granatelli was timed at 165.472 
miles an hour. On this run, the 
wind was against him. With the 
wind on the north-bound run, made 
a few minutes later, the 300F was 
timed at 178.426, The car’s average 
speed is taken from a two-way run. 


Midland Ross, 
Industrial Rayon 


Merger Plan OK’d 


CLEVELAND. — A merger of 
Midland-Ross Corp. and Industrial 
Rayon Corp. has been approved by 
directors of both companies, ac- 
cording to a joint announcement by 
Wade N. Harris, Midland-Ross 
president, and Frederick L. Bis- 
singer, Industrial Rayon president. 
They said shareholders of each 
company are to act on the merger 
at special meetings late in April. 
Under the merger, each of the 
1,851,255 shares of Industrial Rayon 
will be converted into two-fifths of 
a share of Midland-Ross common 
stock. Midland-Ross now has out- 
standing 682,025 shares of common 
and 139,377 shares of preferred. 

If the merger is approved, Indus- 
trial Rayon will operate ag a divi- 
sion of Midland-Ross. Bissinger will 
be elected a vice-president of Mid- 
land-Ross and will continue to head 
Industrial Rayon. 

Midland-Ross manufactures 
products for the automotive, steel, 
appliance, food, paper, rubber, elec- 
tronics, construction and other in- 
dustries, as well as for the aircraft 
and missile program of the nation. 
Industrial Rayon produces Tyrex 
rayon tire cord for tires and other 
industrial uses and textile rayon 
yarn for the apparel and home 
furnishing industries, 
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Wilkie Views... 
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The Cloudy Crystal Ball 


By David J. Wilkie 


ORYSTAL BALL GAZERS try- 
ing to learn what lies ahead of the 
auto industry this year are en- 
countering numerous opacities that 
make forecasting difficult. Becloud- 
ing their usually transparent 
spheres are such 
knotty factors 
as— 

A sizable lag in 
new-car sales vol- 
ume, in the face 
of— 

Record - smash- 
ing dealer inven- 
tories of unsold 
new cars, caus- 
ing— 

Layoffs of hour- 
ly rated workers 


David J. Wilkie 
whose capacity to buy cars is thus 


seriously impaired despite unem- 
ployment compensation and sup- 
plemental unemployment benefits. 

Further clouding the picture for 
the clairvoyants is the shadow of 
the forthcoming industrywide con- 
tract negotiations between the au- 
tomakers and the workers’ union. 

Whether these negotiations can 
be carried out without a major 
strike is something nobody can 
foretell, Neither can any indus- 
try or economic expert accurately 
predict what effect the nation’s 
economy will have upon the at- 
titude of the opposing sides in 
the negotiations. 

Some experts say that the pres- 
ent economic trend almost certain- 
ly promises a tougher attitude on 
the part of industry management. 
Others, undertaking to appraise 
the labor union attitude, say the 
worker representatives go into the 
negotiations to obtain a long-range 
understanding. 

For that reason, these analysts 
say, labor could not reduce any of 
its basic demands, solely because of 


the current lag in the economy, 
ok * * 


Decline Will Pass 


SOME OF THE experts have 
said the present decline will become 
worse before it gets better. That, 
too, is anybody’s guess, The surest 
thing, obviously, is that it will pass. 
Some analysts, including many 


AMA Contributes 
$175,000 More 
For Safety Study 


DETROIT.—A grant of $175,000 
to the Automotive Crash Injury 
Research program of Cornell Uni- 
versity was announced by the Au- 
tomobile Manufacturers Assn. 

The Cornell award is in addition 
to $1,706,000 already contributed by 
AMA in the 1960-61 fiscal year to 
promote greater traffic safety and 
more efficient use of highways. 

This is the third successive year 
in which AMA has granted funds 
to the Cornell program. In three 
years previous to AMA participa- 
tion, grants were made by individ- 
ual vehicle producers, Auto indus- 
try contributions to the program 
now total $1,100,000. Additional sup- 
port is provided by United States 
government agencies. 

The eight-year-old program in- 
volves the statistical analysis of 
traffic accident data to determine 
the nature of passenger injuries 
and their relationship to vehicle de- 
sign and accident configuration. 

Reports on nearly 40,000 acci- 
dents in 19 states and five cities 
have been collected since 1953. 
Findings are reported to auto mak- 
ers, government departments and 


other groups active in traffic safety. 
* * ok 


Socony Mobil Makes 


Gifts to Safety Groups 

NEW YORK.—Organizations en- 
couraging safe driving are recipi- 
ents of gifts from the Socony Mobil 
Oil Co., Inc., totalling $50,000, it was 
announced. The recipients include 
national, state and local groups. 

Largest gifts went to the Nation- 
al Safety Council, Automotive 
Safety Foundation, New Jersey 
State Safety Council, Northwestern 
University Transportation Center, 
and the California Traffic Safety 
Foundation. 





whose research deals solely with 
the automotive industry, are pre- 
dicting the upturn will come even 
before the second half of the year 
gets under way. 

At the same time, some top ex- 
ecutives in the industry have cut 
back their earlier estimates of total 
output and sales of motor vehicles 
this year. Right now a total as- 
sembly volume of 6 to 6% million 
passenger cars looks like a fairly 
good guess—provided there is no 
prolonged work stoppage. 

Unfortunate as it might be, 
such a stoppage is a possibility 
whenever a complete revamping 
of a management-union agree- 
ment is undertaken in an indus- 
try as big and far-reaching as the 
automobile industry. 


You can hear it said in some 
quarters that with a stockpile of 
unsold new cars in the million-unit 
area the industry would be in good 
shape to weather a work stoppage. 
You can even hear it said that the 





object 
reduce 


industry might not great] 
to a stoppage that woul 
the inventory. 

That view, of course, is fallacious 
on all counts. The industry does not 
want a strike at any time; it loses 
control of its own operations. But 
beyond that it also instantly loses 
a large segment of its market, 

* * * 


Idleness Spreads 


THE INDUSTRY’S own hourly 
rated workers represent a substan- 
tial number of its customers, Its 
suppliers’ hourly rated workers also 
are dependent upon uninterrupted 
car output for steady employment 
producing components for the au- 
tomakers. 

A work stoppage in a major car 
producing company automatically 
brings idleness totalling far more 
than the number directly on strike. 
And workers on strike, or idled be- 
cause of a strike, do not buy new 


cars—at least not in the volume re- | 
quired if the industry is to main-| 


tain the retail sales level essential 
to its own progress and prosperity. 

Among the things the soothsay- 
ers have seen in their crystal bali 
gazing are indications that the 
“revolution” many analysts en- 
visioned in the upsurge in de- 











Even with additional compacts, it 
is questionable whether overall 
sales in their category will top one- 
third of the total unit sales of the 
industry. 

Some of the economy model sales 
volume has been taken from stand- 
ard-size new cars and some from 
the used-car market. Sales figures 
also show that with but a few ex- 
ceptions the economy imports have 
given up volume to the domestic- 
built cars in the so-called compact 
group. 

But the American automakers 
are not anticipating much further 
encroachment on the market for 
their standard-size, low and medi- 
um-priced vehicles, 

It may well be that, as the cycle 
runs its course, the smaller cars 
will become a little larger? with a 
little higher price tags and the 
larger cars May become a little 
smaller but with continued refine- 
ments that will sustain or increase 
their price tags. 


“Your vacation doesn’t start 
till tomorrow.” 


may be levelling off. But if it is 
levelling off, it will be with a sub- 
stantial slice of the overall mar- 
ket. 

It is pretty much of an open 
“secret” that several more smaller, 
economy cars are on the drafting 


Family Fleet 
VALLEJO, Calif.— Dodge dealer 
Earl A. Jensen recently delivered a 
new truck to Earl Huddleston, a 
general contractor; a new station 
wagon to Mrs. Huddleston, and a 


mand for compact, economy cars, | boards of the major car producers.| Lancer to their daughter, Karen. 
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More than 


in Trucks Today 


AXLES 


—and Add to Your List 
of Satisfied Customers 





Most truck buyers know that an Eaton 2-Speed 
Axle doubles the number of gear ratios pro- 
vided by a conventional transmission, giving 
the driver the right ratio for every operating 
condition. 

What they may not know is just how doubling 
the number of available gear ratios effects big 
savings in operating and maintenance costs; 
enables trucks to make more and quicker full- 
load trips; cuts wear and tear on engines and 
all power transmitting units; adds thousands 
of miles to vehicle life; makes trucks worth 
more when traded in. 


Give your truck prospects the answers — tell 
them why Eaton 2-Speeds will save them 
money. You'll be adding to your list of satis- 
fied customers. 





AXLE DIVISION 
MANUFACTURING COMPANY 
CLEVELAND 10, OHIO 











Dealers Direct Ford Ad Fund— 


Directors of the 1961 Davenport (la.) Ford Dealers Advertising Fund are, seated, from 
left, J. P. Roberts, Ford Midwest regional manager; C. Bortell, Havana, Ill., secretary- 
treasurer; R. Shafer, Amboy, Ill., president; Tom Chapman, Danville, IIl.; Glenn Brown- 
ing, Bradford, IIl., vice-president; R. McNurlen, Ford assistant Davenport sales manager; 
T. F. Buchanan, Ford Davenport district manager. Standing: N. A. Grant, representative, 
J. Walter Thompson Co., Chicago; W. Dunn, Columbus Junction, la.; W. Sexton, Moline, 
il.; E. Lenthe, lowa City, la.; J. Swoyer, J. Walter Thompson, Detroit; W. E. Farr, 
Peoria, Ill.; J. McDonald, Cedar Rapids,-la.; J. Zentmyer, Oswego, Ill., and T. McCon- 
skey, Farmer City, Ill. L. Velde, Pekin, Ill., is not pictured. 


In the Greater Philadelphia market, The Evening 
and Sunday Bulletin is a trusted family friend, 
invited into the home day after day. 

The pages of this newspaper reflect the character, 
desires and spirit of its readers. The Bulletin and 
the people of Philadelphia understand each other. 


THE PHILADELPHIA BULLETIN 
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Thomas R. Galvin has been ap- 
pointed assistant to the sales vice- 
president of White Truck Division, 
White Motor Co., Cleveland, accord- 
ing to Harry D. Weller, sales vice- 
president. 

Galvin has been a member of 
White’s Cleveland branch sales 
staff since 1957. His function as 
Weller’s assistant will be to chan- 
nel information, reference prices, 
specifications and corresponding 
data to the manufacturer’s nation- 
wide field organization. 

* * Bs 


Sealed Power Names Bailey 
Richard F. Bailey has been ap- 
pointed a Replacement Parts Divi- 
sion zone sales manager for Sealed 
Power Corp. He will supervise sales 
in St. Louis and Eastern Missouri. 
* * x 
Kessler Joins Buick 


As Manufacturing Chief 
Robert L. Kessler, 46, works man- 

ager of Delco-Remy Division has 

been named general manufacturing 


manager at Buick. He succeeds 
Donald F. Taylor, who was named 
manager of production control and 
purchasing, a newly created posi- 
tion. 

Kessler, who has been works 
manager at Delco-Remy since June, 
1959, has been affiliated with the 
automobile industry since 1936. 

In addition to production control 
and purchasing, Taylor will be in 
charge of forward planning, the 
scheduling of materials into and 
out of the plant and all factory 
warehousing. 

* * * 


Three District Managers 
Appointed by Goodyear 


Three district managers have 
been appointed by Goodyear Tire 
& Rubber Co. 

Harry M. Caruthers, Detroit dis- 
trict manager, becomes Memphis 
district manager. Lawrence J. 
Beckman, former Minneapolis dis- 
trict manager, succeeds Caruthers. 
Earl V. De Graw, assistant manager 





What does this mean to advertisers? It means 
that, in the growing seven billion dollar Greater 
Philadelphia market, your sales message in The 
Evening and Sunday Bulletin enjoys a unique and 


extra “‘bonus’”’... 


You buy belief when you buy The Bulletin! 


A member of MILLION MARKET NEWSPAPERS, INC. 


Advertising Offices: 


New York 17, 529 Fifth Ave.; Chicago 1, 333 N. Michigan Blvd.; Detroit 2, New Center Bidg.; Los Angeles 5, 3540 Wilshire Blvd.; 
San Francisco 4, 111 Sutter St. JM PHILADELPHIA NEARLY EVERYBODY READS THE BULLETIN 











of the truck tire department in 
Akron, becomes Minneapolis dis- 
trict manager. 
* * + 
International Names Scott 


Truck Fleet Sales Manager 
Appointment of Robert E. Scott 
as truck fleet sales manager has 
been announced 
by Motor Truck 
Division, of Inter- 
national Harvest- 
er Co., Chicago. 
Scott, a veteran 
of 21 years with 
the International 
truck sales organ- 
ization, formerly 
was manager of 
its Southern mo- 
tor truck region. 
Previously he was 
manager of the central sales region 
and assistant supervisor of national 
and fleet sales. 
ok 


Robert E. Scott 


Ford Engine and Foundry 


Ups Nash in Production 


Arthur R. Nash has been named 
production programming and con- 
trol manager for Ford Motor Co.’s 
Engine and Foundry Division, He 
succeeds Ben V. Eastman, who has 
retired. 

Nash joined Ford in 1936, In 
1951 he became supervisor of pre- 
production and change control for 
the Engine and Foundry Division, 
and during the past year he has 
been on special assignment to East- 
man. 

* + * 


Heil Co.’s Tank Division 
Makes 3 Appointments 


Three appointments have been 
announced by the Tank Division of 
Heil Co., Milwaukee. 

Frank N. Doherty wil] serve as 
eastern district tank sales man- 
gaer; Paul D. Miller will be sales 
manager on government contracts, 
and Don Allen will call on national 
accounts in the eastern district as 
sales representative. 

cd * *~ 


Four Field Appointments 


Announced by Oldsmobile 
Four Oldsmobile field appoint- 
ments have been announced by 
Emmett P. Feely, general sales 
manager. They are: 
John C. Nicolet, former assistant 
office manager-car distributor in 





rs @ | 


Daniel C. Murphy John C. Nicolet 


the Chicago zone, to St. Louis dis- 
trict manager; Daniel C. Murphy, 
former assistant office manager-car 
distributor in the Minneapolis zone, 
to Kansas City district manager, 
and Cleo E. Swartz, former New 
York district manager, to Buffalo 
zone business management man- 
ager. Kenith C. O’Donnell has been 
named assistant office manager-car 
distributor in the Minneapolis zone. 
* oe *- 


Ammco Names Van Parys 


Southwest Regional Chief 

Frank Van Parys has been named 
Southwest regional manager for 
Ammeco Tools, Inc., Chicago. He 
has been with the company 22 
years. 

Van Parys will supervise Ammco 
sales personnel in Colorado, Kan- 
sas, Louisiana, New Mexico, Okla- 
homa, Texas and Fort Smith, Ark. 

* * * 


Chevrolet Shifts Loehr 


Paul C. Loehr, zone manager at 
Richmond, Va., for Chevrolet for 
seven years, has been named zone 
manager at Charlotte, N. C. He 
succeeds C. E. Olsen, who has been 
named zone manager at Jackson- 
ville, Fla. 





* * * 
Stephenson Retires 


From American Motors 

E. E. Stephenson, 66, a 32-year 
veteran of the auto industry, has 
retired from American Motors. 

A regional fleet sales manager 
of the company for the past four 
years, Stephenson spent 10 years 





(Continued on Page 21, Col. 1) 
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as Manager of marketing and 
analysis between 1946 and 1956. He 
joined the company in 1940 as or- 
ganizational manager of the South- 
east region and then served as 
assistant regional manager. In his 
most recent position he was in 
charge of fleet sales in the Detroit 
and Cincinnati zones. 

* * * 


Steudel, Baldwin Rise 


At Sherwin-Williams 


Arthur W. Steudel, president of 
Sherwin-Williams Co. since 1940, 
has been elected chairman of the 
board and chief executive officer 
of the company. The post has been 
vacant since 1944. 

Named to succeed Steudel as 
president was E. Colin Baldwin, 
who for the past year has been 
vice-president and general man- 
ager. 























* * * 
Krickl in Retirement, 
Joined Diamond T in ’°16 

Diamond T has announced the 
retirement of Joseph L. Krickl, as- 
sistant to the president. 

Krickl joined the truck manufac- 
turing firm in 1916. Starting as a 
stenographer, he rose through a 
series of administrative posts to 
become assistant sales manager, 
and then sales manager. He was 
advanced to his present position 
three years ago. boa 


Dr. Frey Top Planner 


At Ford Division 

Appointment of Dr, Donald N. 
Frey as product planning manager, 
Ford Division, is announced, Dr. 
Frey replaces Will Scott, who re- 
cently was named executive di- 
rector of the company’s central 
product planning office. 

Formerly assistant chief engi- 
neer—Ford and Mercury product 
engineering office, he has been 


with Ford since 1951. 
ok * * 


Hutcheson Retires, 


Ends 38 GMAC Years 


Elmer E. Hutcheson, vice-presi- 
dent and regional manager in De- 
troit for General Motors Accept- 
ance Corp., has retired after an as- 
sociation with the company of 38 
years. 

He joined GMAC in 1922 in the 
credit department of the Chicago 
branch, In 1955 he was transferred 
to Detroit. Later that year he was 


elected a vice-president. 
* * ok 


Dana Appoints Miller 


Group Vice-President 


J. R. Miller has been appointed 
group vice-president in charge of 
manufacturing, engineering and in- 
dustrial relations for Dana Corp. 
Miller has been vice-president of 
manufacturing for Dana for the 
past six years. 

E, M. Douglas was named vice- 
president of manufacturing; P. J. 
Mazziotti, director of engineering, 
and R. R. Burkhalter, technical di- 
rector of Dana’s newly formed In- 
ternational Division, 

* ok ok 


Jordan Joins Ford Credit 
As Jacksonville Chief 


Clarence A. Jordon has been ap- 
pointed manager of Ford Motor 
Credit Co.’s Jacksonville (Fla.) 
branch office. 

Before joining FMCC, Jordon was 
with Associates Discount Corp. for 
10 years. Prior to that time, he 
spent two years with Universal CIT 
Credit Corp. 


* * * 


Eaton Promotes Clayton 
Robert P. Clayton, formerly sales 
representative, has been named of- 
fice manager of the axle service de- 


partment, Axle Division, Eaton 
Mfg. Co., Cleveland. 
* ad * 


White Appoints Struby 


Dallas Branch Manager 


Appointment of Harry C. Struby 
as manager of the Dallas branch 
of White Motor Co. has been an- 
nounced. He succeeded Howard 
Cordray. 

Joining White as a retail sales- 
man in 1956 Struby was advanced 


to territory manager, the position 
he held at the time of his appoint- 
ment to Dallas branch manager, in 


1959. 
om 


AMC Names Kindshoven 


Special Automotive Rep 

Otto Kindshoven has been ap- 
pointed special representative of 
American Motors Corp.’s Automo- 
tive Division. 

Kindshoven previously served 
with other car manufacturers as 
district manager, assistant re- 
gional manager, assistant national 
used-car manager and sales train- 
ing manager. 


* * 
Wolcott Takes Charge 


Of Inland Manufacturing 


Appointment of Leslie C. Wolcott, 
56, as general manager of the In- 


* 


of engineering at GM’s Packard 
Electric Division, succeeded John 
D. O’Brien, who was placed on spe- 
cial assignment with Inland Manu- 
facturing until his retirement. Wol- 
cott started his business career with 
Packard Electric as a time study 
man in June, 1927. 
* * * 


Manufacturing Engineering 
Reorganized by Ford 


Appointment of Peter H. Ponta 
as director of a newly created or- 
ganizational unit known as the 
manufacturing engineering and de- 
velopment office of Ford Motor Co. 
has been announced. 

Two former separate offices, the 
manufacturing engineering office 
and the manufacturing research of- 
fice, have been combined to form 
the new component of the Ford 
manufacturing staff. William W. 
Aulepp was named assistant di- 
rector—manufacturing engineering 
and Harold N. Bogart assistant di- 
rector — manufacturing develop- 
ment, 

* ck * 


Foley Joins Van Norman 
Joseph P. Foley has been named 


land Manufacturing Division of marketing manager for the elec- 


General Motors is announced. 
Wolcott, who has been director 





the 
question ff 
ws 


tronics division of Van Norman In- 
dustries, Inc., Manchester, N. H. He 
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formerly was with the Electronics 
Division of Baldwin-Lima-Hamilton 
Corp., Waltham, Mass. 


Yates Named President 


Of McQuay-Norris 

Ballard A. Yates has been named 
president of McQuay-Norris Mfg. 
Co. St. Louis, 
succeeding the 
late Carl R. Wip- 
pern. Yates has 
been with Mc- 
Quay-Norris since 
1927. 

Other McQuay- 
Norris officers in- 
clude Arden J. 
Mummert as 
board chairman, 
and Roger S. Hei- 
denheim as exec- 
utive vice-president and sales di- 
rector. Mummert joined the com- 
pany in 1913, and Heidenheim in 
1929. 


Tiffin Named to Supervise 


IH Truck Field Service 


P. A. Tiffin has been appointed 
supervisor of International motor 
truck field service, according to 
L. W. Pierson, sales manager, In- 


During the past few years, the cancer cure 
rate has increased from one in four saved 

to one in three saved: 40,000 more lives 
saved each year. During the next few 
years, there will no doubt be new meth- 
ods of diagnosis, and even cures for some 


cancers that are considered incurable today. In time, the 
ultimate goal, cancer prevention, will be achieved. But 
time alone will not do the job. @ Time plus research will. 
Research costs money. In the past 14 years, the Amer- 
ican Cancer Society has spent about $76,500,000 on 


cancer research. Much more is needed 
to accomplish the final conquest of 
this dread disease. Give generously. 
Send your contribution to “Can- 
cer,” incareof your local post office. 


AMERICAN CANCER SOCIETY 


answer f 
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ternational Harvester Co.’s Motor 
Truck Division, International Har- 
vester Co. 

Tiffin formerly served as assistant 
manager of the International motor 
truck sales district at Lubbock, 
Tex. He joined IH in 1946 at its 
Houston motor truck district. 

a * * 


DeYoung Joins John Bean 
As Automotive Sales Rep 


Donald K. DeYoung has joined 
the John Bean Division as automo- 
tive equipment sales representative. 

DeYoung will service various 
major national accounts, including 
the oil and rubber companies, in 
connection with sales and service 
of wheel-balancing and aligning 
equipment. » 

oe * * 


Chrysler Appoints Nash 
Manager of Engine Plant 


Paul M. Nash has been appoint- 
ed manager of Chrysler Corp.’s 
Mound Road engine plant in De- 
troit. 

Nash had been quality-control 
manager for the power train group 
and prior to that he served five 
years as chief engineer for the Axle 
and Transmission Division. 





guard your 
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Truekin’ 


by Jack Weed 


HE more I talked to dealers 

out here on the West Coast dur- 
ing and after the NADA convention, 
the more convinced I was that we 
are witnessing a rare phenomenon 
in this business of ours. 

The very same dealers who are 
quite dubious about car sales this 
year and their opportunity to make 
money in the car business are really 
enthusiastic about the possibilities 
for truck sales at fair prices. 

They all point to the low used- 
truck stocks, to the fact that used 
light trucks, especially pickups, 
are Selling like hot cakes in most 
sections of the country, the great 
interest that is being displayed 
in the new compact trucks and 
the fact that many buyers of 
heavy-duty trucks are now or 
shortly will be in the market for 
additional units or replacements. 

One dealer in a small town near 
San Francisco pointed out to me 
that one of his best customers, a 
large contractor, hadn’t bought a 


new unit in two years but that he|® 


was figuring with the dealer right 


now for several which the dealer|> 


was certain would be but the fore- 
runner of quite a few more. 
* * * 


TUaRE seems to be no question 
in the minds of most of these 
dealers but that 1961 will be a good 
truck year. Some of them feel that 
the heavy buying will come in in the 
third quarter and perhaps late in 
the second quarter. All are seem- 
ingly in agreement that there is 
real interest being displayed by 
many users in this year’s new 
models. 

Only dealers in one line com- 


AT&T Tries 


fea Telephone and Tele- 
graph Co., in its constant quest 
for commercial vehicles that will 
most completely meet its needs, has 
made purchases of both Corvans 
and Econoline vans for use in in- 
stalling and servicing telephones in 
homes and businesses, 

An initial 500 units have al- 
ready been put in service and it 
is estimated by John MacDougall, 
an AT&T official, that 3,000 addi- 
tional units will be bought dur- 
ing 1961. 

The Bell System has been one of 
the leaders among utility compa- 
nies trying to develop the ideal 
light truck for its needs. The prin- 
cipal objectives are a truck that 
will fulfill the job requirements 
with low initial cost and low oper- 
ating cost. 

The trucks must have adequate 
speed, acceleration and equipment 
for safe operation. The type of op- 
eration varies from expressways, 
highways and city streets to gravel 
roads. The trucks must have the 
norma] equipment—turn signals, 
light reflectors, heaters, defrosters, 
and mirrors. 

* * «K 

N THIS work, the trucks must 

have fairly heavy springs as the 

load does not change, They must 
have driver comfort, while nothing 
plush is required and there must 
be provision for the driver to get 
out on the right side. 

Economy of operation is essen- 
tial, including good gasoline mile- 
age, low-cost repairs and initial low 
cost. The trucks must be sturdy 
and built for long life because the 
Bell System seeks an average life 
of eight years in service. Since the 
Bell System does not generally do 





mented on the model cleanup 
period this fall and they weren’t 
screaming too bad. In fact, they 
were screaming so hard about the 
car cleanup that, perhaps, they 
overlooked a few 1960 pickups 
they had to dispose of, too. At 
least, they weren’t crying about 
the number of new trucks they 
had in stock. 

About the only dealers I talked 
to who were inclined to be a little 
reserved about their truck sales 
optimism were those from the East 


and states like Pennsylvania where 
(Continued on Page 28, Col. 1) 
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Dealers Found Optimistic 


Over Used-Truck Market 


SED-TRUCK business looks 

good this spring to most truck 
dealers and stocks are low to nor- 
mal, according to a recent survey 
of dealers in all principal makes. 

Narrowed down to size range, 
64 percent of the dealers checked 
said they felt that the used light 
truck market was good and that 
trucks were moving at fair 
prices, 36 percent of the dealers 
said that the outlook for a good 
spring market in medium-weight 
trucks looked good and 75 per- 
cent of the dealers said they 
viewed the heavy-duty truck 





Number, Please? Phone Companies Select Compacts— 

Adaptation of new compact trucks to telephone-serviceman use is displayed in these photos of a Chevrolet Corvan 95, at left, 
and a Ford Econoline. The Corvan's center well lends itself to the convenience of racks, with the rear entry used for mounting of 
wire spools. One side of both Corvan and Econoline is van, and the other side has windows. 


its own maintenance, adequate 
dealer service is necessary. 

The Bell fleet is composed of 
nearly 100,000 vehicles — 21,000 
cars, 10,000 three-quarter and 
one-ton trucks, 60,000 half-ton 


Administrators 
Of Fleets List 
Parley Subjects 


PENING session of the fourth 

annual conference of the Na- 
tional Assn. of Fleet Administrators 
in Detroit’s Sheraton-Cadillac Hotel 
March 21-23 will deal with fleet- 
operating problems in Canada. The 
discussion will be led by J. C. Sin- 
clair, fleet supervisor of Imperial 
Tobacco Co. of Canada. 

The theme of the conference is 
“Economy and Fleet Operation,” 
and will be covered by a discussion 
on “Special Factors Involving 
Vehicle Selection,” by Rufus E. 
Runzheimer jr.; “Keeping the Lid 
on Maintenance Costs,” by Edward 
K. Shea, and “Cost Controls,” by 
Cc. R. Trzcinski, Willis O. Schueth 
and J. A. Consigli. 

“Traffic Safety Pays Big Divi- 
dends” will be the subject of Amos 
E. Neyhart, and “Administration— 
Effect on Fleet Economy” will be 
discussed by J. C. Sibley and R. H. 
Sterling. 

Compact cars for fleet work will 
be discussed by W. A. Groening. 

W. H. Landseder, NAFA vice- 
president who is chairman of this 
year’s meeting, said the third day 
will be devoted to a discussion for 
members and potential members on 
variously assigned subjects, 


Compact Trucks 


trucks and the balance made up 
of bigger trucks. 

Currently about 50,000 of the 
half-ton trucks are equipped with a 
special body designed for utility 
work. This is the familiar cab and 
box that has become almost a trade 
mark of the Bell fleet. It is this 
truck that Corvans and Econoline 
Vans are being purchased to re- 
place, z 

Ed * 


$130 Million Invested 


E investment in this half-ton 

fleet is $130 million and ex- 
pensegs run about $67 million per 
year, Gasoline alone amounts to 
$13,500,000 per year. An increase of 
only one mile per gallon can mean 
an appreciable saving. Starting 
with a 10.9 miles to the gallon base, 
a one mile per gallon increase 
means a saving of over $1 million 
per year, MacDougall claims. 

As with most public utility 
companies, the installer and 
maintenance man’s vehicle is 
practically a travelling store 
room and makes the most money 
when it is standing still, The 
major uses of the small truck are 
to transport the craftsman to his 
place of work and carry his tools, 
equipment and supplies. 

In the Bell System, these include 
an adequate number of telephones 
for the day-to-day job, the number 
now appears to be about 25. Other 
items include the necessary per- 
sonal tools, materials such as 
screws, cords, fasteners and fix- 
tures, inside and outside or “drop” 
wire that is carried on a reel which 
has a stand. 

These vehicles also must carry 


an assortment of ladders, tree 
(Continued on Page 24, Col, 1) 


market with considerable opti- 
mism, 

Most of the dealers have no diffi- 
culty financing used-truck sales ex- 
cept where the job is an “oldie” 
and the downpayment rather thin. 
Heavy-duty tractors seem to be the 
“stickers” on the used-truck lots 
this spring with many dealers say- 
ing they can’t move these white 
elephants at any price while deal- 
ers in the northern part of the 
Mississippi Valley say there is a 
market for good used tractors in 
that area. 

Stocks of used light trucks in 
dealer hands across the nation, as 








White Report Calls ’60 


Second Best Year 


CLEVELAND.—W hite Motor 
Co., despite an industry drop of 
approximately 35 percent in 
heavy-duty truck sales during the 
last six months of the year, re- 
ported sales and earnings for 1960 
that made the year the second 
best in the company’s 60-year his- 
tory. 

Sales of the company for 1960 
totalled $282,695,718 and net in- 
come was $8,875,813, compared to 
record sales of $383,101,125 and 
net income of $14,209,244 in 1959. 

According to R. F. Black, chair- 
man, and J. N. Bauman, presi- 
dent, commercial sales of the com- 
pany declined 12% percent dur- 
ing the year. The remainder of the 
loss in sales, they said, was ac- 
counted for by a decrease in sales 
to the United States government. 





Court to Decide... 





shown by this survey, are very 
light. In fact, with an average of 
only five used light trucks per deal- 
er, such stocks are not large 
enough to give a buyer much of a 
choice. Many dealers report that 
good used half-ton and three-quar- 
ter-ton pickups are the “cream 
puffs” of the used-truck lots at 
present. 
* * * 

— dealers, of course, have 

much heavier stocks than this. 
Their stocks range from 16 to as 
high as 43. 

Stocks of used medium-weight 
trucks are also low for this time of 
the year with dealers reporting an 
average of 5.3 units in stock. Of the 
group surveyed, 31 percent consider 
their stocks of medium-weight jobs 
high, 31 percent said their stocks in 
this size was about normal and 38 
percent said they had fewer trucks 
than normal. 

The outlook for the spring mar- 
ket for this size of used trucks 
was considered good by 36 per- 
cent of the dealers surveyed, fair 
by 47 percent and not too good 
by 17 percent, 

The average heavy-duty-truck 
dealer has 9.25 units in stock with 
34.5 percent saying this is more 
than normal, 38 percent saying 
their stocks of used heavies were 
about normal and 27.5 percent say- 
ing their stocks were low for this 
time of the year. 

* Bd * 


Good to Excellent 


7 out of every four dealers 
reporting viewed the market for 
used heavy-duty units as good to 
excellent, 18 percent felt the mar- 
ket will be fair and only 7 percent 
of the dealers, most of them in 
what are considered distressed 
areas, viewed the coming used 
heavy-duty market with any alarm, 

When asked what used trucks 
they considered “stickers” in their 


stocks at the time of the survey, 43: 


percent said the older, light jobs in 
the 10,000 to 14,000-pound GVW 


Classification, 7 percent said their 


older, light jobs under 10,000 pounds 
G , 43 percent said the mediums 
in the 16,000 to 19,500 pounds 
GVW classification and 7 percent 
said their heavy-duty cabs and 
chassis. 

By body style, the heavy-duty 
used tractors are today’s “dogs” 
on the used-truck lot and several 
dealers commented on the fact 
that there is just no market for 
them, Used sedan deliveries and 
panels were also found to be very 
slow movers by quite a high per- 
centage of the dealers. Dump 

(Continued on Page 30, Col. 1) 


State vs. Federal Laws 


By George E. Toles 
Staff Correspondent 

RUF zAL©. — Do trucks engaged 

in interstate commerce have to 
display a certificate of inspection 
required of all motor vehicles more 
than four years old registered in 
New York State? 

This question will be decided by 
City Judge Michael E, Zimmer, 
who reserved decision until 
March 15 after trial of two truck- 
ers. 

Charged with failing to have a 
state inspection sticker on their 
trucks are two drivers employed by 
Caby Transportation Co., Cleveland. 





The firm has a local office. Attorney 
Robert E. Wedlake, who represented 
the men and the company, argued 
the trucks operate under a certifi- 
cate of inspection authorized by the 
Interstate Commerce Commission 
and thus are exempt from compli- 
ance with the state law. 

In addition, Wedlake maintained 
the ICC rules and regulations su- 
persede state law even though the 

(Continued on Page 30, Col. 1) 


Truck New Products, 
Page 48 











uranium ore haulers, tells how Spicer main and auxiliary transmissions 


Arthur Corradini, superintendent of McFarland & Hullinger, 


save time and money in hauls over rugged Western terrain 


“Our rigs negotiate some of the steepest 
mountain roads in the country,” says Mr. 
Corradini. “About 50% of our routes are 
over off-highway dirt and gravel roads. Tem- 
peratures range from 10° below zero to 105° 
above—at times, our trucks fight 8-foot-high 
snow drifts. Even when the roads are plowed 
we have to ‘grind’ over 18 inches of packed 
snow! 


“Our drivers drive these trucks over rough 
roads and up steep inclines seven days a 
week, two shifts a day. Each truck logs 
about 10,000 miles a month. Our fleet con- 
sists of 46 Kenworth trucks—and they’re all 
equipped with Spicer 4-speed main and 
Spicer 4-speed auxiliary transmissions. 
Clutches, by the way, are Spicer 14-inch 
2-plate models. Universal joints are Spicer 
1700 Series at the forward end and 1600 
Series at the rear end. 


“Why do we specify Spicer components 
for both original equipment and replace- 
ment? That’s easy to explain. Their dura- 


SPECIFY SPICER! 


— <3 DANA 
Spicer 


CORPORATION 





bility has enabled us to hold costly service 
trips down, and we can keep a small parts 
inventory because Spicer replacement parts 
are readily available everywhere we operate 
—Colorado, Utah, Arizona, Nevada, Cali- 
fornia and Wyoming.” 


FOR TRUCK DEALERS THIS MEANS... 
that you can help your customers save dollars 
—and plenty of them—by recommending 
Spicer components when they buy new trucks. 


Tear this page out—and show it to your 
customers. Let the facts and the experience 
of McFarland & Hullinger speak for them- 
selves. Here’s proof—and only one example 
among thousands—that Spicer components 
cut operating costs as no others can. 


Want names of other fleets that specify 
Spicer and save? We’ll be glad to send them 
to you. And, if you want to know what Spicer 
components are available, write the truck 
manufacturer or Dana Corporation, Toledo 
1, Ohio. 


Toledo 1, Ohio 


ba 











Arthur Corradini, right, inspects Spicer 1700 Series universal 
joint after mechanic Lawrence Schaublino has pronounced 
it ready for many more thousands of miles. 





Ratios of the Spicer 8045 4-speed main transmissions in 
these Kenworth trucks are so spaced that they are func- 
tionally split or compounded with the ratios of the Spicer 
8341 4-speed auxiliary transmissions. This provides a gear 
ratio for every operating need—speed, torque, power and 
economy—in the rough, rugged ore hauling business in 
which McFarland & Hullinger are engaged. Benefits of this 
wide, flexible range of gear ratios are (1) bigger payloads 
can be hauled (2) more trips can be made (3) maintenance 
and operating cost is lower. 
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In Quest for ‘Right’ Unit... 


Utilities Are Turning |; (aa 


To Compact Trucks 


(Continued from Page 22) 


pruners, ground rods, floor ducts, 
voltage tester and possibly shovels 
and pike poles. It must contain 
test sets, climbers, electric drills, 
personal clothing, rain coats and 
directories. 
* * * 

._ quest for the ideal vehicle 

for this work started in 1950 
when the utility body was develop- 
ed for the ,half-ton truck chassis. 
About 1954, the demand for color 
in phones and other requirements 
made it necessary to increase cargo 
space. 

Around 1957, according to Mac- 
Dougall, it became apparent that 
expenses were going up and that 
something had to be done to re- 
verse this trend, Engines were get- 
ting bigger on the half-ton trucks 
and cabs fancier. 

“We did not need this for 8,000 





miles per year, particularly when 
we were interested in basic trans- 
portation for installers and re- 
pairmen,” he claims. “It has been 
our experience that we did not 
get any more work done with the 
big engine and a stylish truck. 
“Experiments were made with 


some foreign trucks, These were| } 


fitted to carry more telephones and 
give the driver better protection in 
bad weather. They do give good 
economy and lower investment but 
our desires were still not satisfied 
by the foreign units. 

“Some larger vans were tried but 
one of our problems is a ladder. 
Since the ladder must generally be 
carried overhead, height becomes 
critical, Interior height is not criti- 
cal since the man only makes four 
or five stops per day. Weight, cost 
and availability of half-ton, for- 





VW Pickup Works in Hawaii— 


Volkswagen was the first smaller truck to make inroads among utility companies. 
A YW pickup, above, carries equipment for linemen of Hawaiian Telephone Co. 
e & 3 oS eS 


ward-control chassis made these| desires of the telephone companies 


vans impractical for us.” and build one van which would 
7 oe ee fulfill all requirements of the Bell 
Design New Van System. 
OLLOWING these trials, the de- A questionnaire was prepared 
cision was made to review the| and completed by the companies. 








special K-H 
brake power 
for every wheel 


Installed as original equipment 

on late model trucks, Kelsey-Hayes’ 
new air-actuated hydraulic 

braking system provides three 

extra safeguards for smooth, positive 
stopping under all driving 

conditions ... 


1. If rear hydraulic line or wheel 
cylinder fails, you still have 

full front brakes with their own 
power assist ! 


2. If front hydraulic line or wheel 
cylinder fails—you still have full rear 
brakes with their own power assist ! 


3. If air supply should fail—you 
still have direct mechanical actuation 
of full rear brakes! 


It’s hailed as the industry’s safest 
truck brake! Write for full 
information. Kelsey-Hayes 
Company, Detroit 32, Michigan. 


KELSEY 
HAYES 
COMPANY 


World's largest producer of automotive 
wheels, hubs and drums 


OPERATIONAL PLANTS: Detroit, Jackson 
and Romulus, Michigan; Los Angeles, 
California; Philadelphia, Pennsylvania; 
Springfield, Ohio; Rockford, Illinois; New 
Hartford and Utica, New York; Davenport, Iowa; 
Windsor and Woodstock, Ontario, Canada, 








An analysis of the answers were 
made and three prototypes were 
built, These models satisfied the de- 
sires of the companies, but the unit 
was too large, too heavy and the 
possibility of good economy was 
remote. 

The best estimates of. the in- 
itial cost indicated that it would 
cost $500 more than the currently 
used half-ton with utility box. 

Figuring that this meant an in- 
creased investment of $25 million, 
it is easy to see that these trucks 
were not too desirable, Capital 
money is not readily available in 
the Bell System just to carry tools 
and telephones. 

oo ot * 

HE introduction of the Corvan 

and the Econoline van made the 

larger van obsolete immediately. 
Although head room was not good 
and other desirable features were 
sacrificed, the main ones of low 
original cost and operating econ- 
omy should be realized. 

“Estimates indicate that about 
60-80 percent of our trucks will 
be of this type in the small work 
class,’ MacDougall states, The 
present IU-76 unit on the half-ton 
chassis will still be used for 
around 20-25 percent of the fleet 
and a larger van may be needed 
for 5-10 percent, “These answers 
will have to be developed over 
the years,” MacDougall said. 

The requirements that had to be 
met by the Bell System in the se- 
lection of smal] trucks correspond 
to the needs of many loca] utility 
and service firms such as furnace, 
radio, household utility and other 
repairmen who need to take what 
amounts to a shop along with them 
on the job but who “make more 
money while the truck stands still.” 


* * * 





Corvan's Rear— 


Rear entry of Corvan 95 used by tele- 
phone company shows wire spool mount- 
ing, with engine beneath floor. 





Ready for Climb— 


Lineman for Michigan Bell Telephone 
Co. breaks out cable from rear doors of 
specially fitted Ford Econoline. 








Fruehauf Gets 
$144 Million Order 


DETROIT. — American President 
Lines, in line with plans to expand 
its facilities for containerization, 
has ordered 420 containers for $1,- 
250,000 from Fruehauf Trailer Co., 
according to H. E. Foulkrod, Frue- 
hauf executive vice-president. 

Foulkrod said it will be one of 
the largest single acquisitions of 
containers since the new method of 
mechanized cargo handling became 
popular. 

The aluminum sea vans, being 
manufactured at Fruehauf’s On- 
tario (Calif.) plant, will have an 
overall dimension of 8 by 8 by 20 
feet and will be known as Twin-20’s 
because their design allows two to 
be locked together to operate on the 
highway as a single 40-foot truck 
trailer. 
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Only GMC Dealers have the extended- 
life V-6s and superior-powered Twin- 
Six gas engines... greatest truck selling 
features in 20 years. 


Everyone is a potential customer be- 
cause no one builds a more complete 
line of trucks . . . the trucks that are 
setting the industry’s standards for 
today and the future. 


GMC Dealers are backed up by the most 
consistent, comprehensive advertising 
and sales promotion campaigns ever 
. . . the most pre-sold prospects ever. 


All this means more sales and more 
profits for GMC Dealers. Proof: In 1960, 
GMC Dealers’ sales were up nearly 20% 
above industry average with more than 
100,000 trucks produced. And sales 
are booming right now. 


A limited number of profitable GMC 
franchises are available to qualified 
businessmen. For complete informa- 
tion, write General Sales Manager, GMC 
Truck & Coach Division, Pontiac, Mich. 
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THE BIG PAYOFF IS HERE WITH GMC 
emotes © THE TRUCK TRIUMPH OF THE 60’s! 


CORPORATION 
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From %-ton to 60-ton ... 


TRUCKS General Motors leads the way! 
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It is standard equipment on the ‘Jeep’ Fleetvan, 
pictured below, currently being supplied to the 
Post Office. What is? An Autolite alternator. Willys 
Motors, Inc. used it to solve the electrical prob- 
lems of stop and go driving in the Post Office 
vehicle. It did. Willys also found that it was lighter, 
more compact, and easier to install than con- 
ventional DC generators. Price? Actually less than 
a conventional generator of the same performance. 
Do you have a current generating problem? We 
can handle it. We have the first full-line of auto- 
motive alternators in the business: standard, 
heavy, or extra-heavy duty. They are all thor- 
oughly tested, ready for your specific application 
now. And every one packs more power per pound, 
more amps per inch at high speed or working at 
idle than any other alternator coming or going. If 
you would like to know more, drop us a line. Write 
to AUTOLITE ALTERNATORS, ELECTRICAL 
PRODUCTS DIVISION, TOLEDO 1, OHIO. 


IDLERTWORK 
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AUTOLITE ALTERNATORS 
22 to 75 amp models : | a . 
Available, now Poo | 
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they were experiencing their second 
big “blizzard of the century.” 

No one could blame them for not 
jumping with joy over their pros- 
pects for the next two or three 
months. They had cars and trucks 
on their lots they hadn’t seen for a 
week or so before they came out 
to the convention. 

* * * 


Fertile Field 


UT DEALERS in the farm areas 

feel that many farmers will 
have to buy new transportation be- 
fore another crop comes due and 
dealers in the larger cities and the 
towns near them saw truck poten- 
tial in the movement of small busi- 
ness and people out to the new com- 
munities that were springing up 
near the new roads, 

Many also saw sales in the need of 
many businesses to replace their 
outmoded vehicles with more mod- 
ern “driver-time-saving” units. 
They figure it will not be too hard 





to show many of these retail deliv- 
ery firms that they can hold their 
cost of operation down by switching 
to new units that will enable the 
drivers to extend their routes or to 
handle more customers on the same 
route with modern units that have 
greater capacity for those light 
bulky loads. 

There is no question but that, 
with Chevrolet, Ford, Harvester 
and Willys dealers out scratching 
for “compact” truck sales along 
with Volkswagen dealers trying to 
hold their own against the new 
American-built jobs, there will be 
much more sales activity on the 
“light side” than we have had 
for a number of years. 

And there isn’t anything that will 
turn up truck sales more than to 
have salesmen out calling on pros- 
pects with demonstrators. Just ask- 
ing many truck men to buy a new 
unit is sufficient to start a train of 
thought that wasn’t there until 
some salesman put the idea of own- 





ing a new truck in the owner’s 


mind, 
* * * 

Sto hag been proved successful 

so many times in truck sales 
work that one would think that 
every dealer in the country wouldn’t 
hire a salesman unless he would 
agree to spend a certain amount 
of time calling on “cold” prospects 
that are now owners in the dealer’s 
make of truck. 

I think that one of the smartest 
remarks that one of my truck dealer 
friends put on a questionnaire com- 
ing back to me a couple of months 
ago was that he was replacing his 
showroom watchdogs with some 
hungry salesmen. 

And Ill bet my next month’s 
pay that if one of the truck 
makers whose sales have been 
slow for a few years could acti- 
vate their dealers and their deal- 
ers’ salesmen to get out and dem- 
onstrate to every owner of a truck 
of that make over seven years old, 
it will turn up enough new profit- 
able truck sales to brighten the 
dealers’ profit potential consider- 
ably and put that company back 
into somewhere near the place in 
the Top Ten that the line once 
enjoyed. 


I remember back in the days 


“Gar Wood’s equipment and service 
make our sales Job easier!” 


‘ says J. D. Alexander, White Pontiac Co., 


kag: 





__ Rosenburg, Texas 





when I ran a truck trailer branch 
for one of the top makers that many 
of the so-called truck salesmen in 
Detroit working for Ford and Chev- 
rolet dealers would just about com- 
plete the circuit of the larger deal- 
ergs every three years. They would 
work for one dealer until they began 
to sell the dealer on taking their 
deals harder than they would 
sell the prospect and soon I would 
see them working for another 
dealer. 
od * od 


It’s Nothing New 


S° THIS idea of trying to get 
truck salesmen to make cold 
calls is nothing new. It’s always 
been with us and the only way to 
lick it seems to be the kind of 
management—both dealer and sales 
—that is forever on top of every 
salesman in the shop checking his 
calls and putting up incentives to 
make him reach a little further. 

Many of my good truck dealer 
friends tell me that the truck deals 
that are sold are the ones that are 
profitable and the walkinsg are 
usually the shoppers looking for the 
low dollar and the big give. 

I can’t remember a time in all 
the years that I have been snoop- 
ing around the truck industry 
when more dealers had more to 





Allan H. “Red” Collier (left) of the Gar Wood-Houston Truck Equipment Co. 
and J. D. Alexander, White Pontiac Co., Rosenburg, Texas. 


Truck dealers have come to expect top truck equip- 
ment service from Gar Wood - St. Paul—and they 
always get it. One man who can testify to this is J. D. 
Alexander of the White Pontiac Company, Rosen- 
burg, Texas. “It’s always a pleasure to work with our 
Gar Wood - St. Paul Distributor,” he says. “We 
couldn’t ask for better service.” 

Alexander’s experience with. Gar Wood - St. Paul 
equipment and service is just one example of the 
competence of Gar Wood’s outstanding distributor 


GAR WOOD INDUSTRIES, INC. 


Wayne, Michigan « 


organization. A nationwide network of Gar Wood- 
St. Paul Distributors, largest in the industry, is help- 
ing dealers make truck sales with the most advanced 
line of truck equipment on the market. 

It’s good, profitable business to form a sales team 
with a top truck equipment specialist—a man who 
can help you give your customer a fully equipped 
truck engineered to his individual requirements. 
There’s a Gar Wood - St. Paul Distributor head- 
quartered in your area. Call him soon. 


Richmond, California 
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sell than they have now. I don’t 
know of a line that hasn’t talking 
points galore, that can’t out- 
demonstrate any truck of a five- 
to-seven-year vintage, that hasn’t 
more plus-profit possibilities than 
practically every line has today. 

And, at the same time, I can’t 
remember a time when truck sales- 
men who will work could make 
more money Selling transportation 
than they can today if they will 
work at their job half as hard as 
the average insurance salesman. 

* * * 


KNOW one truck dealer for in- 

stance who has 10 salesmen 
who average over $15,000 per year 
in draw and commissions. The 
lowest man on this totem pole 
made over $9,000 and he had been 
on the sales force less than two 
years. 

But these men worked. They were 
well paid and liked their jobs but 
they lose their best account if they 
allow that account to buy the sec- 
ond truck in the same year with- 
out this dealership being in on the 
deal. 

That was law in that dealer- 
ship and no salesman was im- 
mune from having lightning 
strike him, if he didn’t keep on 
top of every account that was as- 
signed to him. 

Those salesmen all made good 
money and the dealer is so well 
fixed that he carries a lot of his 
own paper. The finance companies 
fight for his paper because they 
know he will buy back any deal 
that goes sour for any reason. 


But then he is one of the best 
truck dealers in this country. Why 
is he successful? He says it is be- 
cause he has been able to surround 
himself with good salesmen and 
keep them. 


* * * 


Fishing with Honig 
I SNEAKED away one Saturday 
and did a little research on 
members of the tuna family down 
the coast about 25 miles south of 
Balboa with a 
former dealer who 
knew how to 
manage a dealer- 
ship and to man- 
age a sales force, 
but never got into 
the truck busi- 
ness for some 
reason or other. 
Spence Honig, 
the former top 
Nash dealer of 
the West Coast, if 
not America, was my host. 

He gave Slim Barnard and I a 
lot of “blue notes” about his boat 
being a Jonah for fishermen, that 
nobody ever caught any fish off 
his boat. 

Well, Slim and I had to prove 
to Spence it wasn’t the boat. It 
must have been the kind of fisher- 
men he took out for we came back 
with more bonita than he knew 
what to do with. 

Many of Spence’s Detroit 
friends will be glad to know that, 
while he isn’t active in the busi- 
ness any more, he isn’t on a rock- 
ing chair retirement deal. He’s 
been fairly active, building post- 
offices and leasing them to Uncle 
Sam in addition to his many civic 
and community activities. 

It’s certainly wonderful to spend 
a day recalling the eatly days when 
George Mason was in the throes 
of building the foundation for the 
solid Rambler business of today. 
And especially with a guy who had 
worked his way up in the business 
from a small deal to the biggest 
on the West Coast. 


* * * 


LL, the luck enjoyed by Slim 

Barnard and your writing- 
machine pounder must have given 
Honig’s boat quite a reputation as 
I ran into Spence at the installa- 
tion of Slim as president of the Los 
Angeles Automobile Dealers Shrine 
Club the following Tuesday night 
and Spence told me he had sold 
the boat the day after we were 
his guests. 

The Shriners put on a very nice 
party fer Slim and this publica- 
tion received a lot of compliments 
on Bill Carroll’s series on the dis- 
count houses. 

This group is the only Shrine 
club in the world whose members 
are all automobile dealers. This 
may be an idea for fez wearers in 
other parts of the country. 





Spencer T. Honig 




























Do you remember when the slogan “Look at all three!” broke all over the country 
years ago? And what it did to the market? People soon found out that 
with three dealers to choose from instead of two they were in a 
much better position to bargain. They started to shop for the: 
“best deal,” and it’s been that way ever since. But how 
do we stand today? There are now no less than 
ten compacts on the market. With everybody 
in the low $2,000 range and a 20-plus-1 
discount, what’s the dollar difference 
going to amount to on a normal 30- 
pay contract? Not much, that’s 
for sure. So what’s going 
to influence the car- 
buyer? The dealer. 
His corporate 
image, to 


be exact. 


The power 
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concrete things you can do. We publish once a 
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resentative, or send in the coupon, and we'll be delighted to 
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Survey Indicates... 
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Dealers Optimistic 
On Outlook for Trucks 


(Continued from Page 22) 


jobs, especially if badly beaten 
up, were also classified as trucks 
to view with some trepidation 
when trading. 

Most truck dealers are now re- 
conditioning their used trucks be- 
fore putting them on the lot with 
77 percent doing a complete recon- 
ditioning job, 9 percent doing an 
appearance job only and 14 percent 
selling them “as is” without doing 
anything to them, 

* * 


cd 

NLY 20 percent of the dealers 

contacted were taking the bod- 
ies off their used heavy-duty trucks 
before displaying them for sale 
with another 17 percent taking the 
bodies off only when the bodies 
were badly damaged. 

However, 77 percent said they 
would take off the body if it was 
so bad that it would hurt the sale 
of the truck, but 17 percent said 
they wouldn’t even take the body 
off under these circumstances. The 
balance said that they either repair 
the body as well as the truck or 
didn’t answer this question, 

Asked how they viewed the en- 
tire used-truck market in their 

area for the next six months, 50 

percent said they felt it would 

be good, 25 percent felt that it 

would be about normal and 25 

percent felt it would be slow or 

down from last year. 

Financing used trucks isn’t a 
problem with most truck dealers, 
with 55 percent saying they had no 
problem at all. Another 22 percent 
Said they were not having any 
greater difficulty than normal in 
financing used-truck sales now but 
23 percent said they were having 
trouble getting their banks or fi- 
nance houses to take used-truck 


paper. 
7 - 


Substandard Risks 


E dealer in Western Pennsyl- 
vania said that to move some 


Ruling Awaited 
In Clash Over 


Inspection Sticker 


(Continued from Page 22) ' 





state has the power to regulate 
safety on the highway. 

Wedlake pointed out that the 
ICC requires carriers to conduct 
certain inspections of their ve- 
hicles, Supplementing this, he said, 
are periodic road checks made by 
ICC inspectors. 

* cs * 

OBERT T. ROSINSKI, assistant 

district attorney, argued the 
ICC contends nothing in its regula- 
tions is intended to interfere with 
any inspection requirements made 
by any state as long as they are 
not in conflict with the federal re- 
quirements. 

He maintained that in view of 
that carriers are bound to adhere 
to the New York Motor Vehicle 
Inspection Law. 

Rosinski noted that ICC rules 
and regulations do not assure an- 
nual inspections of each and every 
vehicle owned by a carrier, He said 
the federal agency doesn’t issue 
certificates or stickers to be affixed 
to the vehicles inspected. 

Rosinski said there is no way en- 
forcement officers can determine if 
a truck has been inspected and 
there is no way to prove if it has or 
has not been inspected. 
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used units in that area they had 
to take some substandard credit 
risks but, if they watched these 
closely, they had little difficulty. 
Many dealers complained that it 
was hard to find buyers with ade- 
quate “first money” for many of 
the heavier units in particular. 

One dealer said he solved the en- 
tire used-truck financing problem 
by not even taking poor finance 
deals while another says he has 
been financing his own used-truck 
sales for the last 16 years, even up 
to quite expensive units. 

A Wisconsin dealer probably 
sums up the whole question of 
used-truck paper when he says 
that “regardless of business con- 
ditions, a certain share of used- 
truck prospects have very shaky 
credit.” 

An Indianapolis dealer pegs this 








spring’s used-truck market as “cus- 
tomers are shopping but will buy at 
a fair price.” 
* * * 
yo. this survey didn’t bring 
it out, some of the truck deal- 
ers who go along through good 
years and bad with a minimum of 
trouble with used trucks are those 
dealers who either junk or whole- 
sale all trucks taken in trade that 
are not worth reconditioning both 
mechanically and appearancewise. 
By doing this, the dealer builds up 
a following of the better type of 
used-truck buyers who can get fi- 
nanced through the local bank or 
by a finance company. 

One such dealer, who claimed 
his used-truck department was 
one of the most profitable parts 
of his business, made it a prac- 
tice to take off the bodies on 
everything but dumps and pick- 
ups, paint the chassis including 
the wheels and running gear, re- 
pair or replace any torn or worn 
down seats and backs, make cer- 
tain that all safety items, includ- 
ing glass, were in good shape and 
repaint the cab and hood, if the 
paint on them was so far gone 
that a good wax job would not 
make it look like new. 


This dealer always displayed and | customer needed a body, he always 
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Divco-Wayne Enters Medium-Size Field— 


Divco-Wayne Corp., Center Line, Mich., has entered the medium-size truck field 
with this 13,000-pound-capacity refrigerated wholesale truck. The truck is the largest 
Divco-Wayne has ever built. The largest previous Divco, 18 feet in length, will fit almost 
completely the new vehicle's 16-foot body. The new vehicle also will be available with 
an 18-foot interior body. The truck is scheduled for production by early spring. 


had several to show, And, with 
most every used body sale he made, 
which paid for taking the body off 
and remounting it, he usually got 
a body repair and paint job. 


sold his used trucks on a cab-and- 
chassis basis. After the deal was 
completed, he would get into the 
question of the body and, if the 
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Across the Nation... 





Truck News in Brief 


DETROIT.—The first truck body 
built, like a trailer, incorporating 
the design and major body compo- 
nents of the —Volume-Van line, 
has been announced by Fruehauf 
Trailer Co. 

Fabricated of aluminum and 
available in kit form for assembly 
at Fruehauf factory branches, deal- 
ers and distributors, the Volume- 
Van truck body has a 96-inch width 
and comes in a variety of lengths, 
from 12 feet 5 inches to 24 feet in 
18-inch increments. 

Ke * * 


Construction Under Way 
On White Branch in Mass. 


CLEVELAND.—Construction has 
started on a branch headquarters 
for White and Autocar trucks on 
a three-acre tract on Coolidge Ave. 
in Watertown, Mass., according to 
J. N. Bauman, president, White 
Motor Co. 

The building, with 42,000 square 
feet of floor space on the ground 


ee serene 


ke: 


floor, will have the largest service 
area for trucks in the New England 
States, Bauman said. The building 
also will house offices, the latest in 
parts storage and service facilities 
and a machine shop with special- 
ized equipment. 
* * + 


IH Branch Opens 


OKLAHOMA CITY.—A new In- 
ternationa] truck sales and service 
branch has been opened here at 
1735 W. Reno St. The shop includes 
10,000 square feet of work area 
which is accessible through 20 
overhead doors. 

+ * * 


Lyncoach Production 
Begins in Alabama 

TROY, Ala.—Troy’s newest enter- 
prise, Lyncoach & Truck Cc., Inc., 
has begun operations in a $200,000 
plant here. It produces coach and 
truck bodies. 

The ribbon to the factory was 


cut in dedication ceremonies by 
Mayor Charles Coward and James 
M. Friery, president of Lyncoach, 
which maintains home offices in 
Oneonta, N. Y. 


* * 


Mack Outlet to Move 


MEMPHIS.—Tri-State Mack Dis- 
tributors has purchased the site of 
Martin Stadium for the construc- 
tion of a 3,000-square-foot distribu- 
tion center for Mack trucks and 
other equipment. 

* cs * 


New Aluminum Tanker 


MILWAUKEE.—Heil Co. here 
has developed a new type all-alu- 
minum tank truck for food and 
chemical products. Believed to be 
the first aluminum tank designed 
for pressure unloading, the trailer 
was built for Tank Lines, Inc., 
Richmond, Va. 


co * * 
Boyertown Reports 


Gains During Year 

BOYERTOWN, Pa.—Commercial 
sales and production by Boyertown 
Auto Body Works, Inc., for 1960 
were up 22 percent over 1959, Paul 
R. Hafer, president, reported. 

He said the company expects 
early completion of a new build- 


ing to be used for a conveyorized 
production line, Present facilities 
will be used to expand production 
of the company’s commercial cus- 
tom bodies, custom modifications 
to the standard bodies and govern- 
ment vehicles, he said. 

* * * 


Lee Tread Rubber 


Introduced for Recaps 
CONSHOHOCKEN, Pa. — Lee 

Black Diamond tread rubber for 

recap operations has been announc- 

ed by Lee Rubber & Tire Corp. 
A chart on tire load and infla- 

tion has been made available to 

truck and bus operators by Lee. 

* * * 


ICC Considers Legislation 


Involving Household Movers 


WASHINGTON. — The Interstate 
Commerce Commission has _ insti- 
tuted an investigation into the de- 
sirability of recommending to Con- 
gress legislation involving the prac- 
tices of household goods movers. 

Among the legislative recom- 
mendations to be considered is one 
which would provide that the 
charges of household goods car- 
riers would be the published tariff 
charge, a written estimate of the 
charge, or any charge upon which 
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the carrier and shipper have agreed 

in writing, whichever is lowest. 

Present law requires carriers of 

household goods to collect, and 

shippers to pay, the exact charges 

in the carriers’ published tariffs. 
r * * 


Alexander-Tagg Catalog 


Lists Exhaust System Parts 


HATBORO, Pa—A publication 
describing its line of heavy-duty 
exhaust system parts and acces- 
sories is available from Alexander- 
Tagg Industries, Inc. 

The catalog lists 15 ATI parts 
and accessories. The company said 
the items may be used with all ex- 
haust systems and are particularly 
recommended for use with ATI 
Engine-Mated mufflers. 

+. * a 


Buckeye Body Builders 


To Distribute Holmes Line 

COLUMBUS, O.—Buckeye Truck 
Body Builders, 939 E. Starr Ave., 
has been appointed a distributor 
for the Holmes line of wreckers 
and towing equipment. 

George Barch will specialize in 
the sales and service of the line 
and Dale Marple, service manager 
of the Columbus firm, will stock a 
full line of Holmes parts. 

2 * * 


GMC Booklet Tells How 


To Save on Hauling Costs 


PONTIAC.—A booklet showing 
how proper truck selection, opera- 
tion and maintenance can produce 
substantial savings in the face of 
mounting transportation costs is 
being distributed by GMC Truck & 
Coach Division’s transportation pro- 
ductivity research staff. 

Entitled “Basic Considerations in 
the Selection, Operation and Main- 
tenance of Motor Vehicles,” the 
study emphasizes the importance of 
getting the right truck for the job. 

os * * 


Fruehauf Offers Racks 


For Platform Trailers 
DETROIT. — New interlocking 
aluminum panels which allow op- 
erators to convert their platform 
(Continued on Page 34, Col, 4) 





Designed and manufactured 
by Benmatt.. . 
the world's largest manufacturer 
of automobile dealer 
identification items— 
to fit all makes and models 
of domestic and foreign cars. 
There's a style for your 
_exact purpose — to fit your 
price range. Check with Benmatt! 
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109 million miles of nation-wide fleet tests have proved that the new all-wheel 
position Firestone Transport-100* gives 50% and more original tread mileage 
than any other regular original equipment Firestone truck tire. Even when 
half-worn, the Firestone Transport-100 retains its amazing traction and 
delivers faster starts and quicker stops than most truck tires do when new. 
What makes this tire so outstanding? # A new principle in tread design. 
= A new torque-toughened Firestone Rubber-X and a Shock-Fortified cord 
body. # A flatter crown to equalize tread print pressure. ™ A broad center 
rib that helps equalize load distribution. ™ New tread “stone guards” 
that keep pebbles out. See the new Firestone Transport-100 at your 


Firestone Dealer or Store! In N lon or = rex® rayon cord tubeless or tubed. 
’ 
® T.M. of Tyrex, Inc. 
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1961 ENGINEERING EXCELLE 


1 The most rigid unit frame and body ever produced, to the best of our 


Car Life selects Lincoln Continental for its 1961 Engineering Excellence Award 
for being “. . . an outstanding example of a concerted, cooperative effort to build 
a top quality automobile.” 

After comparing all 1961 automobiles and testing them for a three-week period, 
the staff of Car Life magazine selected the 1961 Lincoln Continental for the 
ingineering Excellence Award. Here are their findings as reported in their March 
Eng g Excell Award. H their findin; ted in their Marcl 
1961 issue: 

“The 1961 Lincoln Continental incorporates a host of new refinements, both in 


the product itself and in its manufacturing techniques: 


knowledge, 2 The most thorough sound-insulation and shock-damping methods 
ever applied to a production automobile, 3 Super-precision fits and tolerances 
in all mechanical components, 4 The most thorough products testing ever 
applied to a production car—to each and every car of the line, 5 An approach 
to minimum servicing and maintenance which is second to none, 6 Completely 
sealed electrical components designed to give extremely long, trouble-free 


service, 7 A new approach to the rust and corrosion problem. 








ES CAR LIFE’S | = 
E AWARD — 


MOTOR COMPANY 


amination of even this partial list of 1961 Lincoln Continental specifications 
. . . 7 ‘ The American Road, Dearborn, Michigan 

the almost unheard of (testing) procedure to insure that the car is right 

when it leaves the factory .. . indicates that here is a car extraordinary—one FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY 


Forde Falcone Thunderbird 


that is designed to be beautiful and comfortable, and built to be long-lived and 
, . Comete Mercury e Ling olin Continental e English Ford Line e Ford Trucks e industrial Engines 


reliable. In short, this is a car which well deserves the 1961 Car Life Award for 


Farm and Industrial Tractors and Equipment e Aeronutronic—Products for the Space Age 


Engineering Excellence a Ford Motor Credit Company e The American Road insurance Company 
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*Includes cars taken out of service because of World War II. 


36 Years of Auto Scrappage 









Across the Nation .. . 







































Scrappage Scrappage 

Cars in Use New Cars Total, Barring Surviving at Not Reregistered ct. of Pct. o 
Year on Jan. | Registered Scrappage End of Year or Scrapped Cars in Use New Cars Sold 
1925 15,350,038 2,967,755 18,317,793 17,485,627 832,166 476 28.04 
1926 17,485,627 3,228,695 20,714,322 18,915,260 1,799,062 9.51 55.72 
1927 18,915,260 2,623,538 21,538,798 19,410,175 2,128,623 10.97 81.14 trailers to open top units in less 
1928 19,410,175 3,139,579 22,549,754 20,673,852 1,875,902 9.07 59.75 than an hour have been announc- 
1929 20,673,852 3,880,247 24,554,099 22,599,701 1,954,398 8.65 50.37 ed by Fruehauf Trailer Co. 
1930 22,599,701 2,625,979 25,225,680 22,345,090 2,880,590 12.89 109.70 
1931 22,345,090 1,908,141 24,253,231 21,484,450 2,768,781 12.89 145.10 inca tense wan ioteduns 
1932 21,484,450 1,096,399 22,580,849 19,752,283 2,828,566 14.32 257.99 extrusions to give proper stability 
1933 19,752,283 1,493,794 21,246,077 19,300,336 1,945,741 10.08 130.25 for open-top operation. Each 
1934 19,300,336 1,888,557 21,188,893 20,725,926 462,967 2.23 24.51 panel, which can be removed 
1935 20,725,926 2,743,908 23,469,834 22,015,052 1,454,782 6.61 53.02 without disturbing the adjoining 
1936 22,015,052 3,404,497 25,419,549 23,846,488 1,573,061 6.60 46.21 rack, is equipped with a lifting 
1937 23,846,488 3,483,752 27,330,240 25,330,584 1,999,656 7.89 57.40 bar on the outside and hand 
1938 25,330,584 1,891,021 27,221,605 24,455,012 2,766,593 11.31 146.30 clasps on the inside for easy han- 
1939 24,455,012 2,653,377 27,108,389 25,754,387 1,354,002 5.26 51.03 dling by one man without special 
1940 25,754,387 3,415,905 29,170,292 27,157 554 2,012,738 7.41 58.92 equipment. 
ou 27,157,554 3,731,166 30,888,720 28,968,114 1,920,606 6.63 51.47 ¢ * 
1944 28,968,114 593,191 29,561,305 24,218,562 5,342,743* 22.06 : ° 
1946 24,218,562 1,829,747 26,048,309 26,464,525+ {| 416,216}¢ oe ba International Constructs 
1947 26,464,525 3,177,376 29,641,901 29,153,708 488,193 1.67 15.36 Second Buffalo Branch 
1948 29,153,708 3,490,952 32,644,660 31,789,143 855,517 2.69 24.51 BUFFALO. — International Har- 
1949 31,789,143 3,838,342 36,627,485 35,407,444 1,220,041 3.45 25.22 vester Co. has started construction 
1950 35,407 A444 6,326,438 41,733,882 39,418,772 2,315,110 5.87 36.59 of a new branch truck sales and 
1951 39,418,772 5,060,903 44,A79,675 40,767,855 3,711,820 9.10 73.34 service center at 350 Bailey Ave. 
1952 40,767,855 4,158,394 44,926,249 41,788,260 3,137,989 7.51 75.49 ; 
1953 41,788,260 5,738,989 47 527,249 45,061,313 2,465,936 5.47 42.97 camo ankee tke Gano, . aid 
1954 45,061,313 5,535,464 50,596,777 47,105,777 3,491,000 6.92 63.07 the new facility will function as an 
1955 47,105,777 7,169,908 54,275,685 51,028,249 3,247 A436 5.98 45.84 additional retail branch operation. 
1956 51,028,249 5,955,248 56,983,497 52,670,738 4,312,759 7.57 72.43 The present operation at 2335 Fill- 
1957 52,670,738 5,982,342 58,653,080 54,343,927 4,309,153 7.34 72.03 mote Ave. will be retained, he onid. 
1958 54,343,927 4,651,002 58,994,929 54,775,152 4,219,777 7.70 94.60 Cost of the new Bailey Ave. build- 
1959 54,775,152 6,026,500 60,801,652 58,032,380 2,769,272 4.77 45.95 ing is estimated at $150,000. 
1960 58,032,380 6,576,650 64,609,030 60,268,157 4,340,873 7.20 66.00 Sey oe 






Firestone Tire Features 








Truck News in Brief 


(Continued from Page 31) 


manufacturer of truck bodies and 
trailers, has opened at 5900 Wash- 
ington St., according to R. R, Ru- 
land, company president, 

Ruland said the firm will begin 
enlarging its payroll shortly to step 
up production of truck bodies and 
trailers and to turn out a revolu- 
tionary new product, a truck- 
mounted insulated aerial boom for 
working on high-voltage power 
lines. : 

* ok 


Bus Salesmen Cited 
RICHMOND, Ind.—T hirty-five 
salesmen for distributors of Wayne 
buses have been awarded 1960 na- 
tional “Quota Buster” trophies by 
Divco-Wayne Corp. 
af a7 * 


Dentry Named Distributor 
For Highway Trailers 


YOUNGSTOWN, O. — Dentry. 


Body & Trailer Service Co. has 
been appointed Youngstown area 
distributor for truck-trailers man- 
ufactureqd by Highway Trailer In- 
dustries, Inc. 

Dentry’s headquarters are at 817 
Salt Springs Rd. The company is 
owned by George Dentry, a former 






tincludes cars out of registration in 1944 count, estimated at upwards of one million units. 
Minus figure presumed result of reregistration of cars out of service. 






Compiled by R. L. Polk & Co. 





branch manager for Fruehauf 
Trailer Co. 





Three-Rib Blade Tread 


AKRON.—A truck tire that fea- 
tures a three-rib bladed tread de- 





And Dealer Walsh Prospers.. . 





Customers Get lmperialTreatment 


ST. PETERSBURG, Fla. — Gary 
Walsh, local Chrysler, Imperial, 
Plymouth and Valiant dealer, rates 
first in market penetration of Im- 

perial sales and 
_ fifth in total Im- 
perial sales in the 
nation, according 
to the Chrysler 
Corp. 

The Walsh firm 
has shown a 
steady gain in 
Imperial sales 
over the past few 
years. In the last | 

mn 4 three months of 
Gary Walsh 1960, Walsh’s Im- 
perial sales were 18 percent higher 
than for the same period in 1959, 
the Chrysler Corp. reports. The 
biggest increase was in 1961 Le- 
Baron models, 

Automotive News asked Walsh, 
whose firm bears his name, how he 
was able to chalk up such an envi- 
able record. Here are the tech- 
niques he revealed: 

“I never depend on the butcher, 
baker or the corner filling station 
as birddogs,” Walsh explained. 
“My customers provide my best 
prospects. 

“Thirty days after we have made 

















a sale, we call back in person and|q demonstration ride in the latest i on bins Miele teat ine aie “ae “— sam 
ask the customer if he is enjoying| model or is driven to his home.|| Year ‘sini Reghtored 0s Serappage” Gates Sesanent. Trane tee Sones Sate 
While = - * be an rae PRBS: 2,126,216 333,150 2,459,366 2,332,585 126,781 5.44 38.05 
PIP. trea as " .F ee eee Sakae 101650 Sh 2,332,585 387,341 2,719,926 2,671,061 48,865 1.83 12.62 
eee naae ale ae Clap evaieh y 1908 cae oo 2,671,061 327,965 2,999,026 2,804,196 194,830 6.95 59.41 
incidentally th y Renae. WOM st sk 2,804,196 341,123 3,145,319 2,990,927 154,392 5.16 45.26 
eRe: Phe. service Gepar | 2,990,927 527,057 3,517,984 - 3,302,761 215,223 6.52 40.84 
ment ae es in Pe so et ee 3,302,761 410,699 3,713,460 3,416,962 296,498 8.68 72.19 
eel a Ree moL Became any ae. 3,416,962 313,884 3,730,846 3,318,782 412,064 12.41 131.28 
"Walsh ie @ fr aliens in train-|| 1932 «+-++++ 3,318,782 180,332 3,499,114 3,070,076 429,038 13.98 237.91 
er Ser hin endan a waren anadt Wega odakic aa 3,070,076 245,869 3,315,945 2,962,614 353,331 11.89 143.71 
hier eumlene hae ts os eebuats Me ech 2,962,614 403,886 3,366,500 3,274,994 91,506 2.79 22.66 
nabilag tt the Curator Tealstna Sl 3,274,994 510,683 3,785,677 3,535,661 250,016 7.07 48.96 
ieee ta ot ac tate. Skeition TOO A cise 3,535,661 611,644 4,147,305 3,887,393 259,912 6.68 42.49 
: ? NBS9. Riev ck 3,887,393 618,249 4,505,642 4,150,072 355,570 8.57 57.51 
. x WAGs 5. hc2.'03% 4,150,072 365,349 4,515,421 4,038,207 477,214 11.82 130.62 
10 Distributors TGS ose ptes 4,038,207 486,748 4,524,955 4,318,706 206,249 4.77 42.37 
WORD. Sostocs 4,318,706 576,327 4,895,033 4,539,969 355,064 7.82 61.61 
Added b Mack WS. sices 4,539,969 640,697 5,180,666 4,838,378 342,288 7.07 53.42 
7 TTR oS Ne bad 4,838,378 350,797 5,189,175 4,506,189 682,986 15.16 Dra 
PLAINFIELD, N. J. — Appoint- FOES 52s sss 4,506,189 1,348,789 5,854,978 5,462,973 392,005 7.18 29.06 
ment of 10 distributors has been TE oekae a 5,462,973 954,217 6,417,190 6,378,433 38,757 61 4.06 
Studebak Part announced by Mack. They are: We Ns 6,378,433 1,035,174 7,413,607 7,105,740 307,867 4.33 29.74 
udebaker Farty— Nussbaum Chevrolet & Oldsmo- 1949 os sce 7,105,740 961,961 8,067,701 7,583,663 484,038 6.38 50.32 
Studebaker put 109 candles on its} bile, Inc., Chatsworth, IIl.; Middle- 19S 6s se tents 7,583,663 1,142,307 8,725,970 . 8,198,529 527,441 6.43 60.42 
birthday cake at the Chicago Automobile|ton Motors, Inc., Orleans, Ind.; ie ee 8,198,529 1,003,850 9,202,379 8,552,758 649,621 7.60 64.72 
Show to celebrate its founding in a|Hastern Tractor & Equipment Co., TORE eas 8,552,758 812,099 9,364,857 8,833,022 531,835 6.02 64.26 
South Bend shop in 1852. The birthday} Caribou, Me.; Capitol Mack Truck PRD oe 8,833,022 930,312 9,763,334 9,147,402 615,932 6.73 66.21 
was celebrated at the company's Lark and| Sales & Service, Inc., Lansing, and FORE cs Sea ews 9,147,402 829,101 9,976,503 9,195,990 780,513 8.51 94.15 
Hawk exhibit at McCormick Place with| Maupin Truck Sales, Inc., Spring- NGBS ies oc 9,195,990 957,001 10,152,991 9,685,332 467,659 4.80 48.87 
the cutting of a huge birthday cake by| field, Mo. IOSA: $0 ca ekes 9,685,332 894,366 10,579,698 9,983,441 596,257 5.98 66.67 
the oldest known Studebaker owner, Arthur} A. B. Hollinger & Son, Inc., Lan- NGSF ol 9,983,441 858,085 10,841,526 10,211,218 630,308 6.17 73.45 
C. Lockmann, right, Chicago Lockmann| caster, Pa.; North Lima Turnpike WORE. oo. scone 10,211,218 725,911 10,937,129 10,434,889 502,240 4.80 69.05 
purchased his first Studebaker in 1912,| Mack, Inc., North Lima, O.; Beaver WON ES denne 10,434,889 940,181 11,375,070 11,002,985 372,085 3.38 39.56 
and has had 16 Studebakers since. With| Mack Sales, Rochester, Pa.; Wally’s WEE atc 11,002,985 943,485 11,946,470 11,254,991 691,479 6.14 73.28 
Lockmann are, from left, Marge Zupner,| Auto Service, Eau Claire, Wis., and Compiled by R. L. Polk & Co. 


Detroit, and Ingrid Gaudette, Detroit. 


the car, if there is anything we 
can do for him. We take along on 
this friendly visit a gift for his 
wife—an Elizabeth Arden vanity 
case or lipstick. 

“This makes a big hit. The cus- 
tomer spreads the word around 
his neighborhood and sends in his 
friends. A satisfied customer is bet- 
ter than a birddog.” 

Walsh says he cannot conceive 
of selling an Imperial without 
making a demonstration. This is a 
rule his salesmen must follow. 

“Anyone spending $6,000 for a 
ear is entitled to drive not only 
our Imperial, but competing cars 
in the same price bracket,” he says. 
“We take the customer on a long 
demonstration ride over various 
types of roads—as far as 75 miles 
—then we urge him to take the 
same route in a competing car and 
make his own comparison.” 

One out of every five Imperial 
sales is a conquest sale, Walsh 


Walsh holds his own training 
school for salesmen once a month. 

Walsh never misses an oppor- 
tunity to press his family’s per- 
sonal LeBaron into service for a 
public function. When Richard 
Nixon was vice-president and vis- 
ited St. Petersburg, he used the car, 
which is upholstered in lavender 
leather. The resultant newspaper 
publicity gave a description of the 
Car and called it a “posh” model. 
Such publicity is priceless, Walsh 
believes. 

At the beginning of 1960, Walsh 
employed four additional sales- 
men, making a total of eight. 
During the year, he added two, 
and is now planning to hire four 
more, 

Walsh has served the Chrysler 
Dealer Assn. in various official 
capacities. He is also a past presi- 
dent of the St. Petersburg Automo- 
bile Dealers Assn. 

Before coming to St. Petersburg 


estimates. He hopes to increase |10 years ago, he was a dealer in 


this to two or three out of five. 
Walsh personally spends several 
hours a day in his service depart- 
ment, chatting with customers 
while they wait for their cars. The 
owner of a two or three-year-old 
Chrysler or Imperial is taken for 





Mears Equipment Co., Casper, Wyo. 





Woodland, Calif. 





sign has been announced by Fire- 
stone Tire & Rubber Co. 

This new tread design, a depar- 
ture from the 
tional five-rib design, 


age than previous 100 level Fire- 


stone original equipment truck 


tires, E. B. Hathaway, sales vice- 
president, said in announcing the 
new Transport-100. 

+ ok * 


84 International Units 


Purchased by Navajo 

DENVER. — Navajo Freight 
Lines, Inc., has placed an order 
with International Harvester Co., 
Chicago, for 84 DCO 405 tractors 
powered by Detroit diesel Series 71 
engines. 

In announcing the purchase, O. K. 
Hargraves, Navajo sales director, 
said the DCOs will be used largely 
on the General Expressways opera- 
tion out of Chicago which is now 
under Navajo management. Deliv- 
ery of the units will begin this 
spring. 

* * * 
Timpte Bros. Occupies 


New Factory, Office 


DENVER.—The new $1.5 million 
factory and office building complex 


; of Timpte Bros., Inc., 76-year-old 


36 Years of Truck Scrappage 


industry’s conven- 
is said to 
give the tire 50 percent more mile- 


Legislative Help 
Eyed in Wis. to Aid 


Haulaway Firms 


MADISON, Wis.—Wisconsin law- 
makers may be asked to help truck- 
ing companies in Kenosha which 
have been hurt by the shipment 
by American Motors Corp. of new 
cars by rail. 

John Varda, general manager of 
the Wisconsin Motor Carriers Assn., 
said his organization’s Legislative 
Committee would meet early in 
January to discuss the situation. 

He said the committee might 
recommend that the legislature per- 
mit longer truck trailers, or even 
two trailers to be pulled by one 
tractor. 

Even if such measures were 
passed, Varda said, they would only 
help keep short-haul lessinees for 
the automobile “truckaway” firms. 
He said the principal problem still 
lies with the Interstate Commerce 
Commission. 

In the last six months, he con- 
tinued, from 600 to 750 of Kenosha’s 
1,300 truckaway drivers have lost 
their jobs because of “piggyback” 
operations — truck trailers carried 
on railroad flatcars, 
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Again this year the hot one 


<> THE DOW CHEMICAL COMPANY ¢ MIDLAND, MICHIGAN 


will depend on DOWGARD coolant! 


The 1961 racing year got off to a flying start at Daytona Beach 
and Darlington—and DOWGARD® Full-Fill® coolant was there. If 1960 
results are any indication, 1961 racing will be spectacular! 


During the past year, DOWGARD helped set some mighty impressive 
records ... firsts at Charlotte, Darlington, Hanford, Langhorne 
and Weaverville, to mention but a few! 


Again in ’61, DOWGARD Full-Fill coolant is an official coolant for all 
NASCAR sanctioned events. It has proved its worth under the most 
grueling race conditions possible on two continents. 


Proved in the lab, proved on the track, proved in traffic! DOWGARD 
coolant is now recommended for two full years 
in 1958 and newer model cars. 


DOWGARD 








peck aera 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Charlotte, N. C. 

New-car registrations in Charlotte 
and Mecklenburg County, N. C., 
totalled 826 in January. The new- 
truck total was 110. 

Registrations of new cars by 
makes were: Ford, 179; Chevrolet, 
145; Falcon, 106; Rambler, 61; 
Pontiac, 49; Corvair, 45; Dodge, 
39; Oldsmobile, 39; Buick, 31; 
Comet, 21; Cadillac, 20; Valiant, 
19; Plymouth, 19; Chrysler, 8; 
Studebaker, 8; Mercury, 6; Lin- 
coln, 3; Imperial, 1, and miscel- 
laneous, 27. 

New-truck registrations were: 
Ford, 39; Chevrolet, 28; Interna- 
tional, 11; White, 9; GMC, 5; Dia- 
mond T, 1; Dodge, 1; Mack, 1, and 
miscellaneous, 15, 

* + * 


Denver 

Denver dealers sold 1,690 new 
cars in January, an improvement 
over December’s 1,536. New-truck 
sales also were up, from 172 to 242. 

January new-car sales by makes 
were: Chevrolet, 368; Ford, 302; 
Corvair, 130; Oldsmebile, 120; 
Falcon, 116; Rambler, 114; Pon- 
tiac, 87; Buick, 60; Dodge, 52; 
Volkswagen, 48; Mercury, 46; 
Comet, 45; Cadillac, 43; Plymouth, 
39; Valiant, 25; Chrysler, 18; 


Studebaker, 18; Lincoln, 16; Mer- | 


cedes-Benz, 10; Hillman, 4; Volvo, 


4; Austin-Healey, 2; Fiat, 2; Im- | 


perial, 2; Opel, 2; Porsche, 2; 
Vauxhall, 2, and miscellaneous, 7. 


Truck registrations were: Chev- 
rolet, 65; Ford, 60; International, 
60; White, 18; Willys, 15; GMC,| 


6; Dodge, 4; Volkswagen, 3; and| 


miscellaneous, 11. 
—Ira ALEXANDER 
* * * 


Milwaukee 

New-car registrations in Mil- 
waukee totalled 2,602 in January, 
compared with 3,339 a month earlier 
and 2,547 a year earlier. 

By makes, registrations were: 
Chevrolet, 713; Ford, 392; Rambler, 
244; Oldsmobile, 197; Pontiac, 165; 
Buick, 131; Falcon, 110; Cadillac, 
101; Plymouth, 52; Dodge, 50; Mer- 
cury, 44; Comet, 43; Corvair, 38; 
Tempest, 33; Studebaker, 31; Chrys- 
ler, 29; Valiant, 28; F-85, 24; Lin- 
coln, 13; Buick Special, 13; Willys, 
9; Lancer, 8; Imperial, 5, and mis- 
cellaneous, 129. 


—JoHN E, Huser 
* * * 


Billings, Mont. 

A total of 280 new cars were 
registered in January in Billings 
and Yellowstone County, Mont., 
compared with 150 a month earlier. 

Registrations by makes were: 
Chevrolet, 67; Ford, 46; Buick, 30; 
Oldsmobile, 26; Corvair, 14; Pon- 
tiac, 14; Falcon, 13; Volkswagen, 
13; Rambler, 12; Comet, 8; Cadil- 
lac, 6; Mercury, 6; Chrysler, 4; 
Dodge, 4; Plymouth, 4; Stude- 
baker, 4; Renault, 2; Lancer, 1; 
Lincoln, 1, and miscellaneous, 5. 

New-truck registrations num- 
bered 61, compared with 24 the pre- 
vious month. By makes, they were: 
Chevrolet, 21; Ford, 20; Interna- 
tional, 7; Divco, 5; GMC, 3; Auto- 
car, 1; Dodge, 1; Kenworth, 1; 
White, 1, and Willys, 1. 

* * * 


Providence 
January new-car registrations in 


Providence numbered 1,412, com- 
pared with 802 in December. 
By makes, registrations were: 


Ford, 327; Chevrolet, 319; Plymouth, 
116; Rambler, 115; Oldsmobile, 90; 
Pontiac, 63; Buick, 56; Volkswagen, 
54; Cadillac, 52; Dodge, 43; Comet, 
35; Chrysler, 21; Mercury, 16; Stude- 
baker, 16; Renault, 9; Imperial, 6; 
Lincoln, 6; DeSoto, 3; Hillman, 2; 
Saab, 2; Willys, 2, and miscellane- 
ous, 59. 

New-truck registrations totalled 
138, compared with 73 a month 
earlier. By makes: Ford, 43; Inter- 
national, 28; Chevrolet, 25; White, 











15; GMC, 10; Dodge, 6; Volkswagen, 
3; Willys, 2; Mack, 1, and miscel- 
laneous, 5. 

—Tuomas L. ForBes 

* od x 


St. Louis 

New-car registrations in St. Louis 
and St. Louis County rose nearly 
20 percent in January in compari- 
son with the previous month. Janu- 
ary registrations totalled 5,112, 
against 4,314 in December, 1960. 

By makes, registrations were: 
Chevrolet, 1,348; Ford, 916; Pon- 
tiac, 367; Falcon, 357; Oldsmobile, 


assures top priority service 
for your product anywhere 


in the 50 states and Canada 





293; Rambler, 255; Plymouth, 230; 
Buick, 228; Dodge, 221; Corvair, 
163; Valiant, 148; Cadillac, 110; 
Comet, 95; Volkswagen, 92; Mer- 
cury, 74; Studebaker, 42; Chrysler, 
38; Checker, 16; Renault, 14; De 
Soto, 13; Lincoln, 9; Austin, 8; 
Triumph, 7; Imperial, 6; Morris, 
4; Willys, 1, and miscellane- 
ous, 55. 

New-truck registrations totalled 
321 in January, compared with 287 
a month earlier. By makes: Chevro- 
let, 125; International, 76; Ford, 58; 
GMC, 20; Volkswagen, 12; Dodge, 


Only Air Express 


11; White, 8; Willys, 8; Diamond T, 
1; English Ford, 1, and Studebaker, 
x 


—Jack BERNSTEIN 





Ford, 2; Fiat, 2; Sunbeam, 2; 
Volvo, 2, and miscellaneous, 9. 
New-truck registrations, number- 

ing 117, were divided as follows: 





Chevrolet, 46; Ford, 29; Internation- 
. al, 10; GMC, 9; Mack, 5; Divco, 4; 
Washington, D. C. : Dodge, 3; Willys, 2; White, 1, and 
New-car sales in the National} miscellaneous, 8. 
Capital area totalled 1,502 in Jan- * * * 


uary, compared with 1,618 a month Philadelphia 


earlier and 1,445 a year earlier. 

By makes, they were: Chevro- Registration of new passenger 
let, 286; Ford, 213; Falcon, 110; | cars in the five-county Pennsylvania 
Corvair, 83; Plymouth, 82; Pon- | area of Bucks, Chester, Delaware, 
tiac, 79; Oldsmobile, 76; Cadillac, | Montgomery and Philadelphia in 
71; Rambler, 69; Volkswagen, 52; | 1960 showed a gain of 15.8 percent 
Dodge, 49; Valiant, 43; Comet, 35; | over the previous year, it was re- 
Mercury, 32; Chrysler, 29; Buick, | ported by Leonard A. Drake, staff 
economist of the Chamber of Com- 


27; Tempest, 20; F-85, 20; Lin- 
coln, 17; Studebaker, 17; Lancer, | merce of Greater Philadelphia. 
Passenger-car registrations to- 


15; Renault, 13; Imperial, 7; Mer- 

cedes-Benz, 7; Buick Special, 5; | talled 131,197, compared with 113,324 
MG, 5; Austin, 4; Peugeot, 4; |in 1959. He reported that the bulk 
Simca, 4; Morris, 3; Opel, 3; Tri- | of the increase was in compacts. 
umph, 3; Borgward, 2; English —ALLEN SOMMERS 


* * * 





It doesn’t matter whether you ship a two-ounce 
radio tube or a one-ton piece of earth-moving 
equipment. The moment the AIR EXPRESS /abel 
goes into place your shipment gets top priority on 
all of the nation’s scheduled airlines. We have 
enthus/astic users on both ends ot the scale. 

The reasons: your shipment flies with jet-age 
speed. And it flies first class —first on, first off, first 
there. No waiting ever for package consolidation. 
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How They're Pushing Sales... 





Dealer Ad Ideas 


Ford Dealers Sponsor Quiz 


ILLIAM W. KNOX, Norfolk, 

‘Va., has been named winner of 
a 1961 Ford Galaxie Club Victoria 
in the Ford Division’s Hi-Q Quiz 
Game sponsored by the Ford dealers 
of the Norfolk-Portsmouth area. 

Donald W. Merrick, Ford’s Nor- 
folk assembly plant manager, drew 
Knox’s entry blank from several 
thousand qualifying entries ata 
ceremony in the plant. 

The drawing was witnessed by 
representatives of the five Ford 
dealers in the Norfolk-Portsmouth 
area, each of whom took turns draw- 


Another is convenience—door-to-door service 
plus within-the-hour pickup by the AiR EXPRESs 
fleet of 13,000 special trucks, many radio-dis- 
patched for maximum speed. 

Kid-glove handling every mile of the way—to 
anywhere in the U. S. and Canada—js another 
AIR EXPRESS extra. Teletype receipt of delivery 


ing the names of 25 additional win- 
ners who will receive portable 
transistorized radios. 

Philip S. Farrand represented 
Cavalier Ford, Inc., Norfolk; Rhae 
W. Adams drew for EmRhae Ford, 
Inc., Virginia Beach; W. E. Palmer 
drew for Tyree-Jones Motor Corp., 
Portsmouth; W. G. Bruce drew 
for Bruce-Flournoy Motor Corp., 
Norfolk; and Charles D. Rollins 
represented Kimnach Motor Co., 
South Norfolk. 

ok * * 

Splitting the Price 
i MOMENT OF MADNESS” 
was staged by members of the 


Elkhart (Ind.) New Car Dealers 
Assn. as their part in the Washing- 
ton Birthday Celebration by Pierre 
Moran Shopping Center. 

Thirty-five used cars were sup- 
plied by the dealers for a day- 
long auction, Each of the cars 
had two prices on the windshield, 
the wholesale and the retail. 

To buy a car, the prospective 
buyer had to submit a bonafide bid 
between the two prices and the 
highest bidder bought the car. 

The cars were not identified as 
to dealer and each was tagged with 
the two prices. Salesmen were on 





Dealers Honor Scouts 


CLEARWATER, Fla.—The Clear- 
water Automobile Dealers Assn. 
honored 12 Eagle Scouts represent- 
ing 10 troops at a banquet. Richard 
Burkhart, CADA president, said 
the dinner, the first of its kind, 
would become an annual event. 


1961 


hand to present and demonstrate 


the various new 1961 models, 
* * oa 


Toronto Dealer’s 
Ads Feature 
Winners of $100 


‘FOGAN Pontiac, Toronto, is 

using a $100 drawing as the 
feature of its display advertise- 
ments in newspapers. 

When a salesman sells a car, he 
fills out a form showing the cus- 
tomer’s name and address and puts 
it in a sealed drum. A winner is 
picked every week by taking one 
card from the drum. 

The winner — providing he 
signs the release form which gives 
Hogan the right to use his name 
in advertising—gets $100. 

The ad announces each winner 





ing the one phone call it takes to put AIR EXPRESS 
to work for them—at amazingly low cost—and 
they’re doing it regularly. You'll like what happens 


to your competitive position, too, when you think 


on request. That’s why so many businesses are mak- 
& CALL AIR EXPRESS DIVISION OF ReE*A EXPRESS * GETS THERE FIRST VIA U. S. SCHEDULED AIRLINES 





fast... think AIR EXPRESS first! Call today... . 
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with a headline, such as “Roger 
Williams says ‘I played it right.’” 
A picture of Williams with his 
address is used to give authenticity 
to the ad. 

The ad includes a letter signed by 
the winner: “No, I’m not a famous 
pianist, but I really ‘played it right’ 
in buying my 1961 Pontiac convert- 
ible. Hogan’s not only came up 
with the best price in town, but they 
had the car in stock, then phoned 
me a week after delivery to ad- 
vise me I'd won ‘The Hogan Hun- 
dred.’ A great place to do business, 
believe me!” 

The ad then invites the reader 
to visit Hogan’s—“You could be 
a winner.” 


ICC Reorganizes 
Duties, Sets Up 


Vice-Chairmanship 


WASHINGTON. — The Interstate 
Commerce Commission has an- 
nounced a sweeping reorganization 
to strengthen the office of the chair- 
man and create the office of vice- 
chairman, 

Commissioner Rupert L, Murphy 
was elected vice-chairman, 

The reorganization will abolish 
the “reporting commissioner” con- 
cept, thus relieving the other com- 
missioners of executive and admin- 
istrative duties, and will realign 
and consolidate decisional functions 
into three instead of four divisions 
of three commissioners each. 

The plan reemphasizes that the 
chairman is the executive head of 
the commission, responsible to the 
commission for the executive and 
administrative functions of the 
commission. 

Establishment of three more em- 
ploye boards, designated Motor Car- 
rier Boards Nos, 1, 2, and 3 was 
announced also by the commission. 
Chairman Everett Hutchinson said, 
“This further delegation of author- 
ity to staff members will relieve 
commissioners from acting on an 
estimated 100 cases annually, thus 
permitting more time for considera- 
tion of major transportation issues. 

The boards will handle insurance, 
safety and leasing matters which 
do not involve testimony at public 
hearings or submission by affidavit 
of evidence in opposition. 

Meanwhile, the commission has 
moved to provide greater safe- 
guards for shippers of household 
goods against unduly low and mis- 
leading estimates of charges, delays 
in handling claims, sale of insur- 
ance by the movers and other prac- 
tices. 

The commission ordered a rule- 
making proceeding which proposes, 
among other things, that when esti- 
mated charges are below the actual 
charges, movers must relinquish a 
shipment upon payment of the esti- 
mated charges. Demand for pay- 
ment of the balance would be de- 
ferred 10 days. 


Iowa Convention 
Slates Goldwater 


DES MOINES.—Senator Barry 
Goldwater, Arizona Republican, will 
be one of the main speakers at the 
annual convention of the Iowa Auto- 
mobile Dealers Assn. here March 
26-28. Goldwater will speak at the 
noon luncheon March 28. 

Also scheduled as speakers are 
Dr. Kenneth McFarland of General 
Motors, and James Moore, executive 
vice-president of the National Auto- 
mobile Dealers Assn. 

Goldwater also will address a joint 
session of the Iowa Legislature 
while in Des Moines. 





He Likes the Job 
BURLINGTON, Vt.— Mayor 
James E. Fitzpatrick, a truck dealer, 
announced that he will seek a sec- 
ond term as the city’s chief execu- 
tive in the March 7 municipal 
election. 








DON'T REPLACE 


WINDSHIELDS 
DUE TO 


WIPER MARKS 


8-Oz. Buffing Cempound 
Special Buffing Wheel Used $15 
In Va-inch Drill 
Eneugh fer 10 Average Jobs 
Send Check er Money Order te: 


L & M COMPANY, P. O. Bex 57 
ATLANTIC BEACH, L. I., N. Y. 


How [EI iJ helps sell ; 


In metropolitan Chicago, over 40% of the homes turned to LIFE for their picture cover- | 
age of the Inaugural. This is important to marketers. In retail sales, Chicago is America’s | 
third largest metropolitan market. More people read LIFE in Chicago than any other 
general weekly or biweekly magazine. 

For 25 years, LIFE has been attracting loyal readers. Today it holds an audience of 32 
million readers from week to week. 

There’s something of special importance to you about the homes that read LIFE. They’re 
the homes with the income and interest to buy the things they see advertised in LIFE... 
the homes that, in the course of 13 issues, account for over 80% of all new car expenditures. 
That’s one of the reasons why LIFE helps sell automobiles in Chicago and all across the U.S. 
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\ Biggest Quality Audience Each Week. In metropolitan Chicago the next leading magazine. LIFE reaches America’s car-owning 
and all across the United States, an average issue of LIFE reaches households—12,570,000 of them with an average issue . . . 61°; more 
more households earning $7,500.a year and over...29°; morethan than the next leading magazine. 
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LIFE helps sell automobiles in Chicago. Edward L. Cleary, Execu- _ event are advertised in LIFE which is synonymous with integrity. 


tive Vice President of the Chicago Automobile Trade Association, The many hundreds of thousands of our visitors every year are 
which sponsors the annual Chicago Automobile Show held in additionally impressed by the quality and dignity of what they see 
McCormick Hall, says: ‘“The prestige of the Chicago Show is pro- —they have read about these products in LIFE, and it’s like meet- ) 


jected nationally by the fact that the cars that are the stars of the ing old, familiar, reliable friends.” 
How automotive advertisers rank national magazines A ' j 
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PASSENGER CAR ADVERTISING —1960 MER CA © AUTOMOBILE 
PUBLICATION ADVERTISING INVESTMENT SHOW 
$16,673,078 ROOM 


11,788,429 

6,638,046 

5,488,533 

Reader’s Digest 3,494,500 
Source: PIB T110 








automobiles in Chicago 


Memorable coverage. This is one of 9,000 photographs taken by a 64-page extra edition, sold at 50¢ a copy to almost half a million 
LIFE photographers. It appeared as part of LIFE’s 13-page report people. It’s this ingenuity and timeliness that makes LIFE a unique 
on the Kennedy Inauguration. This and other pictures, published in background for selling automobiles in Chicago and all across the U.S. 
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By Leo T. Parker 
Attorney at Law 


ONTRARY to the belief of a 

great majority of automobile 
dealers and operators, the holder 
of a usual credit card is liable for 
payment of all gasoline, oil, tires 
and accessories 
purchased by one 
who steals or 
finds the credit 
card until the 
company which 
issued the credit 
card receives a 
notice from the 
lawful owner of 
the card that the 
ecard is lost or 
stolen. 

For example, in 
Union Oil Co, v. Lull, 349 Pac. (2d) 
243, the testimony showed facts, as 
follows: An oil corporation issued 
a credit card to one Lull. Printed 
on the back of the card in fine 
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As it is with the Mackinac Bridge, the frame—or skeleton—is a vital part of modern pas- 
senger cars and trucks—is, in fact, the backbone of the vehicle. And, when all of the factors of 
rigidity, durability and load support are considered, the separate frame provides many important 


Lawsuits Affecting Dealers ... 
Court Decisions 
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print is a clause that the holder 
will pay for products delivered to 
any unauthorized person, until the 
oil company receives notice that 
the card is lost or stolen. 
Without knowledge of Lull the 
card was lost or stolen and it 
came in possession of a man 
named White who made numer- 
ous purchases of gasoline, oil, 
tires, batteries and other acces- 
sories by use of the credit card. 
The unauthorized purchases were 
made between April 26 and May 
26 by White who was driving a 
car bearing an Idaho license plate. 
The car had been stolen. 
Fifty-five separate unauthorized 
purchases totalling $1,454.25 were 
made during this period through 
the use of Lull’s card. Lull was not 
aware of the fact that unauthorized 
purchases had been made through 
the use of his card until May 26 
when he received the bill for these 
purchases together with copies of 


—_ 


advantages over the unitized concept. 


The separate frame benefits both car manufacturer and car owner. It’s safe, absorbs road 
shocks with less noise transfer, offers more resistance to stresses and strains. The separate frame 
allows for flexibility as well as quick design changes—and it permits body repairs and replacements 


at lower cost. 


The separate frame is not a static unchanging structure. Through the years its design has been 
constantly revised to meet new requirements for passenger comfort and safety. It will continue 


the credit tickets evidencing the 
sales. 


Lull immediately instructed the 
oil company by telegram to cancel 
the credit card. The oil company 
sued Lull to recover payment of 
$1,454.25. 

ok * * 

URING the trial Lull testified 

that he did not know that 
ecard No. 593-538-722 was lost or 
stolen until he received the billing 
on May 26. Furthermore, Lull con- 
tended that he is not subjected to 
liability by the provisions appear- 
ing on the back of the credit card 
because the law holds that a per- 
son is not bound by the terms of 
a written agreement if he has no 
knowledge of such terms and if a 
reasonable person would not be led 
to suspect that the terms were a 
part of the contract. 

Lull testified that he did not 
read the fine-print notice on the 
back of the card and had no idea 
that he would be liable for pay- 
ment of products that may be 
purchased by a person who found 
or stole the card. 

This court held: 

“It may be conceded that most 
persons carrying credit cards are 
not aware of the liability which 
the conditions on the card impose 


FOR STRENGTH 
AND SAFETY... 

YOU CAN’T BEAT A 
\~\_ PROPER FRAME! 
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to be adapted to new driving and styling trends as they occur in the future. 


For over 50 years Parish has been a leading producer of frames for passenger cars. We will 
be happy to place our extensive facilities and product know-how at your disposal in connection 


with any automotive frame or structural problems you may have. 
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PRESSED STEEL 


DIVISION OF DANA CORPORATION °@ 


READING, PENNSYLVANIA 





led, he is bound by the conditions 
of the contract whether or not he 
read them.” 
* * ea 

h gyri respect to Lull’s argument 

that he should not be held lia- 
ble because the notice was in small 
print which he did not read, this 
court said: 

“The contract clearly states 
that the customer guarantees 
payment for products delivered 
or services rendered ‘to anyone 
presenting this card’ and that 
this guaranty is to continue ‘until 
card is surrendered or written 
notice is received by the com- 
pany that it is lost or stolen.’ 
“Defendant (Lull) would have us 
recast the terms of the contract 
by limiting the cardholder’s liability 
to cases in which he had author- 
ized the use of the card or where, 
through his fault, the card was 
used by one not authorized to do 
so. There is nothing in the trans- 
action between the plaintiff and 
defendant which would justify this 
modification of the conditions clear- 
ly expressed on the card.” 

* ok ok 


No Search Warrant Needed 
Lip neeepiace tal a higher court held 





Pontiac Again Picked 
To Pace Atlanta Races 


ATLANTA.—A white Pontiac 
Bonneville convertible has been 
selected as the pace car for the 
Atlanta International Raceway 
for the second year, according to 
Nelson Weaver, chairman of the 
raceway corporation. He receiv- 
ed the keys to the car from 
Walter Boomershine jr., Atlanta 
Pontiac dealer. 

“The field for our second 
annual Atlanta 500 on March 
26 will include most all makes 
of American passenger cars,” 
Weaver said. 

























upon them in the event that the 
ecard is used without authorization 
by the cardholder. But the fact that 
there is a widespread misconcep- 
tion on the part of cardholders as 
to their liability does not warrant 
us in rephrasing the contract to 
accommodate that misunderstand- 
ing. 

“In the absence of proof that 
the terms of the contract were put 
in deceptive form which would 
mislead a reasonable person, and 


that defendant (Lull) was so mis- an gutemeblin Without o eeemk 


warrant. 

For example, in State of Califor- 
nia v. General Motors Acceptance 
Corp., 4 Cal. Reptr., 128, it was 
shown that a finance company held 
a chattel mortgage on an automo- 
bile whose driver was convicted of 
having in his shirt pocket a mari- 
juana cigaret. 

Although state police officers 
who searched the automobile and 
driver had no search warrant the 
higher court held that the state 
could confiscate the automobile, 
thereby causing the purchaser to 
lose all payments previously made 
to the seller of the automobile. 


Also, the amount due the finance 
company on its chattel mortgage 
was forfeited. This higher court 
said: 

“The officers had the right to 
make such precautionary search, 
and they were not required to over- 
look marijuana which came to 
their notice during such search.” 

* ok ok 


Credit-Card Insurance 
Ruled Illegal in Kansas 


TOPEKA, Kans. — Attorney Gen- 
eral William M. Ferguson has ruled 
that Standard Oil Co.’s credit-card 
insurance plan is in violation of the 
Kansas insurance code. 

In answer to a request for a rul- 
ing by John Corkhill, assistant in- 
surance commissioner, Ferguson 
said the plan resulted in the sale of 
insurance through sources not reg- 
istered as agents to do insurance 
business in Kansas. He said the law 
clearly states that insurance agents 
must be registered with the state 
insurance department. 

Corkhill said the plan was one 
by which holders of credit cards 
were offered liberal travel-accident 
insurance and the cost of the in- 
surance charged on the credit card. 


Renault Reduces 
Dauphine’s Price 


In Canada by $48 


TORONTO.—A reduction of $48 
in ‘the suggested list price of the 
Dauphine has been announced by 
Renault Canada in a series of 
policy changes. 

G. A, Hannagan, assistant gen- 
eral manager, said the reduction 
brings the Dauphine price to $1,750 
at East and West Coast ports of 
entry. 

He also announced that a new 
“package” for dealers includes 
higher parts and vehicle discounts, 
“backed up by a more streamlined 
system to operate from newly 
formed factory-distribution centers 
in Vancouver, B. C., and Halifax, 
N. S.” 

Factory branches at Montreal 
and Toronto will be improved, Han- 
nagan continued. 

He also said Renault buyers now 
receive the 12-12 warranty, with 
the extended policy applying to all 
who bought ’61 models after Sept. 
15, 1960. 

Other Renault models are the 750 
deluxe, priced at $1,398; Caravelle 
convertible, $2,598| and Estafette 
truck range, from $2,275, 


that police officers may search © 


Just as you read Automotive News with a 
more intense and moving interest than other 
publications, 5° does this big farm customer 
read his Home State Farm Paper. 

This is his occupational “trade paper.” 
than that, it’s like a visit by a friendly neighbor - - - 
bringing him local news of people and events he knows «++ 
significant stories of the latest in crops and livestock 
produced under his special conditions. 

From his Home State Farm Paper, this big farm 
customer makes his key planning an i . No 
other farm publication can match this “right where he lives” 
kind of motivation! 

Our INDIANA FARMER, OHIO FARMER, MICHIGAN FARMER, 
PENNSYLVANIA FARMER, KANSAS FARMER, MIssouRI RuRALIST 
are Top-Third Farm Markets. KENTUCKY FARMER and TENNESSEE 
FARMER serve the rich Top-of-the-South market. All are printed 
in high-quality color gravure and offset. 


What a customer he is! 


ATE CUSTOMER OWNS AND USES: 


1,046,577 
Trucks 700,604 
Field tractors 1,273,384 
Galions fuel t.) 1 ,728,170,400 
Expenditures for petroleum pr $ 342,865,903 


Total spendable farm income in these 8 states. . $11,1 77,093,000 


There’s @ whole NEW LOOK in 
Farm Paper Advertising —write 


tate Farm Papers 
singly low 
cost — no expe ; . _ t copy 
in each state, no premium. Combination rat L 
papers up to 8 (as much as $1,382.40 on a b&w page)- SrRAIGHT-LINE 
ADVERTISING services to help localize; focus and sharpen your selling. 
Send for brochure. 


Home State 
Farm Paper Unit 


1010 ROCKWELL AVENUE, 
CLEVELAND 14, OHIO 


TOP-THIRD FARM ataTEd.-:tOP-OF- TEP SsOUTH STATES 

























: PORTABLE ... PERMANENT 
KEY CONTROL FOR 24/36/48 CARS 


Hangs up—locks in desk—goes with you for 
selling. 

Any position keys safe—can't fall off. 

Large number on key tag matches same on 
panel and car sticker. 

Pat. lock—release holder for easy removal and 
replacement of keys. 

Pilfer-proof—no mix-up or tangle of keys. 
Glance tells what keys are out. 

Pat. clip-board back for writing notes/orders. 


Order Direct from 
A. N. HANNA COMPANY, INC. 
Atlantic Highlands, N. J.—AT 1-169! 
48 Keys—Silver or Gold . . .. . « $15.00 
36 Keys—Silver or Gold . ..... 11.50 
24 Keys—Silver or Gold . . .... 7.75 
Add $6.75 for Cabinet with padiock. 
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CHICAGO.—In a leaflet distribut- 
ed to its member companies and 
independent sales finance firms, the 
American Finance Conference has 
cited the “benefits which the auto- 
mobile business and the public 
would realize from proposed legisla- 
tion to prohibit automobile manu- 
facturers from engaging in retail 
financing or insuring.” 

According to the leaflet, the first 
of a series planned by AFC, such 
legislation would help restore free 
competition to the United States 
auto market, reduce car prices to 
the public, reduce finance charges, 
restore the U. S. to its leading po- 
sition in the world auto market and 
restore full employment. 

o* * * 











lobbers write for prices. 





CARBURETORS 
FUEL PUMPS 


Seal on Mileage Counter 


Proposed in California 


SACRAMENTO, Cali f.—Sealing 
of the mileage recorder on passen- 
ger car speedometers would be re- 
quired by a bill introduced in the 
Assembly by Carlos Bee, of Ala- 
meda County, 


Bee said the seal would be re- 
quired on all passenger vehicles 
first registered in California after 
next Jan. 1. The bill would make 
it a felony to tamper, break or re- 
move the seal or for car owners to 
drive when an odometer is not 
working properly. It would make it 
illegal for a car dealer to sell a 
vehicle with a broken seal unless 
notice is given to the prospective 
buyer. It also would make it a 
felony to change an odometer read- 
ing. 
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Write for 
Illustrated Catalog 


EXCLUSIVE U.S. DISTRIBUTOR 
GEON, Great Neck, N. Y., Phone: 516 HUnter 7-6600 





* * * 


Mike Persia Opens Deal 


In Greenville, S. C. 


GREENVILLE, S. C.—Grand- 
opening ceremonies were held for 
Mike Persia Chevrolet here, the 
newest Chevrolet outlet of Mike 
Persia, who also has dealerships 
in New Orleans, Houston and San 
Antonio. 

Miss South Carolina for 1960, 
Miss Sandra Browning, was Mike 
Persia’s “Queen for the Day,” and 
Mayor J. Kenneth Cass of Green- 
ville officially opened the dealer- 
ship. A street motorcade led by 
Miss Browning and a telecast 
from the firm’s showrooms were 
other features on the opening day 
of the week-long celebration. 

* * * 


Power Brake Equipment 


Erects Executive Building 


PORTLAND, Ore.—Power Brake 
Equipment Co. has completed the 
construction of a building at 1700 
S. E. 11th Ave., opposite its present 
plant at 1632 S. E. 11th Ave. The 
new building is a part of a major 


Made by a company wifh 29 years automotive experience 
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turer of Williams air and vacuum 
brake controls and equipment for 
trucks, trailers, industrial, marine, 
and Vari-tro] Dental Control Equip- 
ment. 

The 13,200 square foot building 
will house executive and general 
offices, sales department, service de- 
partment and some small assembly 
plus storage of all finished prod- 
ucts, Williams said. 

ok * * 


Chevrolet’s Jones to Head 


Car Accessory Sales 


DETROIT.—J. T. Jones jr. has 
been named manager of passenger 
accessory merchandising for Chev- 
rolet. 

Moving up in the company’s parts 
and accessories department to suc- 
ceed Jones as manager of truck 
and service accessory merchandis- 
ing is R. G. Allen, North Central 
regional parts and accessories mer- 
chandising manager. 

Jones is a 14-year parts and ac- 
cessories merchandiser who started 
his Chevrolet career in El] Paso. 
Allen joined Chevrolet as a parts 
and accessory clerk in Flint in 1946. 

* ok * 


Pontiac’s Ward Heads 


AMA Rate Committee 


DETROIT.—W alter G. Ward, 
supervisor of rates, central traffic 
department, Pontiac Motor Divi- 
sion, has been elected chairman of 
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Climatic Air auto air conditioners for 1961 offer YOU more 
Profits, more satisfied customers, 
quality performing unit. A model for every style and make 
of automobile including most foreign models and American 
compacts. The Portamatic truck unit offers the finest per- 
formance on record for every truck cab on the road. It will 
PAY you to check NOW with the auto air conditioner line 
that SELLS with a sales promotion plan for dealers: 








Portamatic 


more prestige with a 


for Distributor and Dealer information — contact: 


REERIG ERATED 


AUTO AND TRUCK AIR CONDITIONING 


3030 CANTON 804 W. ERWIN 
DALLAS, TEXAS TYLER, TEXAS 
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Auto News in Brief 


the Automobile Manufacturers 
Assn, Rate Committee, 
Ward will serve a one-year term 


succeeding Q. L. Perry, supervisor 


of rate research and analysis, traf- 
fic office, Chrysler Corp. 
* co * 


2 Carolina Men Arrested 


On Auto-Theft Charges 


LEXINGTON, N. C.—An alleged 
automobile theft ring with head- 
quarters in Lexington, which re- 
portedly sold cars all over the na- 
tion, is being investigated by North 
Carolina law enforcement authori- 
ties and the FBI. 

Police said that more than 60 
automobiles are involved. They said 
members of the ring would buy 
junked cars to get titles for the 
stolen vehicles, Officers said Ken- 
neth Justice and Woodrow McKay, 
Lexington, have been arrested and 
that warrants have been drawn for 
additional persons. 

* * 


Ford Employes Receive 


$824,430 for Suggestions 


DEARBORN.—F ord Motor Co. 
employes received $824,430 during 
1960 for ideas submitted under the 
company’s employe suggestion plan, 
according to K. D, Cassidy, indus- 
trial relations vice-president. 

Last year’s total increased to $7,- 
674,026 the amount paid to Ford 
employes since the start of the sug- 
gestion plan in August, 1947, Of 50,- 
665 suggestions submitted last year, 
21 percent, or 10,569, resulted in 
cash awards averaging $78, an all- 
time high. 

- * * 


Fla. Governor Would Drop 


$5 License for Compacts 
TALLAHASSEE, Fla.—Gov. Far- 
ris Bryant is asking the legislature 
to abolish the $5 automobile tag is- 
sued to compact cars weighing less 
than 2,000 pounds. 
It is a bid for more revenue, as 


Putting on a Front— 













last year the state sold 95,413 of 
the $5 tags. The next series of tags 
is for cars weighing from 2,000 to 
2,500 and sells for $10. 

ae ok ke 


Employe Suggestion Plan 


Pays $5 Million at GM 


DETROIT. — General Motors 
employes received more than $5 
million in 1960 for their sugges- 
tions on how to make their jobs 
safer and easier and at the same 
time improve plant operations, it 
was announced by Louis G. Sea- 
ton, vice-president in charge of 
personne] staff. 

A record total of $5,027,416 was 
paid by General Motors for the 
111,203 suggestions accepted 
under the GM Employe Sugges- 
tion Plan. This was almost $1 
million more than employes re- 
ceived during 1959 for 87,264 sug- 
gestions adopted by the com- 
pany. 

ak ok ok 
Delay Urged in Buying 
Of Impregnating Equipment 

CHICAGO.—Richard A, Mehler, 
legal counsel for the Automotive 
Parts Rebuilders Assn., has advised 
rebuilders to delay purchase of spe-. 
cial equipment to impregnate metal 
and other articles in compliance 
with Federal Trade Commission re- 
quirements. 

He said less-expensive methods 
are under consideration and a deci- 
sion is likely soon. Meanwhile, he 
urged rebuilders to make certain 
that all boxes, catalogs and ad ma- 
terial carry the words “rebuilt” or 
“remanufactured” in prominent- 


size type. 
* cd * 


50,000-Square-Foot Plant 


Added by Eis Automotive 


MIDDLETOWN, Conn.—Eis Au- 
tomotive Corp. has completed the 
second phase of an expansion pro- 
gram with the addition of a two- 
story, 50,000-square-foot manufac- 
turing building for its Brake Parts 


Line. 


The first phase, which was com- 
pleted in 1959, added 36,000 square 
feet to the company’s facilities. The 
firm now has 181,000 square feet of 
manufacturing space. 





These are the before and after pictures on a renovation project at Roy Burnett Mo- 


tors, Inc. (Plymouth-Chrysler-Imperial), Portland, Ore. The old storefront lacked any 
unifying element to tie together the block-long dealership. The new front includes a 
unifying, decorative band running along the front of the building; the 6'-foot-high 
signs identifying the makes handled, and the 44-foot-high vertical sign giving the 
dealership name. Plexiglas was used extensively in the new front. 
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Across the Nation... 





Auto Dealer Changes 


WAYNESVILLE, N. C.—Ander- 
son Chevrolet-Olds, Inc., has suc- 
ceeded Watkins Motor Co., accord- 
ing to W. H. Anderson, who 
purchased the dealership from 
M. D. Watkins. Anderson also owns 
a Chevrolet dealership in Creed- 
moor, N. C. 

ok * * 


L-M Dealership Sold 


SCRANTON, Pa.— John Bradley 
Lincoln-Mercury, Inc., has been 
purchased by Shorten Motor Co. 
(Dodge). The dealership will be 
known as Shorten Lincoln-Mercury 
Sales, Inc., and will be operated by 
James R. Shorten, president. 

* * * 


Wylie Sells in Hammond 


HAMMOND, La. — William J. 
Wylie sr. has sold his interest in 
Hammond Motors, Inc. (Ford), 
to Lionel Borden. Wylie has op- 
erated Hammond Motors for 26 
years. He began selling Fords in 
Columbia, Miss., in 1910, 

oe * * 


Chrysler Names Deal 


YOUNGSTOWN, O. — Mahoning 
Motor Co. is the new Chrysler- 
Imperial-Plymouth-Valiant dealer- 
ship here. A former Studebaker 
outlet, the firm will continue to 
handle Renault, according to Rob- 
ert H. Sweeney, president. 

* * * 


Hayes Opens New Quarters 
KALAMAZOO.—Orrin B. Hayes, 
Inc. (Checker Superba-Renault) 
has opened a new showroom. 
a * * 


Pentel Pontiac Expands 


MINNEAPOLIS. — An expansion 
and modernization program has 
been completed by Pentel Pontiac, 
720 E. Lake St. The main building 
has been enlarged to 15,000 square 
feet, said Ervin Pentel, president. 
The sales force has been increased 
from 10 to 16, he added. 

* * bd 


Harris Buys Chevy Deal 
ASHDOWN, Ark.— Lacy Harris, 
former used-car dealer in Pine 
Bluff, has purchased Johnson Chev- 
rolet Co. in Ashdown. The firm’s 
name has been changed to Lacy 
Harris Chevrolet Co. 
* * * 


Johnson, Monks Buy Deal 


EAST GREENWICH, R. I.— 
Howard M. Johnson and Morman 
J. Monks are the new owners of 
W. C. Littlefield, Inc. (Lincoln-Mer- 
cury-Comet), 4635 Post Rd. John- 
son is president and treasurer, and 
Monks is vice-president and assist- 
ant treasurer. 

* * 


Croan Motors Gets VW 


HOUSTON.—Mel Croan Motors, 
2201 Main St., has been awarded a 
Volkswagen franchise. The firm is 
headed by Mel Croan. 


* * * 


Western Olds Moves 


FORT WORTH, Tex. — Bob 
Campbell’s Western Olds has 
opened in its new location at 6618 
Camp Bowie Blvd. There are 
about 15,000 square feet of space 
under roof and 100,000 square feet 
of parking area in the set-up. 

* * * 


Bell Motor Expands 


CLEVELAND.—Bell Motor Sales 
(Borgward-Volkswagen) has been 
named a dealer for Hillman and 
Sunbeam. David Small is president. 

* * * 


Ruland Ford 


WINTER ARDEN, Fla.—William 
H. Ruland has taken over the 
Rogers-Brownlee Ford. The firm is 


now known as Ruland Ford Co. 
* * * 


Orange Buys Jarrett 


ALBANY, N. Y.—Orange Motor 
Co. Inc. (Ford), 799 Central Ave., 
has bought Jarrett Motors Inc. 
(Lincoln-Mercury-Comet-Anglia), 
945 Central Ave. The transfer was 
announced in a joint statement 
by Frank Touhey president of 
Orange Motors; Lewis F. Jarrett 
s¥., chairman, and Kenneth W. 
Jarrett, president of the Jarrett 
company. 

Orange Motors will continue to 
operate its present Ford dealer- 
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ship. The present Jarrett company 
will be known as Orange Motors- 
Lincoln-Mercury-Comet Corp. and 
will continue in its present loca- 
tion. ‘ 

* * 


Ogle Runs Buick Deal, 


Dellen Goes to Olds Firm 


INDIANAPOLIS. — Robert Ogle 
has assumed the presidency of Ogle 
Buick, Inc., formerly Ogle-Dellen 
Buick, 37 W. 38th. The 4%-year-old 
dealership has recently expanded 
its service department and sales 
facilities. 

Meanwhile, Robert (Red) Dellen 
has assumed ownership of Nanki- 
vell Oldsmobile, 5145 N. Keystone. 
The five-year-old north side dealer- 
ship has been owned and operated 
by Jim Nankivell, who has returned 
to his home in Miami where he as- 
sumed the presidency of the Dick 
Fincher Oldsmobile dealership. Del- 
len has, for the past four years, 
been president of Ogle-Dellen Buick. 

cs * * 


Imperial Motors 

IDAHO FALLS, Id.—Dell-Bell 
Motor Co. (Plymouth-Chrysler- 
Valiant-Imperial), under the new 
name of Imperial Motors has 
taken over the building formerly 
operated by Van Atta Motors at 
883 Shoup Ave. Ray Robbins is 
co-owner with Dell Girardell. 

* * * 


L-M Deal Sold 


CONCORD, Calif.—Carl E. Jeffer- 
son has purchased Montclair Motors 
Inc. (Lincoln-Mercury-Comet-Eng- 
lish Ford) at 2829 Willow Pass Rd. 
The new firm name is Jefferson 
Motors Inc. Thomas Coyne is sec- 
retary-treasurer of the firm and is 
doubling as used-car manager. 
* * a 


Kimble Motor 


ST. AUGUSTINE, Fla.—Kimble 
Motor Co. (DeSoto-Plymouth) has 
succeeded Rodden Motor Co. 
Charles Kimble is the dealer. 

* * a 


Lindsay Takes Helm 


ALEXANDRIA, Va.—Directors of 
Akers Oldsmobile-Cadillac Co. 
elected Charles T. Lindsay president 
of the firm here. Floyd D. Akers, 
former president, was elected chair- 
man of the board. 


* * * 


Quantrell Modernizes 


ST. PAUL. — Quantrell Cadillac, 
Inc., 163 W. Sixth St., has acquired 
a block-long piece of property 
across the street from its preserit 
location for a $350,000 moderniza- 
tion program, according to Art 
Quantrell, president. The 90-by-300- 


Miniature Assembly Lise 


Ford Motor Co.'s miniature automobile 
assembly line was a featured exhibit at 
the 1961 Chicago Auto Show. Originally 
built for display at Ford's Rotunda in 
Dearborn, the line duplicates the com- 
plete cycle of automobile production and 
even includes real factory noises in the 
background. Some 700 toy autos are used 
in the 30-foot-long exhibit to depict the 
various stages of automobile assembly, 
from the unloading of car parts at the 
plant's receiving dock to the shipment 
of completed cars to dealerships. Even 
the honking of the horn and the starting 
of the engine—standard tests in Ford's 
final inspection procedures—are heard in 
the recorded narration that explains the 
assembly line process. 


foot building will contain some 53,- 
000 feet of display and service area. 
+ * * 


Piscitello Boosted 


DETROIT.—William Bundy, pres- 
ident of Jerry McCarthy Chevrolet 
Co., 6250 Woodward Ave., announces 
promotion of Bart Piscitello, sales 
manager since 1958, to the post of 
general manager. Charles Caradon- 
na has been advanced to sales man- 


ager. 
* oa oe 


Marcel Motors (Dodge) 


LEWISTON, Me.—Chrysler Corp. 
has announced the appointment of 
Marcel Motors, 1155 Lisbon St., as 
franchised Dodge dealer for Andro- 
scoggin County. Marcel Moore is 
president. 

* * * 


West Side Dodge-Dart 


BALTIMORE.—New Dodge deal- 
er here is West Side Dodge-Dart, 
Inc., 3605-11 Wilkens Ave. Bill 
Schulte is president and Joseph 
Kerr, general manager. 

* cs * 


Hancock Joins Lewis 


GASTONIA, N. C.—J. K. Lewis, 
president of Lewis Motors, Inc. 
(Ford), has announced that rtin 
L. Hancock has bought part inter- 
est in the firm, and has joined the 
company as vice-president of 
sales promotion and merchandising. 
Lewis remains as president. 

*” * * 


Partners in 2nd Deal 


ST. LOUIS.—Kenneth Swenson 
and Bronk Marusic, have opened a 
Chrysler-Plymouth-Valiant dealer- 
ship at 1180 N. Highway 140 (at 
Jefferson Ave.), Florissant, Mo. 
About five years ago they formed 
the Swenson-Marusic Buick dealer- 
ship at Granite City, Ill, which 
they still continue to operate, 

* ” * 


VW Opens Ga. Deal 


ATLANTA.—Opening of a new 
Volkswagen dealership was held in 
East Point, Ga., by Cheely Motor 
Co., Inc. It is owned by C. W. Chee- 
ly, president, and his brother, E. B. 
Cheely. The brothers also own and 
operate a used-car business in At- 
lanta, 


* * * 


Boyd Hull, Inc. 


VENTURA, Calif.—Boyd Hull, 
Inc., has been awarded a Renault- 
Peugeot franchise. Hull was for- 
merly a Renault dealer in Los An- 
geles. : 


+ + 
Wirthlin to Idaho 


JEROME, Id. — Management of 
the Gore Motor has changed, with 
Rex Wirtihlin, Afton, Wyo., pur- 
chasing an interest and assuming 
management of the Ford-Mercury 
dealership in this southern Idaho 
county. The dealership will operate 
under the name of Wirthlin Ford 
Sales. 

* * a 


Croan Motors Building 


HOUSTON.—Mel Croan Motors 
(Volkswagen), 2201 S. Main, is con- 
structing a $100,000 building at the 
intersection of Old Spanish Trail 
and Del Rio. Mel Croan, owner, 
said the firm will continue to oc- 
cupy the S. Main facilities. 

* * * 


Buys Out Dasenko 


UNDERWOOD, N. D.—Floyd 
Schaeffer, partner in Dasenko Ford 
here, has purchased the interest of 
Joe Dasenko in the dealership. 
Name of the firm will not be 
changed. Dasenko has moved to 
Oregon. 


i te 
Signed for Fiat 
In South, N. J. 


NEW YORK.—tThe following new 
dealers have been appointed to rep- 
resent Fiat: 

Rich Motors, Inc., 1615 S. Brand 
Blvd., Glendale, Calif.; California 
Sports Cars, Ltd., 901 E. 1st St., 
Santa Ana, Calif.; Harrison Motors, 
Inc., 1835 N. Washington Blvd., 
Sarasota, Fla.; Marion Motors, Inc., 
411 W. Peachtree St. Atlanta; 
Rountree Olds-Cadillac Co., Inc., 
3215 Southern Ave., Shreveport, La.; 
Menzer Motors, Inc., 90 County Rd., 
Tenafly, N. J., and Bluff City Im- 
ports, Inc., 735 Union Ave., Mem- 
phis. 

Also, here are correct listings for 
Fiat dealers who have recently 










“That’s the last time Ill ever 
sell a car to a sign painter on 
payments.” 





Cicotte Import Motors, Inc., 
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Riverdale Rd., West . Springfield, 
Mass.; European Motors, Inc., 980- 
982 S. West St., Jackson, Miss.; 
Milano Motors, Inc., 709 Bedford 
Rd., Bedford Hills, N. Y.; Houser 
Buick, Inc., 215-22 Jamaica Ave., 
Queens Village, N. Y., and Stark 
Sports Cars, Inc., 1930 Lincoln Way 
E., Massillon, O. 
* 





* * 


Olson Chevrolet Burns 


CHOKIO, Minn.—Building and 
contents of Olson Auto Co. (Chevro- 
let) here was totally destroyed by 
fire of unknown origin, Estimated 
loss was $38,000. 
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CARS 





Valley Reviault Opens 


= SACRAMENTO, Calif—Valley 
Renault has been awarded a Re- 
nault-Peugeot franchise. Don Orr 
is owner and operator of:the new 
dealership at 1020. 16th Bua 


Crest Opens vw Site 
ESCONDIDO, Calif.—Opening of 





made changes in names and/or|a new and expanded Volkswagen 
addresses: 

Benter’s Import Center, 444 W. 
Main St., El Cajon, Calif.; Glenn’s 
Plymouth Center, 24789 Baseline, 
San Bernardino, Calif.; 
Motors, Inc., 
Britain, Conn.; Newell Motor Co., 


sales and service facility at 855 N. 
Broadway, Escondido, is announced 
by Harold G. Sankey and William 
Hardesty, partners in Crest Motor 
Sales. The new building is of con- 
crete block construction. The sales 
showroom covers 1,800 square feet 
while the service facilities occupy 
3,000 square feet. 


Red-B- 
1411 East St. New 


ixie Hwy., Melbourne, Fia.; 
1615 





KEEP CUSTOMERS 
COMING BACK 
FOR SERVICE! 


Once you do a LUBRIPLATE lubrication job for a 
customer, he will come back again and again. 
Drivers can quickly feel the difference. They mar- 
vel at the smoother riding and easier car han- 
dling after a complete LUBRIPLATE lube job and 
a LUBRIPLATE H.D.S. Motor Oil change. Yes, 
LUBRIPLATE lubricants are business builders. 
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Auto-Lube “A” 
Best for chassis, wheel bearings, 
universals and other car parts 
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All-Purpose 
Gear Lubricant 

Best for standard transmissions 

and all differentials 


H. D. S. Motor Oil 
Best for all crankcase use 
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Automatic 
Transmission Fluid 
Type A, Suffix A i 

Best for all automatic transmis-™ 
sions (fully approved) 












Other Lubriplate Lubricants 


Made especially for trucks, busses and tractors 


If your jobber does not regularly carry LUBRIPLATE 
lubricants, write us for source of supply. LUBRI- 
PLATE lubricants are nationally advertised. Point 
of sale material available. 


LUBRIPLATE DIVISION 
Fiske Brothers Refining Co. 
Newark 5, N. J. Toledo 5, Ohio 
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Dodge Compares Trucks .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Half-a-million tabloid-size news- 
papers comparing all 11 American- 
built pick-up trucks for 1961 have 
been distributed to dealers by 
Dodge. 

The 12-page paper, called “Close- 
Up On Pick-Ups,” gives a side-by- 
side comparison of specifications, 
special features and prices of all 
pickup trucks. 

“We want every truck prospect 
to have a complete comparison be- 
tween our Dart half-ton pickup and 
its competition,” C. P. Noonan, 
Dodge "Meoctor of sales promotion, 
said. “We are convinced that a 
great many of the readers of the 
tabloid wil conclude that our Dodge 
Dart truck is the best buy.” 

Included in the 11-truck com- 
parison are the new compact 
truck models introduced this year. 

* * * 


New Rates in Indianapolis 
The Indianapolis Star and the 


Indianapolis News have announced 
a new advertising rate discount 
plan in recognition of a _ trend 
toward uniformity of the news- 
paper discount format. 


Both papers have offered bulk 
and page frequency discounts since 
1958. The new continuity-impact 
discounts were added to the gen- 
eral rate structure March 1. 

* * * 


Look Tops in Auto Ads 


Look Magazine reports that in 
the past year it has gained more 
automotive advertising revenue 
than any other magazine in the 
United States, as shown by the 
latest figures of the Publishers 
Information Bureau. 

Specifically, automotive manu- 
facturers spent $3,209,329 more 
for advertising in Look in 1960 
than in 1959, representing an in- 
crease of 44 percent. This com- 
pares with automotive revenue 
gains of $2,854,107 for Life and 


$2,310,918 for the Saturday Even- 
ing Post. 

In the matter of advertising 
space, Look gained 42.68 pages of 
automotive advertising in_ the 
same period, This gain amounts 
to seven times the combined gains 
of Life and the Saturday Evening 
Post. Automotive page gains for 
the other two major weeklies are 
given in the PIB report as 5.57 
pages for the Post and only 63 
pages for Life. 

* * * 


Safety Article in Digest 


Reaper’s Digest joins the advo- 


cates of automobile safety belts 


with a condensation in its March 
issue of a Traffic Safety article, 
“A Seat Belt Could Save Your Life.” 

The March issue of the United 
States edition of the Dicest has a 
print order of 14,495,000, the largest 
in the history of magazine pub- 
lishing. 

* * ok 


Another Account for Brady 


American Hydraulics Co., West 
Allis, Wis., has named Brady Co. 
of Milwaukee and Appleton, as its 
advertising and public relations 
agency. 

American markets jacks and 
other automotive service equipment 
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Roof Raiser— 


Raising the roof of Renault's Caravelle 
at the Chicago Auto Show is Audrey Deck- 
man, Miss Chicago of 1959. The sports- 
type Caravelle is available in two models, 
a coupe and a softtop convertible (with 
a hardtop as optional equipment). 


through jobbers, chains and rubber 


companies. 
* ca * 


Record Print Order 


The print order of the March 
issue of the United States edition 
of Reaper’s Dicest is 14,495,000 
copies, the largest in the history of 
publishing, according to Fred D. 
Thompson, advertising director. The 
previous record total was 13,950,000 
copies for the February issue. 

* * ok 


NL&B Adds Renault Account 


Renault Distributors Corp., Wat- 
ertown, Mass., New England sub- 
sidiary-distributor of Renault, Inc., 
has selected Needham, Louis & 
Brorby, Inc., to handle its six-state 
ad program. Needham, Louis & 
Brorby also handles Renault’s na- 
tional advertising campaigns. 

David Watson, general manager 
of Renault Distributors Corp., said 
that Renault would use a news- 
paper-radio schedule in New Eng- 
land. He said local advertising 
campaigns would be coordinated 
with national programs but spe- 
cially adapted to the New England 
market. 

* * x 


Harrison Goes on the Air 

In commercials scheduled for 
nearly 10,000 spots on 192 local radio 
stations, Harrison Radiator Division 











of General Motors is making its 
first major radio advertising effort. 

Planned for continuity through 
similar sales mesages, the com- 
mercials feature Harrison car air- 
conditioning. 

Developed by Harrison and its 
advertising agency, D. P. Brother 
& Co., the series of one-minute 


_|commercials will be heard through 
July by an estimated 20 million 


listeners. All of the commercials 
are being scheduled to reach mo- 
torists during peak traffic hours — 
between 4 p.m. and 7 p.m. 


Approximately 75 per cent of the 


i) campaign is being concentrated in 


Southeastern, South Central and 
Southwestern regions where rela- 
tively warm climates make these 
areas prime markets for automotive 
air conditioning. In addition to 
blanketing these southern sections 
of the nation, the campaign ex- 
tends as far north as Ohio and 
Michigan. 

* * 


Personnel Changes 

Richard B. Neff from senior 
group head for radio, television and 
print at Compton Advertising, Inc., 
to creative staff of Geyer, Morey, 


Madden & Ballard, Inc., New York - 


... Carl L. Hilbert from magazine 
headquarters at Radnor, Pa., to ad- 
vertising sales representative for 
TV Guide in Cincinnati. 

Jeff Shea from sales manager for 
the Prest-O-Lite Division and head 
of Rebat automotive battery sales 
to product merchandising manager 
for all Autolite, Rebat and Prest-O- 
Lite automotive replacement bat- 
teries at Electric Autolite Co., To- 
ledo ... Three appointments at 
Willys Motors, Inc., Toledo: L. S. C. 
Davies from manager of sales train- 
ing and shows and exhibits to mer- 
chandising manager; Robert B. 
Kent from advertising and sales 
promotion manager at Dayton Tire 
& Rubber Co. to sales promotion 
manager at Willys, and Murray W. 
Stahl from assistant manager to 
manager sales training and shows 
and exhibits, replacing Davies. 

Alan G. Eisen from public rela- 
tions director of the Greater New 
York Council, Boy Scouts of Amer- 
ica, to vice-president of Ruder & 
Finn, Inc., New York public rela- 
tions counselors . . . A, Jay Segal 
from manager of regional editions 
to advertising services manager, and 
Frank Wolf from beverage adver- 
tising manager to sales development 
manager at TV Guide. 





With Factory and in Sales Practices .. . 


Stiffer Dealer Stand Urged 


EVANSVILLE, Ind.—The dealer 
must take a firmer stand against 
the factory if he expects to stay in 
business in these days of declining 
profits, Richard E. Meier, Limerick 
Finance Co. chairman, believes. - 

Speaking of high inventories, 
he said the dealer who has been 
doing a “decent job” of selling 
can refuse to take cars, trucks 
and service parts he doesn’t 
want. 


“With the factories getting pan- 
icky for good outlets in many 
areas,” he continued, “talk of can- 
cellation of franchise is simply a 
bluff to overload the dealers.” 

Meier added that “the auto man- 
ufacturer is in the only industry 
with no inventory or credit prob- 
lems, and they don’t want to start 
incurring them now.” 

The dealer who wants to stay in 
business must know his “proper” 
inventory requirements and say 
“no” to more than that, Meier con- 
tinued. 

“Your independent finance 
company, whether it is us or 
someone else, will back you up 
on this,” he said. 

Meier also deplored the necessity 
of the dealer making new cars 
ready for delivery. 

“Why doesn’t the dealer have the 
right to expect that the new car 
should roll off the carrier and be 
ready to drive after cleanup?” he 
asked. 

“Why should he have to perform 
final inspection and adjustment for 
the factory unless he is fully re- 
imbursed, including the manufac- 
turer’s margin of profit for so 
doing?” 

He also contended that the 
dealer should not be “obliged to 





undertake extended warranty 


service under a factory warranty 
without full reimbursement for 
his costs and overhead.” 


Finally, Meier said, the dealer 
can best aid his own cause by re- 
fusing to sell without a profit. 

“Reserves from financing institu- 
tions should be supplemental not 
primary profit sources,” he said. 


Cooper Succeeds 
Williams on Board 


Of Safety Group 


WASHINGTON. — Walter B. 
Cooper, National Automobile Deal- 
ers Assn. president, has been ap- 
pointed a director of the Auto 
Industries High- 
way Safety Com- 
mittee. 

Cooper, a Fort 
Collins (Colo.) 
Chevrolet - Olds- 
mobile dealer, re- 
places NADA’s 
immediate  past- 
president, Birkett 
L. Williams. Dur- 
ing 1953-55 Cooper 

ee served on the 
Walter B. Cooper board and as its 
secretary-treasurer in 1955, 

Cooper is president of the Colo- 
rado Good Roads Assn. and has 
served as chairman of the Colorado 
Highway Advisory Board. He served 
on the Colorado Highway Commis- 
sion for nine years and as its 
chairman for three. 

NADA also will continue to be 
represented on the committee’s 
board by Charles C. Freed, Plym- 
outh-Fiat dealer, Salt Lake City. 
Freed is an NADA director. 
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What's New... 





In Parts and Accessory Distribution 


Federal Mogul Division 


Closes California Outlet 

NORTH SACRAMENTO, Calif.— 
Federal Mogul Service, 1031 Arden 
Way, North Sacramento, has closed 
and the inventory transferred to 
branch warehouses located in larger 
cities throughout the United States. 

Federal Mogul Service, a division 
of Federal Mogul Bower, was 4 
distributor of seals and bearings 
manufactured by the parent com- 
pany, Branch warehouses now re- 
ceive their. seals from the Cold- 
water (Mich.) plant. 

* ad 


Wolt in New Post 


DENVER.—Myron D. Wolt has 
been named district manager by 
Guaranteed Parts Co., Seneca Falls, 
N. Y., manufacturer of automotive 
ignition parts. His territory will in- 
clude Colorado, Wyoming, Utah and 
New Mexico, a 

* 


Detroit Firm to Build 


WARREN, Mich. — Purchase of 
9% acres of land in this Detroit 
suburb for a new office and central 
warehouse building is announced by 
Automobile Equipment Co., Detroit 
automotive parts distributor. 

ES * 


MEMA Picks Lightburn 


RAHWAY, N. J. — James B. 
Lightburn, vice-president of Puro- 
lator Products, Inc., has been ap- 
pointed vice-chairman of a market- 


°56 Antitrust Suit 
On GMC Buses 


Goes to Trial 


DETROIT. — The antitrust com- 
plaint which the federal govern- 
ment filed against GMC Truck & 
Coach Division in July, 1956, went 
to trial here last week before Judge 
Theodore Levin in United States 
District Court. 

The civil suit charges that GMC, 
in conspiracy with four major 
transit companies, dominates the 
manufacture and sale of city and 
intercity buses. The government 
asks that GM be divested of its 
bus-making operation, 

In the 1956 complaint, the gov- 
ernment contended that GMC man- 
ufactured at least 65 percent of the 
new buses in the U. S. each year 
between 1952 and 1955 and account- 
ed for about 85 percent of the 1955 
market. 

Harlow H. Curtice, then GM 
president, denied the conspiracy 
charges. He asserted that GMC’s 
position in the bus market was the 
result of a superior product. 

In his opening statement last 
week, U. S. Attorney Walter O. 
Murphy said city and intercity 
buses are of very special construc- 
tion and that GM approached a 
monopoly in this field. 

Bruce Bromley, GM attorney, 
said it was “ridiculous to try to 
fragment the bus market by divid- 
ing it into narrow classifications 
such as Murphy did.” He said all 
types of buses should be considered 
in a monopoly case, not just one 
type. 

The government plans to present 
33 witnesses; GM, 15. Named as co- 
conspirators, but not as defendants, 
in the suit are: Greyhound Corp. 
and Nationa] City Lines, Inc., both 
of Chicago; Omnibus Corp., New 
York, and Public Service Consoli- 
dated Transport Co., Newark, N. J. 


Michigan Picks 


Driver of Year 


LANSING.—Michigan’s Driver of 
the Year is Chester L. Rhoads, 61, 
Detroit, a 21-year employe of Inter- 
City Trucking Service, Inc. 

He received the Driver of the 
Year trophy from Gov. John B. 
Swainson at the Michigan Truck- 
ing Assn.’s annual driver-awards 
banquet here. 

Rhoads has put in 32 years and 
more than a million miles of com- 
mercial driving without a single 
chargeable accident. 














ing committee set up by the Motor 
and Equipment Manufacturers 
Assn, to study industry marketing 
practices. 

* * * 


Oyster Roast Planned 

BALTIMORE, — The Baltimore 
Automotive Booster Club B-17 will 
hold its 13th annual oyster roast 
here on Saturday, March 18. The 
affair is usually «attended by large 
numbers of automotive wholesalers 
and their employes. 

6 * * 


Gulf & Western Acquires 


Two More Parts Firms 

HOUSTON.—Gulf & Western In- 
dustries has acquired two more au- 
tomotive parts firms, according to 
Thomas F, Plant, president, Ameri- 
can Parts Co., a Gulf & Western 
division. 

Patten Sales Co., Jacksonville, 








Fla., and Overseas S.A.. Mexico 
City, will become subsidiaries of 
Gulf & Western, operating under 
the company’s Automotive Parts 
Division. 

* ok * 


Regional, District Managers 


Appointed by Purolator 
RAHWAY, N, J.—Four employes 
in the After-Market Jobber Sales 


Division, Purolator Products, Inc., | § 


have been promoted to the posts of 
regional manager and district man- 
ager. 

George C. Read, Glenview, IIL, 
was appointed regional] manager of 
the Midwestern zone, and John 
Schreitmueller, Cheshire, Conn., 
was elevated to district manager of 
the Connecticut territory. Promoted 
to district manager was George N. 
Nichols, Memphis, and Rudolph E. 
Walthers, Cicero, Il, 
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Winning S-P Dealers Visit Mexico— 


Shown at historic Chipallapec Castle in Mexico City, are 26 All Star Studebaker- 
Packard dealers and their wives who were awarded a prize trip to Mexico City and 
Acapulco as winners in a company over-quota sales contest. The couples were accom- 
panied by Lewis E. Minkel, S-P marketing vice-president, and Mr. and Mrs. James H. 
Brenner. Brenner is S-P manager of the dealer business management department. 








Daybrook has the most complete line of quality 
truck equipment in the industry. Over 30 basic 
dump body styles to choose from, 52 basic hy- 
draulic hoists... hundreds of matched combi- 
nations “load-rated” to the job. You can get 
the exact package your customer needs by 
simply calling your Daybrook Distributor. 

And, to speed up the sale, Daybrook supplies 
a simple complete “load-rating” chart to match 
bodies with each size and series of hydraulic 
hoist. It tells you, and your customer, the 
exact load the hoist will lift with each size 
and length body. No other manufacturer makes 
such complete sales facts available. 


YOUNG 


SPRING 4 WIRE 
CORPORATION 





DAYBROOK 


DUMP BODIES AND HOISTS 





NOW DAYBROOK HELPS YOU 
CLOSE TRUCK SALES FASTER 
WITH EXTRA PROFIT 


Your local Daybrook Distributor has the 
know-how, ability and desire to help you sell 
trucks. He has effective sales aids, catalogs, 
complete specifications and sales manuals to 
back him, and you. He'll be glad to assist you 
throughout the sale, from contact to close. 
Call him soon, or if you don’t know his name, 
write Equipment Division, Young Spring & 
Wire Corporation, Bowling Green, Ohio. 


DAYBROOK HAS THE COMPLETE LINE 
© Dump bodies © Power Gate » 
© Power Packer ® Power Loader 
® Hoists 


EQUIPMENT DIVISION 


YOUNG SPRING & WIRE CORPORATION 
MANUFACTURERS OF 
DAYBROOK 1rruck EquirmeNT' OTTAWA CONSTRUCTION EQUIPMENT 
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Correspondent George L. Glaser Writes . . . 


Auto Letter from Europe E 
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ee Germany. — BMW 
will not produce the planned 


larger car, 
probably at the end of July. 


































reaches the market, 







power. The goal is 200 horsepower. 
Displacement will be about 91.5 























1.6-liter, medium-sized car, but will * * *¢ cubic inches. The engine drives a ‘ 
tool up for a smaller one with a| Borgward Eyed i og aaa via a multi- 
Saat SORE VCP IER ACE Saas f afhsvag: the Borgward crisis was Front and rear wheels are sus- 
(about 79.30 cubic-inch displace- over in Bremen, the newspapers | pended independently, and all have : 
ment). carried heavy advertising offering} upper and lower support arms. Dun- : 
BMW dealers still are waiting | jobs in all parts of Germany, since| lop of England supplied the brakes. c 
for an announcement, if it’s ever | ™anpower is in short supply. They are disk-type in the rear and r 
made, that as an extra-price op- Ford of Germany is said to be! are placed inboard next to the dif- A 
tion, the Model 700 could be had |/0°King into the Borgward situa-| ferential housing. C 
, tion. If Ford is interested in an- The car has coil springs all 
with a watercooled four-cylinder | other plant, the Borgward group —| around. At present, three dual We- 
engine of about 53 cubic-inch | already equipped with adequate|per carburetors are used, but gas- ) 
displacement, in order to keep | manpower—may be just the thing.|oline-injection tests are being car- 
prospects who would not buy a Ferrari in Modena, Italy, is very | ried on with Robert Bosch, of 
ah EE two-cylinder car regardless of | busy in preparing a small sports | Stuttgart, Germany. , 
- , oe a fine quality. = in ae va ae which a Front tires are 5.25x15, and rear 
; e sport engine of approxima’ i i 2 
A Used-Car ‘Supermarket’ — During 1960, BMC produced 33,-| one-liter displacement. | Se A i. So ¥ 
This used-car merchandising center has been opened by Mer-Lin Motors, Ltd. coeds tek ‘ae to eee ie “Age: [ An association has been formed together from straight steel tubes. 
(Mercury-Meteor-Lincoln-Comet-British Ford), St. Thomas, Ont. According to R. G. Daily output has been inerensed in West Berlin to plan a new mu-| Total weight is slightly less than 
Rankin, president, the three connected buildings form a self-contained dealership, offer- to 200 units seum of transportation. The old 1,000 pounds. b 
ing a separate reconditioning department, a four-car showroom for British Fords, and ; museum has not been rebuilt and is} Ferrari has this car under steady Cc! 
11 modern closing offices. The facility also features a meeting room in the basement. ee located about 10 yards inside the| tests, and further improvements can ti 
SCO ee ee ee ee VW Output Sours east sector of Berlin. be expected before the start of the © sl 
Dealers Join in Used-Car Show VOLKSWAGEN'S 1960 production | New Chairman ee ee ae ? 
BUFFALO.—Dodge dealers in the| traffic puller over the period. Car wea at ee eee” of that (Qi managing director of Opel, Soviet Saporoshez v 
Buffalo area staged a king-sized|shoppers apparently liked the idea number, 511,739 have been exported. Edward W. Zdunek, has resigned N INVESTIGATION of the Rus- g 
‘ used-car show at Memorial Audi-| Of looking at used models in heated, Biggest export outlet continues to due to bad health. The new man- sian Saporoshez discloses that C 
| torium in downtown Buffalo, tak-| comfortable surroundings. be the United States, which took | 28ing director is Nelson J. Stork.| its 90-degree V-4 engine has a bal- te 
ing over the display floor in the| Weather was generally pleasant,|37 percent more VW cars and|Zdunek stays on on special assign-| ancing weight driven by gearing. . 
big exhibit hall for a three-day/™making it easy for shoppers from / trucks in 1960 than a year before|™ent. This weight accounts for the un- 
i period. all parts of the metropolitan area! nije imports in general decreased Auto-Union announced that the| usual elasticity of the engine. It can : 
1. The promotion was designed to to attend. The dealers stressed free by 27 percent. Auto-Union and DKW cars will|/be driven in fourth gear at less : 
Au admission and free parking, with a have no major changes in 1961. than 20 miles per hour. . 
| help Dodge dealers reduce their! > i Daily production of 4,000 vehicles ae : , n 
used-car inventories and prepare|#2@nce men on the premises, no], 0°") h d the milli NSU is now permitting some | The air-cooled engine is force- 
for the start of the spring selling delays in financing, no downpay-| as been reached, an e milion-| journalists to test a car driven | cooled—not by blowing cool air over 
i ment and easy terms. per-annum figure is the goal for! by 4 Wankel engine. At this time, |the engine as Volkswagen does it 
of new cars. al .| 1961 and further, the firm said. : cig oa 
These dealerships participated: the engine is in the Prinz-Sport. | put by sucking air through the 
. Virtually every make and every/Brost Motors, Bielli Dodge, Butler| VW Managing Director Heinz| However, NSU realizes that future | finned parts of the engine and blow- | 
model was represented in the huge| Dodge, Snider Sales Corp., Great| Nordhoff hopes that from now on| cars thus equipped must have a ing it out to the rear of the car ; 
r display, lined wall to wall. The| Lakes Motors, Delacy Motor Inc.,| the long waiting lists for VW mer-| different design since the engine | While this may consume more 
H exhibit hall was open for business| Wilcox Motors, Sorce Dodge, James | chandise will disappear, but busi-| compartment needs less than half power, the Russian engineers are 
iH daily from 10 a.m. to midnight. R. Shaw Co., Pankow Motors, John|ness analysts feel that VW _ will| the space for the new powerplant. |ysing ‘the hot air to warm up the ‘ 
4 The promotion was a_ steady|L. Kruse and Wassman Bros. have to expand again, when VW’s/| Contrary to other NSU engines,| intake manifolds. 
i the Wankel _job has been liquid Compression ratio is low — be- } 
re cooled at this time. A small air-| tween 6.2 and 6.5 to 1—and first 
M4 cooled Wankel is being prepared for| gear is not synchronized. The en- si 
y i ‘ a lightweight NSU motorcycle. gine can turn up to 4,000 revolu- 8 
rt FIRST in Cleveland in Dunlop offers special tires for! tions per minute and delivers W 
4 isindinnediiabenatiiaeninsnants — ne The oor eee eee about 20 to 23 horsepower. ; 
i . and tires are equipped wi WO] It is interesting to note the Sapor- 
f new Automobile oO ee rows of 20 tungsten carbide tipped | oshez has a couniiennl oil filter on b 
Fy 1 moos: — = aie pesca ‘ “= a » does te li 
it = ow ince the c s nme cylinder head is used for 
} AD VE R ri S I N G hand at the factory, mass-produc-| each two cylinders, The car weighs P 
Z bs . tion will not be applied. However,|g little less than 1,300 pounds and n 
SIXTH in America in Total Advertising those needing tires for icy roads/yses 5.20x13 tubeless tires. Four 
can obtain them at higher price than| Soviet organizations, including the 
for usual Dunlop tires. NAMI (a research center for cars is 
in Moscow) are said to have made 
Women Are Winners this project a team effort. . 
4 | THE Monte Carlo Rally, Mrs. a 
' Anne Hall and Miss Valerie|Saxomat for VW p 
Domleo won the Coupe des Dames SAXOMAT automatic clutch for s 
award by driving a factory entry Volkswagen is in production and 
by Ford of England. Naturally, the/j, available as a factory installed | 
4 car was a new Anglia. option. 
Rolls-Royce spreads the — * * & 
of its wares by showing “that o ° : 
RR engines never die, they don’t Restraint by Renault 5 | 
even fade away.” This time they eee. still is shooting % 
discovered a Rolls-Royce Ghost for 200,000 sales in the United p 
chassis near Vancouver, Canada. In| States in 1961, but Renault is ap- te 
1910, a salmon canner, the late E.|Pproaching the U. S. market with 
V. Winch, imported the car. more restraint by planning 75,000 be 
When the car was sold, a Mr. Wil-| units for America. 





RETAIL SALES IN CLEVELAND AND ADJACENT COUNTIES 


CLEVELAND 26 ADJACENT 





liams used the chassis to power a 
generator in a logging camp. 

RR reports that in 1961, after 41 
years of service, the engine still 
does that job and just as quietly 
as a 1961 model. 

Industrie Werke, Karlsruhe, 
Germany, said to be an American- 
sponsored enterprise starting to 
produce a car which can swim, 
has placed an order for 10,000 
Triumph Herald’ engines’ in 
England, 

Scaglietti 
placed a sports coupe on a Corvette 
chassis. 

Citroen reports good progress at 
the new factory being built at 


in Turin, Italy, has 








COMMODITY CUYAHOGA COUNTY COUNTIES 1000) Rennes-La Janais, Brittany, France. 
(000) (000) The power plant has been started} | 
Total Retail Sales $2,347,689 $1,977,224 $4,324,913 oe eee ee ee ee § 
: Retail Food 581,935 498,319 1,080,254 | HERE IS THE or ear ee ' 
: Retail Drug 92,487 59,441 151,928 COMPACT MARKET F Reale tov Bucking ‘Bronce'— , 
Automotive 357.776 368.264 726.040 | WITH RETAIL SALES errart meady cog ace This motorized “bronco” is put through 
Gas Station 144.966 161.669 3 : LARGER THAN ANY OME observers believe that rac-|some acrobatic-like paces in a display 
ss $ , , ‘ 06,635 0 ing cars are useful in develop-| of rugged versatility. The Auto Union- ’ 
Furniture, Hsld. Appliances 121,723 86,025 207,748 | ONE OF 37 ing production automobiles, and| DKW “Bronco,” with its four-wheel drive, | 
(Source, Sales Management Survey of Buying Power, May 10, 1960) ENTIRE STATES since this year sees the new ral eight forward speeds and two reverse i 
Akron, Canton and Youngstown ; 5 ; Prix formula, it is well to study the| speeds, is capable of cruising at 60 miles | 
on, Canton a oungstown Counties are not included in above sales all-new jobs the major contenders|an hour. The vehicle will climb 50-degree ; 
will send into the contests. grades and will go through water up to i 
eve an l | IN DEAI KE R Ferrari has moved the engine |a depth of 19.5 inches. The unit is oh 
} behind the driver, a = = is | powered by a three-cylinder engine that | * 
- di “ e 
eo ie ore Ce ae New York, Chicago, Detroit, Atlanta, San Francisco, Los Angeles. ee a a aie v-s with eae eee areas h 
T 0, et n ° . . ° 
ey ee ee eee ee oe aeons Sane four overhead camshafts turns |and its length is 135.6 inches. Curb : 





about 9,000 revolutions per minute 
and delivers about 180 horse- 


weight is 2,387 pounds. The all-purpose 
vehicle is sold by Mercedes-Benz Sales, Inc. 
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Highways & Safety... 


_ 


Annual Vehicle Check 
Slated for May-June 


The 1961 National Vehicle Safety- 
Check campaign will be conducted 
in May and June in the states 
which do not have laws requiring 
such inspections, according to M. R. 
Darlington jr., managing director, 
Auto Industries Highway Safety 
Committee, Washington. 

The program is sponsored by 
the committee and Look maga- 
zine, with the cooperation of the 
Assn. of State and Provincial 
Safety Coordinators. 


The slogan of the campaign is 
“Join the Circle of Safety ,.. Check 
Your Car ... Check Your Driving 
... Check Accidents.” 

The inspections cover 10 items— 
brakes, front and rear lights (in- 
cluding turn signals), steering, 
tires, exhaust system, glass, wind- 
shield wipers, rear-view mirror 
and horn. 

Last year, more than 3.2 million 
vehicles were checked in 2,900 pro- 
grams conducted throughout the 
country. One out of six was found 
to need attention to at least one 
of the items inspected. 

“In the 18 states requiring peri- 
odic inspection,’ Darlington said, 
“as many as half the vehicles 
checked are rejected because they 
need safety service. 

“In a voluntary program like 
ours, cars obviously in unsafe 
condition often are never even 
brought to the check lane. That’s 
why the program needs the ac- 
tive support and participation of 


AUTOMOTIVE NEWS, MARCH 6, 



































materials for use at check lanes. 

5. Loan mechanics or other: per- 
sonnel to work at community check 
lanes to demonstrate your endorse- 
ment and support of the activity. 

6. Use the “Circle of Safety” 
theme in your regular advertising. 
Plan cooperative Vehicle Safety 
Check advertising with other local 
businessmen, 

7. Offer merchandise or service 
prizes for community drawings. 

8. Offer free Vehicle Safety 
Checks at your place of business; 
also, be a “Safety Center” for re- 
checking vehicles. 

9. Offer Safety Check “specials” 
during May and June and period- 
ically throughout the year. 

Darlington’s group is national 
headquarters for the program. 
“How-to-do-it” planning materials 
are provided to participating com- 
munities. Special banners, window 
displays, outdoor posters, leaflets 
and other promotional materials 
also are available to dealers and 
communities. 

Additional information is avail- 
able from the Auto Industries 
Highway Safety Committee, 2000 K 
St., N. W., Washington 6, D. C. 

x * * 


Interstate System 
Now Has 10,400 
Miles in Use 


manager. 


standards adequate for 1975 traffic, 
and 3,041 miles were improved to 
full capability for handling current 
traffic but will need additional im- 
provement to bring them up to the 
standards for 1975. Toll roads, 
bridges, and tunnels incorporated in 
the system, as permitted by law, 
totalled 2,264 miles. 


* tk * 
Film on Exhaust Danger 


Being Shown in Canada 


The Automotive Exhaust Re- 
search Institute’s award winning 
public service safety film “The In- 
visible Killer” is now being distrib- 
uted in Canada for television view- 
ing, it was announced by William 
E. Imhoff, institute president. 

Nearly 30 million persons have 


Over 10,400 miles of the 41,000- 
mile national system of interstate 
and defense highways are now open 
to traffic and construction is under 


all interested elements in the 
community, especially business- 
men in the automotive and allied 
industries.” 








viewed the film on TV in the United 
States and another 550,000 have 
seen the film in schools, colleges, in 





Auto dealers, tire dealers, service- 
station operators and independent 
garagemen were urged to take part 
in this year’s campaign by offering 
free inspections to customers, em- 
ployes and the public. 

“Increased parts and service 
business is a bonus benefit,” Dar- 
lington said, “in addition to the 
personal satisfaction and commu- 
nity goodwill gained from partici- 
pation in the National Vehicle 
Safety Check.” 

Darlington offered the following 
suggestions to enable dealers to 
take an active part in the 1961 
campaign: 

1. Find out if your community 
plans to conduct a local Vehicle 
Safety Check program. 

2. Contact public officials, key 
civic leaders or other interested 
individuals and offer your help 
in organizing a communitywide 
program. 

3. Identify your place of business 
with the community effort by dis- 
playing program promotional ma- 
terials, 

4. Help your community obtain 


Young passenger receives 








Transportation for the Disabled— 
room-to-room 


service clubs and fraternal meet- 
ings and in industrial groups. The 
film which depicts the dangers in- 



























way on another 4,100 miles, Federal 
Highway Administrator Rex M. 
Whitton announced. 

Information as of Dec. 31, com- 
piled by the Bureau of Public 
Roads, showed that 900 miles of 
the system were completed to final 
standards during the last three 
months, nearly double the figure 
for the preceding quarter. 

“The actual mileage in use by 
passenger and commercial vehicles 
rose from 9,579 as of Sept. 30, the 
date of the last survey, to 10,440 as 
of Dec. 31,” Whitton said. “Thus, 
over 25 percent of the interstate 
system is now open to traffic.” 

The interstate system will be the 
nation’s key highway network, serv- 
ing both civilian and defense re- 
quirements, and carrying about 20 
percent of the total] traffic. The Fed- 
eral-Aid Highway Act of 1956 re- 
quired the system to be designed to 
accommodate the traffic needs of 
1975 and assumed completion of the 
system by 1972. 

Of the 10,440 miles of the Inter- 
state System now in use by motor- 
ists, 5,135 miles were completed to 


profitable brake jobs... 


dising and promotion program 








grow! 


service via “Handi-Cab"” operated by 






' SAFETY 
BRAKE SE 


When you buy an Ammco Brake Shop, you're buy- 
ing the most popular and easy-to-use Brake Service 
Equipment available. The Ammco No. 20 Mobile 
Brake Shop enables you to do complete, accurate, 
it will turn current cus- 
tomers into more profitable customers and will help 
attract new customers. In addition you'll be person- 
ally trained in how to get the most out of your equip- 
ment, and available to you . . . acomplete merchan- 


profitable brake servicing immediately. 


Write today to see the industry's 
most comprehensive merchandis- 
ing and promotion plan... de- 
signed to help your brake service 


1961 


Mercedes-Benz Dealers Meet in Dallas— 


Company sales officials and zone sales personnel of Mercedes-Benz Sales, Inc., are 
shown assembled with M-B dealers from the company's Dallas sales zone. Promotion 
and sales plans for the coming year were discussed at the meeting by J. Bruce 
McWilliams, MBS sales vice-president, and Heinz Waizenegger, Mercedes-Benz sales 


herent in faulty automotive ex- 
haust systems, has also been used 
extensively by government agen- 
cies. 

* * * 


Tenn. Plans Aluminum Tag 


Tennessee’s 1962 license plates 
will be made of aluminum instead 
of steel, according to the State Pur- 
chasing Department. The plates will 
be issued for a three-year period 
rather than annually, and will save 
the state about $100,000, the de- 
partment said. 

a * * 


Vehicle Registration System 


Automated by Connecticut 

The motor vehicle registration 
system of the State of Connecticut 
has been completely automated. The 
state’s 1.2 million registrations now 
are processed automatically through 
a computer system, 

Under this system, a state spokes- 
man said, it is possible within a few 
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hours or in some cases minutes to 
identify the ownership of any Con- 
necticut-owned vehicle for any ad- 
ministrative or police purpose, 


NHUC Chief Asks 
Fair Distribution 
Of Highway Costs 


While it appears certain that 
Congress will have to take action 
this year to provide additional fi- 
nancing for the federal-state high- 
way program, highway users feel 
strongly that they should not bear 
the entire burden, according to 
Arthur C. Butler, director of the 
National Highway Users Confer- 
ence. ® 
Addressing a meeting of the Reg- 
ular Common Carrier Conference in 
Miami, Butler declared: 

“We already know that President 
Kennedy cited the highway pro- 
gram as one means of stimulating 
the general economy. This ‘shot in 
the arm’ is for the general good of 
the country. Highway users fer- 
vently hope that they will not be 
singled out to pay for this, as they 
were for the 1958 ‘shot in the arm.’” 

He added that he thought the 
government should be reminded 
that the users of automotive prod- 
ucts had taken “a severe beating” 
over the years by paying billions of 
dollars in so-called temporary fed- 
eral automotive excise taxes to pro- 
vide extra general revenues for 
emergencies. 

“These were the only ‘necessity’ 
products singled out, with a few 
luxuries,” he observed. 

“I think we all agree with Presi- 
dent Kennedy,” he said, “when he 
says, in effect, that because we are 
in critical times, we should be see- 
ing what we can do for the gov- 
ernment and not looking for what 
the government can do for us, But, 
in this instance, it should not be a 
case of ‘so much being owed to so 
few by so many. The financial 
burden should be shared by all.” 


YOUR PROFITS 





SERVICE METHOD 


OCCUPIES ONLY 3’ x 5’ AREA 
Profit return from Brake-Shop-On-Wheels is far greater 
per square foot than anything else in your shop. 


to help you get into indoors. 


GROW WHEN YOU 
USE AMMCO* 





®@ COMPLETE-—You don't have to buy “extras” 
to handle everyday jobs. 


® ECONOMICAL—Pays for itself, plus a profit 
with only one complete job a week. 


® RUGGED-Sturdy, precision construction for 
years of trouble free service. 


® MOBILE—Do brake work outdoors or anywhere 


°® SELLS Brake Service. Complete, effective Dealer 


Promotion Program. 
No, 20 Brake-Shop-On-Wheels complete with Drum Lathe, 


Shoe Grinder, Drum Mike, Brake Hone, and other accessories, 


NO DOUBT ABOUT IT ae 





Handicab Transport Service, Inc., Milwaukee. Company was organized by Leonard J. 
Lovdahl after he was handicapped by muscular dystrophy several years ago. He already 
has 18 specially equipped Volkswagen station wagons in service in Milwaukee, trans- 
Porting disabled children, elderly and infirm adults and post-operative patients home- 
werd bound from hospitals. The VW wagons have been modified so a wheelchair can 
oll inside via a specially adapted ramp leading through the side doors or an ambula- 
tory passenger can walk into the vehicle via a special stairwell. 






You expect more, 1S THE BUY 
and get more, 
fom ACO AMMCO TOOLS, INC., 


2150 Commonwealth Ave., North Chicago, Illinois 
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MARKER LAMP—Die cast and finished 
in triple chrome, the E13M marker lamp is 
said to provide longer bulb and lamp life. 
An exclusive Shockmount assembly isolates 
the bulb and brass socket from road shock, 
it is said. It is unnecessary to dismantle 
the E13M to install it; it fits curved and 
flat surfaces; features an adjustable base 
for proper aiming and has a snap-out 
amber lens of shatter-resistant acrylic plas- 
tic. The lamps are also being marketed 
with a conventional socket arrangement 
(13M). Both series are available with a 
choice of red, blue, green and crystal lens 
for use as auxiliary turn signals for cars, 
auxiliary fire department lamps and back- 
up and utility lights. Signal-Stat Corp., 


523-539 Kent Ave., Brooklyn 11, N. Y. 
ee ee 





SURFACE CLEANER — Aro Equipment 
Corp., Bryan, O., has announced an all- 
purpose, high-velocity surface cleaner call- 
ed ‘‘Aro-Spray.”’ The cleaner uses an air- 
actuated pump to create a high hydraulic 
presure to force the solvent through a spe- 
cial nozzle. The Aro-Spray units fits all 
containers up to 55-gallon drums. Either 
hot or cold water may be used. A special 
low-foam cleaning compound known as 
“Aro-Spray” detergent is available in five, 
25 and 50-pound containers for use with 
the unit. 





WARNING LIGHT—An emergency warn- 
ing light has been introduced.by Yankee 
Metal Products Corp., 25 Grand St., Nor- 
walk, Conn. The 360 degree warning light, 
by the rapid, simultaneous flashing of 
front and rear lights alternating with the 
flashing of lights to the sides, is visible 
for over a mile, it is said. The lamps are 
made of rustproof die-cast and finished in 
the Duplex Nickel process and Yankee’s 
exclusive blue-white chrome-plate. The al- 
ternating flasher operates magnetically— 
75 flashes per minute. No lubrication or 
upkeep required. 

o> Kus 


Trailer-Roof Repair Kit 
Trailer-roof repairs can be com- 
pleted quickly and easily with Sili- 
cone S-35 Asbestolite roofing-repair 
kit, according to Monroe Co., Inc., 
Dept. TK-1260, 10703 Quebec Ave., 


AUTOMOTIVE NEWS, MARCH 6, 1961 





TRUCK NEW PRODUCTS 





Cleveland 6, O. The Silicone S-35 
aluminum shield remains flexible, 
impervious to extreme temperature 
changes and will not crack, lift or 





pull loose, Monroe said. 


* * * 





PARCEL DELIVERY BODY —This Crown 
body is available in three types of body 
materials — steel, aluminum or fiberglass. 
The compact design parcel delivery body, 
announced by Crown Steel Products Co., 
Orrville, O., features insulated roof and 
side panels, flush mounted sliding side 
door, fiberglass wheel housings, full width 
triple hinged doors with glass and quick- 
drop front panel for engine servicing. The 
body mounts on the Ford, Chevrolet, GMC 
or Dodge forward control chassis. The load 
capacity is approximately three-quarter 
ton on the 102-inch wheelbase with the 
135 horsepower engine. On the 96-inch 
wheelbase, the cubic capacity load space 
is approximately 248 cubic feet, and on 
the 102-inch wheelbase, the cubage is ap- 
proximately 279 cubic feet. Overall length 
is 167 inches on the 96-inch wheelbase, 
and 173 inches on the 102-inch wheelbase. 
Standard equipment is said to include 
heavy-duty bumpers front and rear, dual 
windshield wipers, heaters and defroster, 


glass in rear doors and dual side mirrors. 
ae ee 





DIRECTIONAL SIGNAL — Sparton Auto- 
motive, a division of Sparton Corp., Jack- 


son, Mich., has introduced a_ simplified 
four-wire combination, self-cancelling di- 
rectional signal switch and traffic warning 
signal—Class A to the trucking industry. 
The switch, the Sparton SCS-3RW Sparton 
Roll-O-Turn, is said to meet the new Inter- 
state Commerce Commission regulations. It 
incorporates a four-way flashing control 
switch for traffic hazard warning, and a 
control lever. While it has the four-way 
flashing feature, the switch meets all re- 
quirements for use as a self-cancelling 
switch or for manual operation, it is said. 
The switch has a die cast, black enameled 
housing with a green lens pilot light. It is 
13%, inches high and 7% inches long, in- 
cluding control lever. It comes with a pilot 
light bulb and 24-inch wire harness. 
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RADIUS RODS—Specifically designed to 
carry driving and braking forces directly 
to the frame and let springs carry only 


the load, these radius reds are said to 
save both center-bolt and spring leaves 
from damage. Once installed, manufac- 
turer Truckstell Mfg. Co., 3490 W. 190th 
St., Cleveland 9, O., states, the radius 
rods never need adjustment and keep the 
driving axle aligned, eliminating excessive 
tire wear. Use of rubber bushings act as 
shock absorbers. Package sets are avail- 
able for all medium and heavy-duty trucks 


and feature easy installation without re-' 


moving rear springs or U-bolts, it is said. 





FLAT TRAILER—Rogers Bros. Corp., Al- 
bion, Pa., has added Model HFT25DxX to its 
extendible flat line. The unit is equipped 
with 10.00x15, 12-ply tires and has a drop 
deck which produces a 44-inch deck height. 
The unit is said to feature a foolproof, 
air-operated deck lock, and is available 
with a choice of rear axle suspensions: 
Spread tandem, sliding tandem and triple- 
axle tandem. It will haul bulky, high loads 
with the deck in the 35-foot closed posi- 
tion, and long loads with the deck in the 
45 or 55-foot open positions. 

ee oe 














POWER AMPLIFIER—A mechanical power 
amplifier designed for applications requir- 
ing higher horsepower ratings to move 
heavy loads has been introduced by Sen- 
eca Falls Machine Co., Electronics Division, 
Seneca Falls, N. Y. The unit is said to pro- 
vide up to 2¥% times greater torque out- 
put over previous units and will amplify 
the 1/30th horsepower output of a two- 
phase servo motor to deliver and control 
up to 4 horsepower. The Seneca Falls pow- 
er amplifier, No. 13TAA0024, is said to 
Provide continuous power over a 50-1 
speed range with greater ranges avail- 
able for special applications and will am- 
plify torque from any control input device. 
The unit has been designed with an ex- 
ternal cooling system which .recirculates 


oil in the box throughout the housing to 
dissipate heat and give high continuous 
horsepower ratings. 























DUAL WHEEL ADAPTERS—A line of dual 
wheel adapters, with fenders, for all makes 
and models of pickup trucks, have been 
announced by Dualmatic Products Co., P. O. 
Box 419, Longmont, Colo. This includes 
all two and four-wheel drives in the ', 
3%, and one-ton series from 1950 through 
1961. The addition of dual wheels to a 
pickup are said to offer double traction, 
eliminate much of the sway in high and 
heavy loads, such as campers, better por- 
formance and driving ease when towing 
any type trailer and eliminate overloaded 
tires. 

ce) hoe 
Dana Trailer Features 


Air-Inflated Balloon Rollers 


A boat trailer which supports 
boats on air-inflated balloon roll- 
ers has been developed by Parish 
Pressed Steel Division, Dana Corp., 
Reading, Pa. 

The trailer, called Dana Hull- 








Gard, can be converted to allpur- 
pose, allseason hauling by attach- 
ment of a cargo body. The body 
makes a camp-site shelter or sieep- 
er when a canvas roof is added, it 
is said. 





TRAILER BODY—The Model “XL"’ trailer 
body, utilizing one-inch ‘‘V” corrugations, 
and designed for maximum legal payload 
with lightest possible empty weight, has 
been introduced by Galion Allsteel Body 
Co., Galion, O. The secret of the unit's 
design is said to be the boxed top roll 
section which acts as a strong compres- 
sion member and provides maximum pro- 
tection against side spreading at any stage 
of the dumping cycle. The new light-weight 
bodies are built without weight-wasting 
longitudinals; instead a 6 by 70-inch stub 
longitudinal is employed to hinge the body 
to the chassis. Available in standard 
lengths of 16 to 28 feet with a capacity 
range of 10 to 35 cubic yards, the Model 
“XL” trailer body can be used with any 
combination of axles depending on the 
existing state weight laws, it is said. 

. oo 








BOLTING SYSTEM—Adams Rite Mfg. Co., 
540 W. Chevy Dr., Glendale 4, Calif., has 
announced a line of two and three-point 
door bolting systems for installation on 
utility trucks and other service vehicles. The 
company notes that the systems are engi- 
neered to provide positive closure and are 
manufactured of stainless steel and/or 
aluminum alloy. All systems are available 
with suitable accessory hardware, includ- 
ing turns for flush mounted installation or 


locking and non-locking handles. 
es" 8 








FUEL TANK CAPS—Protection against 
fuel theft, tampering and vandalism for 
highway truckers and construction equip- 
ment operators has been announced by 
Velvac, Inc., 3534 W. Pierce St., Milwaukee 
15, Wis., in the development of a line of 
locking fuel tank caps. This line of caps, 
Velvac Series 68L, fits most fuel tanks. 
They are available in three sizes, fused 
and vented, as required by individual 
types of fuel tanks, it is said. Each cap is 
supplied in a wide choice of key and 
tumbler arrangements. 








OVERLOAD SPRING—The lLaher over- 
load spring increases payloads up to 1,500 
pounds for ‘60 Chevrolet and GMC ¥% and 
%,-ton panel and pickup trucks, according 
to Spring Division, Laher Spring & Electric 
Car Corp., 2615 Magnolia St., Oakland, 
Calif. The weight is distributed evenly and 
the padding adds to riding quality and 
protects axle, it is said. Kit includes five 
leaves of alloy spring steel and all neces- 
sary bolts and brackets for installation. 
The Laher shock booster coil springs ose 
installed on the rear shock absorbers and 
held securely by malleable castings. The 
amount of extra support can be varied by 
changing the position of the castings up 
or down on the shock. 





OIL FILTER—A _ high-capacity, heavy 
duty oil filter assembly for engines requir- 
ing ‘'arge quantities of filtered oil has 
been announced by AC Spark Plug Divi- 
sion, Flint 2, Mich. The AC filter, called 
the S-75, is designed for applications with 
crankcase capacities up to 20 quarts. It 
will operate as a single unit or with multi- 
ple units installed in parallel, and can be 
used in addition to existing full-flow 
filters to provide additional filtration. Uni- 
versal brackets and variable restriction ori- 
fices for all installations are provided in 
the filter package. The filter assembly is 21 
inches high and nine inches in diameter. 


It uses AC’s C-267 replacement element. 
ee 





TRUCK BODY—A compact, temperature- 
canditioned truck for multiple-drop deliv- 
ery of packaged meats, fish, ready-to-bake 
products and similar perishables, has been 
announced by Hunter Mfg. Co., 30539 
Aurora Rd., Cleveland 39, O. The insulated 
truck body is available in eight or 10-foot 
lengths for one-ton and 1¥-ton chassis, 
respectively. The eight-foot body provides 
more than 180 cubic feet of refrigerated 
cargo’ space with over 3,000-pound pay- 
load capacity, the 10-foot body approxi- 
mately 250 cubic feet with up to 2¥%-ton 
payload capacity, it is said. Both models 
have four-inch fiberglas insulation, ceiling, 
floor and walls. 


? 
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youd think the piano came with your new Uldsmobile 


(when your new Olds comes with a eceais Oldsmobile Radio!) 


You see, a genuine Oldsmobile Radio is the only one (really, the only one) built just for an 
Oldsmobile, and no other car. And every part, down to the power transistor, is specially made 
to fitan Oldsmobile’s particular acoustical needs. 

Listen, you can tell. And we don’t mean only on nice clear days and quiet little streets. 
Take it over back roads and wind-swept toll roads and roads sandwiched between skyscrapers. 
Nothing comes between you and the softest tinkling on the piano keys. The In-Person Sound of a 
genuine Oldsmobile Radio stays with you no matter what. 

You get Straight-Line Tuning, too—something brand new. All the stations are evenly spaced 
across the dial, so you can easily separate one from another by touch. 

Be careful, though. It’s possible to get a substitute radio without In-Person Sound and Straight- 
Line Tuning. Nor will it be styled to blend in with the dashboard and not hang there like an 


OLDSMOBILE RADIOS ARE MADE BY [ISFLCO FRADIO “ah 


ornament. But that won’t happen if you just be sure to tell your dealer you want the genuine 
General Motors built radio for your General Motors car. Play it by ear, and you won't go wrong. 





2K Look for the name.OLDSMOBILE on the dial 


NO. 4 IN DELCO RADIO’S CONSUMER ADVERTISING CAMPAIGN FOR 1961 
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Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 


steering. 
* * 


NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of Feb, 23. 
Market firming up very strongly, Definite 
upturn in activity, 
consignments. 
BUICK—’57 Century 4-dr. Riviera, $650* 

(ps); Special 2-dr. Riviera, $650* (ps). 

56 RM 2-dr, Riviera, $400* (ps). 

’55 Super 2-dr. Riviera, $225*, 

’54 Special 4-dr., $150*. 


CHEVROLET — '59 Parkwood (6) 4-dr., 
$1,275*; Bel Air (8) 2-dr., $1,200", 
$1,100*. 


’58 Bel Air (8) 4-dr., $880*; sport sedan, 


$905* (ps); Delray (6) 4-dr., $825*. 
’56 Two-ten (6) 4-dr., $500*; 2-dr., 
$400. 
’55 Bel Air (8) 2-dr., $380*; Two-ten 


(6) 2-dr., $260. - 

CHRYSLER—’56 Windsor 2-dr., $430*. 
55 NY 4-dr., $325*. 

DODGE—’56 Royal (8) 2-dr., $180*. 


EDSEL—’58 Citation 4-dr. hardtop, $670* 
(ps). 
FORD—'60 Ranch Wagon (6) 2-dr., $1,- 
250". . . 
’59 Fairlane 500 (8) 2-dr, Victoria, $1,- 
200*. 
’58 Fairlane (8) 2-dr., $680*. 


’57 Ranch Wagon (6) 2-dr., $570. 

756 Custom (8) 2-dr., $300*; 4-dr., $285* 
(ps); Country Sedan (8) 4-dr., $450* 
(ps). 

MERCURY—’57 Monterey 4-dr., $475*. 


’56 Custom 2-dr. hardtop, $330*. 

’55 Monterey 2-dr. hardtop, $250. 
NASH—’55 Ambassador (8) 4-dr., $175*. 
OLDSMOBILE—’59 (88) Super 4-dr. Holi- 

day, $1,625* (ps). 

*58 (88) Super 2-dr. Holiday, $1,125* 

(ps). 

56 (98) 2-dr, Holiday, $320*. 

PLYMOUTH — ’59 Belvedere (6) 4-dr., 


$850. 
’57 Savoy (8) 2-dr. hardtop, $385* (ps). 
’55 Belvedere (8) 4-dr., $330*. 
PONTIAC—’57 Chieftain 2-dr. 
$650*. 
’56 Chieftain 4-dr. Catalina, $450*, 
’55 Chieftain 4-dr., $255. 
RAMBLER—’58 American (6) 2-dr., $610. 
*56 Custom (6) 4-dr, hardtop, $330. 


DAYTONA BEACH, FLA. 


Florida Auto Auction, Sale every Tues- 
day. Prices are for sale of Feb, 21. : 
BUICK—’60 LeSabre 2-dr. hardtop, $2,100* 


Ss). 

1 Tavita conv., $1,500* (ps); 2-dr. 
hardtop, $1,390* (ps); LeSabre 2-dr., 
$1,200* (ps). 

*57 RM 2-dr. Riviera, $850* (ps). 
CADILLAC—’60 (62) conv., $3,760* (ps). 
’58 (62) 4-dr. hardtop, $1,665* (ps). 

’55 (62) 2-dr. hardtop, $695* (ps), 

’54 (62) 4-dr., $400* (ps). 

CHEVROLET—’61 Impala (8) sport sedan, 


Catalina, 


$2,510* (ps). 

60 Impala (8) sport sedan, $1,950* 
(ps); 4-dr., $1,595*; Bel Air (8) 4-dr., 
$1,625*; Biscayne (6) 2-dr., $1,375. 

*59 Impala (8) sport coupe, $1,410* 
(ps), $1,400*; sport coupe, $1,320*; 
4-dr., $1,320*; Parkwood (8) 4-dr., 
$1,370*, $1,310*; Bel Air (8) 2-dr., 


$1,180*; 4-dr., $975* (ps). 

58 Bel Air (8) 4-dr., $1,000*; Biscayne 
(6) 4-dr., $635*, 

57 Bel Air (8) sport sedan, $550* (ps); 
conv., $815* (ps); sport coupe, $765*; 
4-dr., $750*; Two-ten (8) 2-dr., $575. 

’56 Two-ten (8) station wagon, $505*; 
4-dr., $440; One-fifty (6) 4-dr., $185*. 

CHRYSLER—’55 NY 4-dr., $490* (ps). 

COMET—'61 Comet 2-dr., $1,385*. 

DeSOTO—’58 Fireflite 2-dr. hardtop, $965* 
(ps); Firedome 4-dr., $770* (ps), 


’57 Firesweep 2-dr, hardtop, $415* (ps). 
DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,375* (ps). 
EDSEL—’59 Ranger 4-dr. hardtop, $710*. 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,800* (ps); Galaxie (8) 4-dr., $1,- 
540* (ps); Falcon (6) station wagon, 
$1,450; 2-dr., $1,390, $1,275; Fairlane 
500 (6) 4-dr., $1,385*. 
’*59 Galaxie (8) skyliner, $1,560* (ps); 


4-dr. Victoria, $1,550* (ps); 4-dr., $1,- 


100*; Country Sedan (8) 4-dr., $1,- 
435*, $1,330* (ps), $1,100; Fairlane 
500 (8) 4-dr., $1,230*, $1,215*, $1,- 


200*, $1,160*; Fairlane (8) 2-dr., $950, 
$915; Custom 300 (8) 2-dr., $825*, 
*58 Country Sedan (8) 4-ir., $800*, 


Sold 50 cars from 73 








Average Price of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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Prices of ’61s added and ’53s dropped in November, 1960. Prices of ’60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars, 


Country Sedan (6) 4-dr., $165*; Main 


(6) 2-dr., $160*. 
IMPERIAL—’59 Imperial 4-dr. hardtop, 
$2,670* (ps). 
’57 Imperial 4-dr, hardtop, $775* (ps). 


LINCOLN—’53 Cosmopolitan 4-dr., $150* 
(ps). 
MERCURY — ’57 Montclair 4-dr., $615* 
(ps). 
’55 Montclair 2-dr. hardtop, $385* (ps). 
OLDSMOBILE — '59 (88) 4-dr. Holiday, 
$1,600* (ps). 
’58 (98) 4-dr. Holiday, $1,090* (ps); 
(88) conv., $950* (ps). 
55 (88) 4-dr., $400* (ps), 
’40 4-dr., $100*. 
PLYMOUTH—’60 Suburban (8) 4-dr., $1,- 


715* (ps); Fury (8) 2-dr, hardtop, $1,- 
600* (ps). 

’59 Suburban (8) 4-dr., $1,490* 
Suburban (6) 4-dr., $900* (ps); 
(8) 2-dr, hardtop, $1,150* (ps), 

"58 Belvedere (6) 2-dr, hardtop, $675* 
(ps); Savoy (6) 4-dr., $515*, 

’56 Plaza (6) 2-dr., $185. 

PONTIAC—’60 Bonneville sport coupe, $2,- 
380* (ps); Safari 4-dr., $2,260* (ps); 
Catalina sport coupe, $2,110* (ps), 

’5S Star Chief 4-dr., $865*, 

’57 Chieftain 2-dr., $585. 

’56 Star Chief 2-dr. Catalina, $440*. 


(ps); 
Fury 


RAMBLER—’'60 Ambassador (8) station 
wagon, $1,735* (ps); Custom (8) sta- 
tion wagon, $1,435. 

‘59 Ambassador (8) Cross Country, $1,- 
365*. 
’58 Super (8) 4-dr., $800. 
MISCELLANEOUS—’59 Ford %-ton pick- 


up, $825*. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- 
day. Prices are for sale of Feb. 23. All 
sharp cars through 1960 models selling 
with prices inching upwards. Sold 143 cars 
from 231 consignments, 
BUICK-—’'60 LeSabre 4-dr., 

$1.650* (ps). 

’58 Century Estate Wagon 4-dr., $1,205* 

(ps). 


$1,680* (ps), 


"57 Special 4-dr. Riviera, $615* (ps). 
’56 Special 4-dr., $565*. 
CADILLAC—’59 (62) 2-dr. hardtop, $2,- 


595* (ps), 

"58 (60) Special 4-dr., 2 at $1,820* (ps). 
"55 (62) 4-dr., $605* (ps), 
CHEVROLET—’61 Corvair (500) 

$2.260* (ps). 
*60 Impala (8) 2-dr., $2,240* (ps); conv., 
$2,160* (ps); Parkwood (8) 4-dr., $1,- 


(6) 4-dr., 


680* (ps). 

’59 Impala (8) 4-dr., $1,410*; Bel Air 
(8) 4-dr., $1,290*, $1,130. 

"58 Bel Air (8) 4-dr, hardtop, $840* 


(ps); 4-dr., $815; station wagon 4-dr., 
$815; Biscayne (6) 2-dr., £800*; 4-dr., 
$815. 

’57 Bel Air (8) 2-dr., $790*; 4-dr., $775*, 


$655*: Two-ten (8) station wagon 4- 
dr., $785*; Two-ten (6) 2-dr., $700*; 
4-dr., $575*, 

*56 Bel Air (8) 4-dr., $635*, $575*. 

*55 Bel Air (8) 2-dr. hardtop, $520*; 
2-dr., $420* (ps); 4-dr., 3400*; Two- 
ten (6) 2-dr., $325*, $235. 

CHRYSLER—’58 Saratoga 4-dr., $925*. 
DODGE—’56 Coronet (8) 4-dr., $410*. 


’55 Coronet (8) 2-dr. hardtop, $225*. 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,550* (ps), 


’60 Thunderbird (8) 2-dr. hardtop, $2,- 
770* (ps); Galaxie (8) starliner, $1,- 
685* (ps); 2-dr. hardtop, $1,680*; Fal- 
con (6) 2-dr., $1,330, $1,280; Ranch 
Wagon (6) 2-dr., $1,260. 

’59 Galaxie (8) 2-dr, Victoria, $1,220* 
(ps), $1,180* (ps); Custom (8) 2-dr., 


$925, $875, $850, $815. 

*58 Country Sedan (8) 4-dr., $820; Ranch 
Wagon (8) 2-dr., $730, $690*; Fair- 
lane (8) 2-dr., $640*. 

’57 Country Sedan (8) 4-dr., $810* (ps), 


$730* (ps), $695* (ps); Ranch Wagon 
(6) 2-dr., $640*, $595*; Fairlane (8) 
4-dr., $590*; Custom (6) 4-dr., $530; 
2-dr., $480; Custom (8) 4-dr., $520, 
$495. 

’56 Fairlane (8) 4-dr., $550*, $460*; 
conv., $500* (ps), §485*; 2-dr. Vic- 
toria, $450; 2-dr., $425*; Custom (6) 
2-dr., $370*, $280; Custom (8) 2-dr., 
$350. 

MERCURY—’58 Monterey 2-dr. hardtop, 
$675*. 


’57 Montclair 2-dr. hardtop, $580*; Mon- 
terey 2-dr. hardtop, $485* 


OLDSMOBILE—’57 (88) 4-dr., $850* (ps). 


’56 (98) 2-dr, Holiday, $450*, 
*55 (88) 4-dr., $555* (ps), $485* (ps); 
2-dr., $255*. 
PLYMOUTH—’'61 Savoy (8) 4-dr., $2,210*. 
"58 Savoy (8) 4-dr., $635. 
’57 Plaza (8) 4-dr., $400*. 
’56 Savoy (8) conv., $295* 


$740*; Fairlane (6) 4-dr., $545* (ps).| PONTIAC—’56 Chieftain 2-dr, Catalina, 
757 Fairlane 500 (8) 4-dr. Victoria, $545*; Safari 4-dr., $415*, 

$720*; 2-dr., $675* (ps); Custom (6) ’54 Star Chief 4-dr., $380* (ps). 

4-dr., $325* (ps). RAMBLER—’57 Super (8) 4-dr., $630*. 


56 Fairlane (8) 4-dr., $430* (ps). 


’5S Fairlane (8) 2-dr. Victoria, $260; 


’56 Custom Cross Country 4-dr., $485, 


$450*, $285. 
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@ 1961, by Automotive News 


MISCELLANEOUS—’57 Chevrolet El Ca- 


Century 4-dr. Riviera, $635* (ps). 


mino, $805; Ford (8) %-ton pickup, ’56 RM 4-dr. Riviera, $495* (ps); Super 
$710. 2-dr. Riviera, $485* (ps). 

’56 Ford %-ton pickup, $470. CADILLAC—’60 de Ville 2-dr. hardtop, 

$4,400* (ps), $4,350* (ps); 4-dr. hard- 

top, $4,350* (ps), $3,975* (ps); (62) 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are for 
sale of Feb. 21. 


conv., $4,350* (ps), $4,100* (ps); 2-dr. 

hardtop, $3,740* (ps); 4-dr., $3,650. 
"59 de Ville 2-dr. hardtop, $3,600* (ps), 

$3,350* (ps), $3,250* (ps); 4-dr. hard- 


BUICK—’59 Electra 225 conv., $1,765* top, $3,450* (ps); (62) 4-dr., $3,250* 
(ps); LeSabre 2-dr. hardtop, $1,700* (ps), $3,235* (ps), $3,015* (ps). 
(ps); Invicta 4-dr. hardtop, $1,685* ’58 (60) Special 4-dr. hardtop, $2,675* 
(ps). (ps); (62) Sedan de Ville, $2,385* 

’58 Special 2-dr., $685. (ps). 
‘57 Super 2-dr. Riviera, $920* (ps); ’57 (60) Special 4-dr. hardtop, $1,890* 












(ps), $1,785* (ps), $1,710* (ps), §$1,- 
685* (ps); (62) 2-dr. hardtop, $1,795 
(ps), $1,650* (ps), $1,635* (ps). 


"56 (60) Special 4-dr., $1,325* (ps); (62) 
Coupe de Ville, $1,085* (ps); Sedan de 
Ville, $1,070* (ps); 2-dr. hardtop, 
$905* (ps); conv., $800* (ps). 

CHEVROLET—’61 Corvair (6) Monza 2- 
dr., $2,035. 

’60 Impala (8) sport sedan, $2,135* (ps); 
sport coupe, $2,000* (ps); conv., §$2,- 
000*; Impala (6) sport coupe, $1,855; 
Parkwood (6) 4-dr., $1,685*; Corvair 
(6) Deluxe 4-dr., $1,555*; 2-dr., $1,- 
460*. 

’59 Impala (8) sport coupe, $1,760* (ps), 
$1,725*, 2 at §$1,680* (ps), $1,675* 
(ps), $1,615* (ps), $1,535* (ps), $1,- 
535*, $1,400* (ps); sport sedan, $1,- 
675*, $1,615* (ps), $1,585* (ps), $1,- 
580* (ps); 4-dr., $1,455*; Impala (6) 
sport coupe, $1,550*; Bel Air (8) 2- 
dr., $1,400; 4-dr., $1,250*; Bel Air (6) 
2-dr., $1,055, $1,000; Brookwood (8) 
2-dr., $1,360*, $1,340*; Brookwood (6) 


4-dr., $1,220; Biscayne (8) 4-dr., §1,- 
135”. 
’58 Corvette (8) conv., $2,075; Impala 


(8) sport coupe, $1,325, $1,275; conv., 
$1,045*, S985* (ps); Nomad (8) 4-dr., 
$1,270* (ps); Bel Air (8) 2-dr., $1,- 
185; sport sedan, $980* (ps), $855*, 
$750* (ps); 4-dr., $925*; Brookwood 
(8) 4-dr., $1,035* (ps); Biscayne (8) 
4-dr., $895*, $750, $685. 

’57 Corvette (8) conv., $1,375; Two-ten 


(8) sport coupe, $985*; 4-dr., $595; 
Two-ten (6) 4-dr., $695*; Bel Air (8) 
sport coupe, $935*, $925* (ps). 


’56 Nomad (8) 2-dr., $970* (ps); Bel Air 
(8) sport coupe, 2 at S800*, $685; 
sport sedan, $690*, $645*; 4-dr., $580*; 


conv., $550; Bel Air (6) sport coupe, 
$495; Two-ten (8) station wagon, 
$635*; 4-dr., $535*; Two-ten (6) Del- 


ray, $440; One-fifty (8) 2-dr., $575. 
’55 Bel Air (8) sport coupe, $700, $475*; 


4-dr., $535* (ps); conv., $405*, $390*; 
Bel Air (6) 4-dr., $425, $345*; Nomad 
(8) 2-dr., $545*; Two-ten (8) station 
wagon, $495*; Two-ten (6) 2-dr., 
$470*; Delray, $370*, $335; One-fifty 
(6) 2-dr., $320. 

CHRYSLER—’59 Windsor 4-dr. hardtop, 


§1,800* (ps). 
"57 NY 4-dr. hardtop, $1,135*. 
’55 Windsor 2-dr. hardtop, $330*. 
DeSOTO—’57 Fireflite 2-dr. hardtop, $825* 
(ps), $750* (ps); 4-dr., $495*; Fire- 
dome 2-dr. hardtop, $700* (ps), $685* 


(Continued on Page 52, Col. 3) 
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ALABAMA MICHIGAN 


JOHNSON AUTO aN Sse 


AUCTIONS ae ss 
Huntsville, Ala.—Friday ee eee See seer 


Wednesday at Noon 
100% Insured—No Registration Fee 








19241 Dix—Toledo Highway—Route 25 
Just 2 mile from Detroit City Limits 


MELVINDALE, MICHIGAN 
PHONE: DUnkirk 3-0150 


Flint Auto Auction, Inc. 
FLINT, MICHIGAN 
Exclusively for Dealers 


CONNECTICUT 





NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our [4th year 
of continuous operation. 


Sale every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 
Warehouse Point, Conn. 

















COLORADO @ "DUAL RING" 2 lines running simultane- 

ously, ; 

Colorado Auto Auction © Conveniently located in the heart of the 
A automobile world. 

4285 So. Santa Fe, Littleton, Colorado © Ten acres of completely fenced parking 


Phone: SU |-782/ 


SALE EVERY TUESDAY 
11:00 A.M. : 


George A. Lamb Norman Early 
Owners & Operators 
MILL NACE, General Manager 
Dealers Only 
Write for FREE Market Reports. 


area, 
Always a fine selection of sharp cars. 
Friendly relations prevail at all times, 
Congenial auctioneers, 
Fair management, 

MICHIGAN’S FINEST SALE 
12:00 SALE EVERY WEDNESDAY 12:00 


M,. D. McCollum, Vice-President and Manager 
3711 Western Road Phone CEdar 2-3181 








NEW JERSEY 


N-A-D-E 


ATs a 


FLORIDA 


DAYTONA BEACH — Florida Auto 
Auction. City Airport. Tues., 10 
A.M. Dealer-owned. Dealers only. 


WEST PALM BEACH — Florida’s 
“quality” auction. 12 Noon. Thurs- 
day. W. Palm Beach Fairground. 


OVER 


600 CARS|..>.. 


EVERY WEEK LANES 


Junction of Penna. and N. J. Turnpikes 
Route 206 South, Bordentown, N. J 
Exit 7, N. J. Turnpike * AXminster 8-3400 





MARYLAND 


BEL AIR—Bel Air Auto Auction. Ti- 
tles, checks guaranteed. Cars group- 
ed. Thur.,12 noon. Established 1947. 





Overstocked? Inventory Unbalanced? 
Top Heavy with Hard-to-Sell Items? 
Need Some Creampuffs Fast? 


Dealer auto auctions listed here hold the answer to your used-car problems. 


Consult this page each week for the nation's top auto auctions. 





LEADING USED-CAR AUCTION DIRECTORY 


Frequency Rates: Listing (maximum: three lines of type)—$5.00, 1-time; $4.00, 13-times; $3.50, 52-times. Dis- 









For display Rates contact Want Ad 






NEW JERSEY 





Minutes from New York City 






9, De 7 
Tie Y 





EXCLUSIVELY FOR AUTO DEALERS 


INSURED PICKUP AND 
DELIVERY SERVICE 


MINIMUM RATES 


We issue auction checks— 
Guarantee titles. 
Dual Lane Sale—4 Auctioneers 


Insured By 
AUCTION INSURANCE AGENCY, 
Birmingham, Alabama 


EVERY TUESDAY AT NOON! 


ON ROUTE 46 
CALDWELL TOWNSHIP, N. J. 


CApito!l 8-0100 for Reservations 





Dealers! Consult this Page for 
Fast, Accurate Directions to 
Leading U. S. Auto Auctions. 





NEW YORK 


NEW YORK STATE’S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH INC. 


Dealer Auto Auction 


Albany 5, N. Y. 


Every Monday — II O'Clock 
180 car sale average 


Titles and Checks Guaranteed 


All 





LAFAYETTE—Syracuse Auto Auction, 
Center of Empire State. Check and 
Title Protection. (Wed.) 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 
Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


AKRON—A-1 Auto Auction, U.S. 224, 
PL 3-6643, Titles, Checks guaran- 
teed. Ea. week, Tues., Thurs., 12:30. 


sie 











61 PERCENT 


OF DELAWARE VALLEY’S 
POPULATION 


a 


LIVES IN 
THE SUBURBS 


Che Philadelphia AMnguirer delivers your advertising to 30% more 
suburban adult readers than does any other Philadelphia newspaper 


sucks 
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. (Summary of 1959 study available on request.) 


Sources: 1960 Sales Management Survey of Buying Power; Continuing Study of Adult Newspaper Readership by Sindlinger & Company, Inc. based on over 50,000 interviews, 1957-59 
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Bs 


for 4 -wheel drives 
Y* DODGE 


(ps); 4-dr. hardtop, $720* (ps). 
DODGE—’59 Coronet (8) 2-dr. hardtop, 
$1,500*. 
’58 Custom Royal (8) 2-dr. nardtop, $1,- 
085* (ps). 
’57 Custom Royal (8) conv., $640*; Cor- 
onet (8) 4-dr., $555*. 
EDSEL—’59 Ranger 2-dr., $880. 
’58 Citation 4-dr. hardtop, $750* (ps). 
FORD—’61 Thunderbird (8) 2-dr. hardtop, 

















CHEVROLET $4,500* (ps), $4,450* (ps), $4,200* 
(ps), $3,850* (ps). 
’60 Thunderbird (8) 2-dr. hardtop, $2,- 


900* (ps), $2,875* (ps), $2,750* (ps); 
conv., $2,275* (ps), $2,585* (ps); Gal- 
axie (8) starliner, $1,825* (ps); 4-dr. 


“FORD 


GMC Victoria, $1,780* (ps); conv., $1,750* 

(ps), $1,550* (ps); Fairlane 500 (8) 

2-dr., $1,485* (ps); Fairlane 500 (6) 

4 STUDEBAKER 2-dr., $1,210; Falcon (6) 2-dr., $1,- 
425*, $1,400. 


’59 Thunderbird (8) conv., $2,460* (ps); 
2-dr. hardtop, $2,250* (ps); Country 
Sedan (8) 4-dr., $1,490* (ps), $1,390* 
(ps), $1,375* (ps), $1,355* (ps), $1,- 
310*; Galaxie (8) 2-dr. Victoria, $1,- 
400* (ps), $1,385* (ps); 4-dr. Victoria, 
$1,360* (ps); Fairlane 500 (8) 2-dr. 
Victoria, $1,235* (ps); Fairlane (8) 
4-dr., $1,185*, $1,175*, $1,150* (ps), 
$1,145*, $1,110*; Ranch Wagon (6) 2- 
dr., $1,150; Ranch Wagon (8) 2-dr., 
$1,085; Custom 300 (8) 4-dr., $1,085* 
(ps); 4-dr., $1,050; Custom 300 (6) 4- 
dr., $860. 

’58 Thunderbird (8) 2-dr. 
150* (ps), $2,050* (ps), $2,035* (ps), 
$2,025* (ps), $2,000* (ps), $1,955* 
(ps), $1,900* (ps); Fairlane 500 (8) 
conv., $850* (ps); Ranch Wagon (8) 
2-dr., $810* (ps); Country Sedan (8) 
4-dr., $775*; DelRio (8) 2-dr., $750*. 

’57 Thunderbird (8) conv., $1,755* (ps); 
Country Sedan (8) 4-dr., $825* (ps), 
$715*, $640* (ps); Fairlane 500 (8) 2- 
dr. Victoria, $800* (ps), $800*, $675*; 
4-dr., $635*; Ranch Wagon (8) 2-dr., 
$700, $500*; Custom 300 (8) 4-dr., 
$645*; 2-dr., $500*; Fairlane (8) 2- 
dr. Victoria, $480*. 

’56 Thunderbird (8) conv., $1,500*, $1,- 
485* (ps); Country Sedan (8) 4-dr., 
$560*, $395*, $395; Fairlane (8) 2-dr. 
Victoria, $545* (ps), $340*; Custom 
(8) 2-dr., $405; 4-dr., $385*, $365*; 
2-dr. Victoria, $350*; Ranch Wagon 
(8) 2-dr., $400*. 

HUDSON—’55 Wasp 2-dr. hardtop, $200*. 
IMPERIAL—’59 Crown 2-dr. hardtop, $2,- 
675* (ps). 
’58 Crown 4-dr. hardtop, $1,805*. 


| Marmon-Herrington 


Available to 


DEALERS! 


Through your regular 


hardtop, $2,- 





distributor or direct — 


WARN MFG. CO. 


Riverton Box 6064-AN 
Seattle 88 


Top sales, top reliability in the 
selective drive field. Proven in 
over a billion miles of service! 





ker altal: biel) 








An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


LINCOLN — ’'58 Premiere 2-dr. hardtop, 
$1,830* (ps); 4-dr. hardtop, $1,700* 
(ps); Capri 4-dr, hardtop, $1,650* 


Will get you quick action, and a satisfactory 


(ps). 

e ’57 Premiere 2-dr. hardtop, $1,385* (ps). 

return for your investment. —-- Monterey 4-dr., $1,785* 
ps). 

’59 Montclair 4-dr, hardtop, $1,730* 
(ps). 

*58 Commuter 4-dr. (9 pass.), $950* 


(ps); Monterey 4-dr., $605* (ps). 








TO CAR DRIVERS: 


this means a new, slimmer cab- 
inet . . . @ super-size evap- 
orator coil that produces the 
industry's greatest cooling ca- 
pacity (delivered by powerful 
twin squirrel cage blowers) . . . 
exclusive multi-adjustable. lou- 
vers . . . precise cooling con- 
trols . . . satin-finish, anodized 
aluminum ‘face plate, compli- 
mented by vinyl that’s lami- 
nated to a streamlined steel 
cabinet . . . and quiet, de- 
pendable performance backed 
by a 12-month or 12,000-mile 
guarantee! 


TO CAR DEALERS: 


this means you can buy and 
sell the '61 Frigette for con- 
siderably less than factory- 
installed equipment . . . earn 
a comfortable margin . . . and 
keep customers happier 

with a unit that’s 
famous for being 
trouble-free! 


THE NEW 


“SILVER DAWN” 


REFRIGERATED AUTO AIR CONDITIONER 








. . . DESIGNED TO FIT 





CARS 


ALL 





.. + YET IS SO POWERFUL 

IT WILL COOL ANY CAR 

— INCLUDING THE 

LARGEST STATION WAGON! 










For Complete Information 
Write Or Call. . .. 65% 


CORPORATION 
P.O. Box 7205 
Phone Windsor 3-4431 
OKLAHOMA CITY 


AUTOMOTIVE NEWS, MARCH 6, 1961 


‘Used-Car Auction Prices 
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"57 Commuter 4-dr., $725*; Montclair 
2-dr. hardtop, $575*; conv., $485* 
(ps). 

"56 Monterey 4-dr., $350*; Custom 2-dr., 
$335". 

OLDSMOBILE—’60 (88) Super 2-dr. Sce- 
nic, $2,455* (ps), $2,185; (88) 4-dr. 
Holiday, $2,230* (ps). 

"59 (98) 4-dr, Holiday, $2,055* (ps); 
(88) Super 4-dr, Holiday, $1,835* (ps); 
2-dr. Scenic, 2 at $1,825* (ps); (88) 
4-dr. Holiday, $1,795* (ps). 

"58 (88) 2-dr. Holiday, $1,100* (ps), 
$960* (ps). 

’57 (88) Super 2-dr. Holiday, $685* (ps); 
4-dr., $625* (ps). 

"56 (98) 4-dr., $485* (ps); (88) 4-dr., 
$400*. 


PACKARD—’40 Hearse, $325. 

PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$1,345* (ps); conv., $1,160* (ps); 
Suburban (8) Custom 4-dr., $1,310* 
(ps), $1,210*; Deluxe 2-dr., $1,050. 


’58 Suburban (8) Custom 2-dr., $955* 
(ps); Belvedere (8) 4-dr., $800* (ps); 
Plaza (6) 2-dr., $460. 

’57 Belvedere (8) 2-dr. hardtop, $635*, 


$600* (ps); 4-dr. hardtop, $485* (ps); 
4-dr., $405*; Suburban (8) 2-dr., $550* 
(ps), $535*; Savoy (8) 2-dr. hardtop, 
$540* (ps). 

’56 Savoy (8) 4-dr., $355*. 

"54 Savoy 4-dr., $195, $180. 

PONTIAC—’61 Bonneville sport coupe, 2 at 
$3,150* (ps); Catalina 2-dr., $2,400* 
(ps). 

’60 Bonneville sport coupe, $2,380* (ps); 
Ventura sport coupe, $2,250* (ps); 
Catalina 4-dr. Vista, $2,085* (ps). 

’59 Bonneville sport coupe, $2,250* (ps), 
$2,030* (ps); 4-dr,. Vista, $1,685 (ps). 

’58 Chieftain conv., $935* (ps). 


’57 Chieftain 4-dr. Catalina, $685*; Sa- 
fari 2-dr., $20*, 
‘56 Chieftain Safari 4-dr., $525* (ps); 


Star Chief 2-dr. Catalina, $420*; 4-dr. 
Catalina, $360* (ps). 

‘55 Star Chief 2-dr. Catalina, $340*; 
Chieftain 2-dr. Catalina, $305*, $205*; 
2-dr., 2 at $240*. 

’53 Chieftain 4-dr., $125*. 

RAMBLER—’60 American 
235. 

’59 Ambassador (8) 4-dr., $1,315* (ps); 
Custom (6) Cross Country, $1,305*. 

’58 Ambassador (8) Cross Country, $1,- 


(6) 2-dr., $1,- 


315* (ps). 
STUDEBAKER—’59 Lark (8) 2-dr. hard- 
top, $1,100*; Lark (6) 2-dr., $850*. 


’55 Champion (6) 2-dr., $250. 
VALIANT—’60 Valiant station wagon, $1,- 
615”. 
MISCELLANEOUS—’61 Ford (8) 
Pickup, $1,595. 

’60 Ford (6) Ranchero, $1,515; Chevro- 
let (6) %-ton pickup, $1,355, 

’59 Chevrolet (8) El Camino, $1,450; (8) 
%-ton LWB pickup, $1,110; (8) %-ton 
Pickup, $1,110; GMC (6) %-ton pick- 
up, $1,110; Ford (8) %-ton pickup, 
$1,090. 

’58 Chevrolet (6) %-ton pickup, $1,110; 
(8) %-ton pickup, $1,025; Ford (6) 
%-ton pickup, $650. 

’57 Chevrolet (6) %-ton pickup, $775; 
(8) %-ton pickup, $735*; GMC (8) %- 
ton pickup, $715*; Ford (8) F-100 %- 
ton pickup, $700*, $595; International 
(6) %-ton pickup, $515. 

’56 Chevrolet (8) %-ton pickup, 
Ford (6) %-ton pickup, $660. 


ALBANY, N. Y. 


Tim Anspach, Inc., Dealer’s Auto Auc- 
tion. Sale every Monday, Prices are for 
sale of Feb. 20. Car prices held strong on 
the good kinds. Car quality was not quite 
up to Albany standards, Today we had 
more car buyers than cars, Sold 117 cars 


%-ton 


$735* ; 





from 136 consignments. 





BUICK—’58 Special 
(ps). 
’57 Special 4-dr., $800*; Super 2-dr. Riv 
iera, $570* (ps). 
’56 Super 4-dr, Riviera, $500* 


2-dr. Riviera, $76( 


(ps); 2 


dr., $330* (ps); Special 2-dr., $490. 
CADILLAC—’56 (62) 2-dr., $610* (ps). 
CHEVROLET—’59 Impala (8) conv., $1,- 
625* (ps); Impala (6) sport coupe, 
$1,175; Parkwood (6) 4-dr., $1,300* 
(ps); Bel Air (8) 4-dr., $1,150*; Bel 
Air (6) 4-dr., 2 at $1,150*, $1,125", 
$1,050; 2-dr., $1,035*, 
’58 Bel Air (8) sport sedan, $1,125* 


(ps); Brookwood (8) 4-dr., $950*; Del- 
ray (6) 2-dr., $750; Biscayne (6) 2-dr., 
$600. 
’57 Two-ten (6) 
$875. 
‘56 Two-ten (8) station wagon 4-dr., 
$535*; 2-dr., $385; Delray, $350. 
CHRYSLER—’57 Windsor 4-dr, hardtop, 
$830*. 
DeSOTO—’59 Firedome 4-dr., $1,500* (ps). 
DODGE—’57 Sierra (8) 4-dr., $590*; Coro- 
net (8) 4-dr., $510, $500*, $450*. 


station wagon 4-dr., 


FORD—’60 Country Sedan (8) 4-dr., $1,- 
625* (ps), 

’*59 Galaxie (8) 4-dr., $1,340* (ps); 
Fairlane (8) 4-dr., $1,000*%; 2-dr., 


$860 (ps); Custom 300 (8) 4-dr., 
$850*. 


’58 Fairlane 500 (8) 2-dr. Victoria, 
$875*; Custom 300 (8) 4-dr., $775*; 
Fairlane (8) 4-dr., $550*. 

‘57 Fairlane (8) 4-dr., $660*; 2-dr., 


$580*; Country Sedan (8) 4-dr., $635*; 
DelRio (8) 2-dr., $600* (ps); Custom 
(8) 4-dr., $470*; 2-dr., $360*; Cus- 
tom (6) 2-dr., $425; Fairlane 500 (8) 
2-dr., $335* (ps). 

’56 Fairlane (8) 2-dr. Victoria, $415*, 
$510* (ps); 2-dr., $470, $410*; 4-dr., 
$465*; conv., $430*; Country Squire 
(8) 4-dr., $390*; Custom (8) 2-dr., 
$350, $300; 4-dr., $230*. 

IMPERIAL — '59 Imperial 4-dr. 
$1,950* (ps). 

LINCOLN—’56 Premiere 4-dr., $650* (ps). 

MERCURY — ’57 Monterey 4-dr., $590* 
(ps); 4-dr. hardtop, $475* (ps), $410*. 

’56 Custom station wagon 4-dr., $400* 
(ps); Monterey 2-dr, hardtop, $340*. 

’55 Montclair conv., $300*; Monterey 2- 
dr., $160*, $150*. 


hardtop, 


OLDSMOBILE — ’57 (88) 2-dr. Holiday, 

$880* (ps). 
’56 (98) 2-dr. Holiday, $510* (ps); (88) 

4-dr., $320* (ps). 

PACKARD — ’56 Clipper 2-dr. hardtop, 
$170* (ps). 

PLYMOUTH—’58 Suburban (8) Sport 4- 
dr., $1,050* (ps); Plaza (8) 4-dr., 
$375. 


’57 Belvedere (8) 2-dr, hardtop, $550*. 
’56 Belvedere (8) 4-dr., $300*; Savoy (8) 
4-dr., $270*; Savoy (6) 2-dr., $200. 
PONTIAC—’58 Chieftain Safari 4-dr., $1,- 

025* (ps). 
’56 Chieftain 2-dr., $480*; 2-dr. Catalina, 
$450*; Star Chief 4-dr., $400* (ps). 
’55 Chieftain 4-dr., $160*. 
RAMBLER.—’59 Custom (6) Cross Country 
4-dr., $1,400*. 
’57 Custom (6) Cross Country 4-dr., 
$800*; Super (6) 4-dr., $510*, 
’55 Custom (6) 4-dr., $170. 
STUDEBAKER—’57 Champion (6) 
$38¢. 
’56 President (8), $320*. 
’°55 Commander (8), $120*, 
MISCELLANEOUS—’58 Ford 
up, $900. 
’57 GMC %-ton pickup, $700. 


DETROIT 


Aptco Auto Auction. Sale every Wednes- 
day. Prices are for sale of Feb, 22, 
BUICK—’59 Invicta 2-dr. hardtop, $1,575* 

(ps); LeSabre 2-dr., $1,285*, 
’57 Special 2-dr, Riviera, $825*; 4-dr., 


4-dr., 


‘-ton pick- 


$710* (ps), $460*, $550*; Century 2- 
dr. Riviera, $740*. 
"56 Century 2-dr, Riviera, $400*; Spe- 


cial 2-dr. Riviera, $375*, 
CADILLAC—’60 (62) conv., $3,800*. 


CHEVROLET—’61 Brookwood (6) 4-dr., 
$1,900. 
’60 Impala (8) conv., $2,050*; sport 


(Continued on Page 53, Col. 1) 


Used Import Car Prices 


s 


ALBANY 
Fiat—’59 station wagon 4-dr., $400. 


Volkswagen—’57 Microbus 2-dr., $800. 


BORDENTOWN, N. J. 
Metropolitan—’60 2-dr. hardtop, $825. 
Volkswagen—’ 60 conv., $1,525. 

759 2-dr., $1,050. 


CALDWELL, N. J. 
Fiat—’59 1200 4-dr., $610. 
Ford (English)—’59 Escort station wagon, 

$353. 

Jaguar—’57 Mark VIII 4-dr., $850. 
MG—’59 roadster, $1,150. 
Simca—’58 4-dr., $280. 
Volkswagen—’60 sunroof 2-dr., 


CHICAGO 
MG—’57 MGA conv., $800. 
Triumph—’59 TR-3, $1,200. 
Vauxhall—’58 station wagon, $440. 
Volkswagen—’60 2-dr. hardtop, $1,275. 
’59 Karmann-Ghia 2-dr., $1,495, 
’58 2-dr., $805, $800. 


COLUMBUS, O. 
Goliath—’59 2-dr., $380. 
Mercedes-Benz—’56 4-dr., 
Simea—’60 Grand Large 

$860. 
’59 4-dr., $560. 


DAYTONA BEACH, FLA. 


$1,175. 


$1,440. 


2-dr, hardtop, 


Ford (English)—’60 Escort 2-dr., $700. 
Metropolitan—’60 2-dr. hardtop, $985. 
Volkswagen—’60 2-dr., $1,270. 

DETROIT 
Volkswagen—’59 2-dr., $875. 

FLINT 
Volkswagen—’61 2-dr., $1,575. 
’60 2-dr., $1,310. 
FONTANA, WIS. 

Volkswagen—’60 Karmann-Ghia, $1,800. 


’59 Karmann-Ghia, $1,505, 


HUNTSVILLE, ALA. 
Volkswagen—’59 2-dr., $900. 


LOS ANGELES 
Fiat—’58 1100 4-dr., $400. 
’57 1100 conv., $710. 
Ford (English)—’59 Consul conv., $525. 
Mercedes-Benz — ’'55 180 sunroof 4-dr., 
$915. 








Metropolitan—’57 2-dr., $570. 
Renault—’59 Dauphine 4-dr., $435. 

’58 Dauphine 4-dr., $395, $310, 
Volkswagen—’58 Karmann-Ghia 2-dr., $1,- 

235. 

’57 2-dr., $700. 

’56 conv., $685. 

’55 2-dr., $590. 
Volvo—’58 2-dr., $625. 


MANHEIM, PA. 
Austin—’59 835 2-dr., $450. 
Austin-Healey—2-dr., $1,935. 
Ford (English)—’59 conv., $900. 


Hillman—’59 station wagon 4-dr., $750. 
MG—’60 1600 roadster, $1,620. 
Metropolitan—’60 2-dr. hardtop, $960. 


Opel—’59 2-dr., $750. 
Renault—’60 Dauphine 4-dr., $715. 
Triumph—’61 2-dr., $1,060. 
Volkswagen—’61 Kombi, $1,610; 2-dr., $1,- 
550, $1,540, $1,525. 
’60 Microbus, $1,660. 
’59 2-dr., $1,175, $1,060; Kombi, $990. 
’58 2-dr., $805. 
’57 Karmann-Ghia, $980. 
NEV9INGTON, CONN. 
Hillman—’57 Minx 4-dr., $175. 
Metropolitan—’58 2-dr. hardtop, $350. 
Volkswagen—’58 2-dr., $825. 


SALT LAKE CITY 


Opel—’ 59 station wagon, $870, 
Renault—’61 4-dr., $1,050 
Volkswagen—’59 Microbus, $1,350. 


WAREHOUSE POINT, CONN. 
Austin-Healey—’59 conv., $1,325; Sprite 
conv., $740*, 
Renault—’58 Dauphine 4-dr., $325. 
Triumph—’59 TR-3 conv., $1,100. 
Volkswagen—’60 Microbus, $1,550. 
’57 2-dr., $710, $675. 


Fire Razes Barcomb 


HARDWICK, Vt.—Fire and ex- 
plosions destroyed Barcomb Motor 
Sales. Inc. (Chrysler - Plymouth - 
GMC), the largest dealership in the 
area. Owners Clarence and Richard 
Barcomb made no immediate esti- 
mate of the loss. 
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sedan (8), $1,940* (ps), $1,925* (ps); 
sport coupe, $1,830*; Parkwood (8) 4- 
dr.; $1,745*; Bel Air (8) 2-dr., $1,- 
585; Brookwood (6) 2-dr., $1,510*, $1,- 
475 (ps); Biscayne (6) 2-dr., $1,500*; 
Corvair (6) 4-dr., $1,400*, $1,150. 

59 Impala (8) conv., $1,540*; sport 
coupe, $1,430*; Parkwood (8) 4-dr., 
$1,380*, $1,270* (ps), $1,250*; Bel Air 
(8) 4-dr., $1,250*, $1,240*; Bel Air 
(6) 2-dr., $1,050, 

’58 Bel Air (8) conv., $1,375*; sport 
coupe, $1,170*, $1,150* (ps); 4-dr., 
$840*; Nomad (8) 4-dr., $1,050* (ps); 
Biscayne (8) 2-dr., $990* (ps), $840* 
(ps); Brookwood (8) 4-dr., $930*; 
Yeoman (6) 4-dr., $800. 

57 Two-ten (8) station wagon 4-dr., 
$745*; 4-dr., $720*, $510*; Two-ten 
(6) sport coupe, $687; Nomad (8) 2- 
dr., $570*, 

56 Bel Air (8) sport coupe, $680*, 
$580* (ps); Two-ten (8) 2-dr., $525*; 
Two-ten (6) station wagon 4-dr., $525. 

OHRYSLER—’59 NY 4-dr., $1,630* (ps). 

DeSOTO—’56 Firedome 2-dr., $260*. 

DODGE—’58 Coronet (8) 2-dr. hardtop, 
$680* (ps). 

FORD—’60 Country Sedan (8) 4-dr., $1,- 
760*, $1,715*; Galaxie (8) starliner, 
$1,640* (ps), $1,500; Fairlane 500 (8) 
2-dr., $1,530, $1,500*, $1,460; Fairlane 
(8) 2-dr., $1,425; Fairlane (6) 2-dr., 
$1,380; Falcon (6) 4-dr., $1,375. 

*59 Galaxie (8) 2-dr. Victoria, $1,350*; 
Country Sedan (8) 4-dr., $1,285* (ps); 
Fairlane 500 (8) 2-dr. Victoria, $1,- 
270*, $1,150*; Custom 300 (8) 2-dr., 
$1,075*, $880; Custom 300 (6) 2-dr., 
$1,000; Fairlane (8) 2-dr., $925*. 

’58 Thunderbird (8) 2-dr, hardtop, $2,- 
125* (ps); Country Sedan (8) 4-dr., 
$1,065*; Ranch Wagon (8) 2-dr., 
$800*; Fairlane 500 (8) 4-dr, Victoria, 
$760* (ps). 

°57 Fairlane 500 (8) 2-dr. Victoria, $705* 
(ps); 4-dr., $560* (ps), $500*; 4-dr. 
Victoria, $540* (ps). 

LINCOLN — ’57 Premiere 4-dr. 
$800* (ps). 

’56 Premiere 2-dr. 

MERCURY—’59 Commuter 4-dr., 

hardtop, $1,410* 


hardtop, 


hardtop, $245* (ps). 
$1,490* 


(ps); Monterey 2-dr, 
(ps); 2-dr., $1,175*. 

58 Monterey 2-dr, hardtop, $930* (ps), 
$675*. 

’57 Voyager 4-dr., $680* (ps), $757* 
(ps), $550*. 

OLDSMOBILE—’61 (98) 4-dr., $3,230*, 

"60 (88) 4-dr., $2,090* (ps), 

"58 (98) 4-dr., $1,250* (ps). 

°57 (88) Super 4-dr., $855*, 

’55 (88) Super 4-dr, Holiday, $330*. 
PACKARD—’ 57 Clipper 4-dr., $375*. 
PLYMOUTH—’59 Belvedere (8) 4-dr., $1,- 

125*; Savoy (6) 2-dr., $750, 

758 Belvedere (8) 4-dr., $505*; Savoy 
(8) 4-dr., $470*, 

57 Belvedere (8) conv., $700*; 4-dr., 
$570*, $550* (ps); 2-dr, hardtop, 
$550*; 2-dr., $300*; Suburban (8) Cus- 
tom 4-dr., $380*; Savoy (8) 4-dr., 
$380*; 2-dr. hardtop, $375*; 2-dr., 
$325*, $275*. 


’56 Belvedere (8) 4-dr., $315*; Suburban 


(8) Custom 4-dr., $290*, 
PONTIAC — ’60 Catalina 4-dr., $2,000* 
(ps), $1,765*. 

56 Star Chief 2-dr. Catalina, $350*; 
Chieftain 2-dr, Catalina, $225*; 2-dr., 
$240". 

RAMBLER—’59 Custom (6) 4-dr., §$1,- 
160*; American (6) 2-dr., $650. 

758 Custom (6) Cross Country 4-dr., 
$910*; Super (8) 4-dr., $755* (ps). 
STUDEBAKER—’59 Lark (8) 2-dr., $800. 
MISCELLANEOUS—’60 Ford F-100 pick- 

up, $1,125*. 

759 Chevrolet %-ton pickup, $860. 


’58 Chevrolet Apache, $740, 
’53 Chevrolet carry-all, $150. 


SALT LAKE CITY 


Salt Lake Auto Auction, Sale every 
Thursday. Prices are for sale of Feb, 23. 


BUICK—’60 LeSabre 4-dr., $1,640*. 
’57 Special 4-dr., $570*. 
’56 Special 4-dr, Riviera, $275*. 
’55 Century 2-dr, Riviera, $475* (ps); 
Special 2-dr. Riviera, $325*. 
’54 Century 5-dr., $265*. 
CADILLAC—’60 (62) conv., $4,000* (ps). 
759 (62) 4-dr., $2,995* (ps); de Ville 4- 
dr. hardtop, 2 at $2,830* (ps), $2,- 
825* (ps). 
’57 (62) Coupe de Ville, $1,555* (ps); 
4-dr., $1,450* (ps), $1,310* (ps), 


"56 (60) Special 4-dr., $1,040* (ps); (62) 
Coupe de Ville, $1,035* (ps). 
’55 (62) Coupe de Ville, $1,025* (ps). 
’53 (62) Coupe de Ville, $325, 
CHEVROLET—’61 Corvair (6) 
750. 
60 Impala (8) sport sedan, $2,100* (ps); 


4-dr., $1,- 





sport coupe, $2,100* (ps); 4-dr., 2 at 
$1,850* (ps), 2 at $1,785; Bel Air (8) 
sport sedan, $1,840 (ps); 4-dr., 2 at 
$1,680; Brookwood (6) 2-dr., $1,585. 

759 Impala (8) sport sedan, $1,600; 4- 
dr., $1,295; Impala (6) 4-dr., $1,290; 
Parkwood (6) 4-dr., $1,465; Bel Air 
(8) 4-dr., $1,310, $1,280, $1,270, $1,- 
255*, $1,100*; Bel Air (6) 4-dr., $1,- 
250; Biscayne (8) 4-dr., $1,230, $1,- 
225”. 

’58 Brookwood (6) 4-dr., $1,030, $955*; 
Brookwood (8) 4-dr., 2 at $855 (ps); 
Bel Air (8) 4-dr., $950*; Biscayne (8) 
4-dr., $855; Biscayne (6) 4-dr., $700; 
Delray (8) 2-dr., $800. 

57 Bel Air (8) sport sedan, $925; One- 
fifty (6) 4-dr., 2 at $250*, 

’56 Bel Air (8) sport sedan, $570*; Two- 
ten (6) station wagon 4-dr., $515*. 

’55 Bel Air (8) 4-dr., $360*, 

54 Two-ten 2-dr., $215. 

’53 Bel Air 4-dr., $185; Iwo-ten 4-dr., 
$160, $130. 

CHRYSLER—’53 NY 4-dr., $150* (ps). 

DeSOTO—’59 Fireflite station wagon 4-dr., 
$1,650* (ps). 

’58 Fireflite 4-dr., $1,050* <ps). 

’55 Firedome 4-dr., $350*. 

DODGE— 57 Custom Royal (8) 2-dr, hard- 
top, $775* (ps); Coronet (6) 4-dr., 
$425*. 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,825* (ps), $3,770. 


760 Galaxie (8) 4-dr., $1,675* (ps); Fair- 


lane (8) 4-dr., $1,500*; Fairlane 500 
(8) 2-dr., $1,435*; Falcon (6) 2-dr., 
$1,350. 


’59 Country Sedan (8) 4-dr., $1,215; Cus- 
tom 300 (8) 4-dr., $1,190; Ranch Wag- 
on (8) 2-dr., $1,180; Ranch Wagon (6) 





2-dr., 
085*, 
’58 Fairlane 


$1,150; Fairlane (8) 4-dr., $1,- 

$1,050*, $1,000*, $950*. 

500 (8) 4-dr. Victoria, 
$955* (ps), $850*; Ranch Wagon £8) 
2-dr., $725* (ps); Custom 300 (8) 2- 
dr., $630*, $600*. 

’57 Thunderbird (8) 2-dr, hardtop, $1,- 
875; Ranch Wagon (8) 2-dr., $800*; 
Country Sedan (8) 4-dr., $675, 

56 Fairlane (8) 4-dr, Victoria, $600*; 
2-dr. Victoria, $470; Country Sedan 
(8), $505 (ps); Country Squire (8) 4- 
dr., $500 (ps); Custom (8) 2-dr., 
$475, $400; Main (6) 2-dr., $315. 

’55 Fairlane (8) Crown Victoria, $390*; 
Fairlane (8) 4-dr., $275*, $265, $215*. 

’54 Custom (8) Country Sedan, $125. 

"52 Crest (8) 4-dr., $175, 

*51 Crest (8) 4-dr., $145. 


IMPERIAL—’59 Imperial 
$2,700* (ps), 

MERCURY—’59 Monterey 2-dr. 
$1,325*. 

’57 Commuter 2-dr., $695*, 

’55 Monterey 4-dr., $275. 

’53 Custom 4-dr., $100*. 

OLDSMOBILE — ’59 (98) 4-dr., 
(ps). 

'58 (88) 4-dr., $950. 

’56 (98) 2-dr., $625* (ps); 4-dr., $615* 
(ps); (88) Super 4-dr., $490* (ps); 
(88) 2-dr., $325*; 4-dr., $290* (ps). 

’54 (88) Super 2-dr., $280*, 

’53 (98) 2-dr. Holiday, $300* (ps). 

PLYMOUTH—’59 Belvedere (8) 2-dr. hard- 
top, $1,000*. 


4-dr, hardtop, 


hardtop, 


$1,765* 





57 Suburban (8) Custom 4-dr., $845* 
(ps); Sport 4-dr., $755* (ps); Belve- 
dere (8) 4-dr, hardtop, $625*; Sub- 
urban (8) Deluxe 2-dr., $575*; Savoy 
(8) 4-dr., $570*. 

’56 Belvedere (8). 4-dr., $405. 

’5O 4-dr., $135. 

PONTIAC—’61 Tempest 4-dr., $1,930. 

’60 Ventura 4-dr. Vista, $2,375* (ps); 
Catalina 4-dr., $1,925. 

’53 Chieftain 4-dr., $115. 

RAMBLER—’59 Super (6) 4-dr., $995. 


’56 Deluxe (6) 4-dr., $390*. 
STUDEBAKER—’56 Champion (6) 2-dr., 
$390. 
MISCELLANEOUS — ’61 Chevrolet %-ton 
flatside, $1,900; pickup, $1,875. 
59 Ford C-600, $2,750 (ps); %-ton 
pickup, $1,195; Chevrolet stake, §$1,- 
400; El Camino, $1,275; %-ton pickup, 


$1,075, $935. 

58 Ford %-ton stake, $1,195; pickup, 
$950; %-ton, $930; International A- 
110, $800. 


’57 Chevrolet %-ton pickup, $725, $680; 
carry-all, $500. 

’56 Ford F-100, $550; Chevrolet utility 
sedan, $150, $300. 

’53 Willys pickup, $350. 


CALDWELL, N. J. 


Skyline Auto Auction, Sale every Thurs- 
day. Prices are for sale of Feb. 23. Market 
showed definite signs of strength with 
very active bidding. ’58, ’57 and ’56s in 
very strong demand, Sold 197 cars from 
258 consignments, 


BUICK—’59 Invicta 4-dr. hardtop, $1,560* 


(ps); LeSabre 4-dr. hardtop, $1,475* 
(ps), $1,350*; 2-dr, hardtop, $1,475* 
(ps). 


"58 RM 4-dr. Riviera, $1,150* (ps); Spe- 
cial 4-dr, Riviera, $990*, $830* (ps). 
’57 RM 2-dr. Riviera, $790* (ps); Spe- 
cial 2-dr, Riviera, $710* (ps), $470* 
(ps); 4-dr., $645* (ps); Century 4-dr., 








Model Breakdown 
Of Auction Averages 








Mar., 1961 Feb., Jan., 

Model To Date 1961 1961 
$2,533 $2,812 

1,932 1,935 

1,370 1,340 

920 785 

632 676 

439 429 

320 324 

219 242 

Average $1,036 $1,046 $1,075 
$680* (ps); 4-dr. Riviera, $630* (ps). 
56 Century 2-dr. Riviera, $520* (ps); 
Special conv., $280*, $250*; 4-dr, Rivi- 

era, $255* (ps). 

’55 Century 2-dr, Riviera, $280* (ps). 
’54 Special 2-dr, Riviera, $110* (ps); 


Super 2-dr, Riviera, $100* (ps), $100*. 
CADILLAC—’58 (62) Coupe de Ville, $2,- 
030* (ps); conv., $2,000* (ps), 
’56 (60) Special 4-dr., $1,080* (ps); (62) 
4-dr., $1,030* (ps), 


CHEVROLET — ’60 Parkwood (8) 4-dr., 
$1,645*; Biscayne (8) 2-dr., $1,450*, 
$1,160*, $1,100*. 

59 Kingswood (8) 4-dr., $1,375*; Im- 
pala (8) 4-dr, hardtop, $1,320* (ps), 
$1,385* (ps); 4-dr., $1,110* (ps); 
Parkwood (8) 4-dr., $1,300* (ps); 


Parkwood (6) 4-dr., $1,210* (ps), $1,- 
170, $1,140*; Bel Air (8) 4-dr., $1,- 
175*, $1,160*, $1,135*, $1,125* (ps), 
$1,070*, $1,030*, $1,010*; Bel Air (6) 
2-dr., $1,110*; 4-dr., $1,070*, $1,050, 


$1,025, $1,020* (ps), $1,020, $1,000", 
$975; Brookwood (8) 4-dr., $775, 

"58 Impala (8) conv., $1,110; Brookwood 
(6) 4-dr., $880*, $845; Biscayne (6) 
4-dr., $570*, 

’57 Two-ten (8) 2-dr., $715; 4-dr., $525; 
station wagon 4-dr., $310; Bel Air (8) 
4-dr., $700*; One-fifty (8) 2-dr., $500, 

°56 Bel Air (8) 4-dr., $625* (ps); Two- 
ten (8) 4-dr, hardtop, $485*; Two-ten 
(6) 4-dr., $275*, 

’55 Bel Air (8) 4-dr., $375* (ps), $350*; 
Two-ten (8) 4-dr., $165*, 

’54 Bel Air 4-dr., $250, $170; 2-dr., 
$275*; Two-ten 4-dr., $115. 
CHRYSLER—’59 Windsor 4-dr., 

(ps). 

"58 NY 4-dr., $1,200* 
dr. hardtop, $1,105* 
top, $975* (ps). 

’57 NY 2-dr. hardtop, $920* (ps), 


$1,145* 


(ps); Saratoga 2- 
(ps); 4-dr, hard- 


DeSOTO—’'57 Fireflite conv., $540* (ps); 
Firesweep 4-dr., $510*. 
DODGE—’60 Dart (8) Pioneer, $1,405* 
(ps), $1,300* (ps). 
’59 Coronet (8) 4-dr., $955*. 
58 Coronet (8) 2-dr. hardtop, $800*, 
$740°*. 


’57 Coronet (8) 4-dr., $550* (ps), $400*. 
’56 Coronet (8) 4-dr., $430* (ps); 4-dr. 
hardtop, $305*. 
FORD—’60 Galaxie (8) 4-dr., $1,450* (ps). 
"59 Country Sedan (8) 4-dr., $1,250* 
(ps); Galaxie (8) 4-dr., $1,200*; 
lane 500 (8) 4-dr, Victoria, $1,085*; 
Fairlane (8) 4-dr., $1,000*, $910", 
$885*, $810*; 4-dr., $925*, $925; Cus- 
tom 300 (8) 4-dr., $1,015*, $885*; 2- 


dr., $830*. 

‘58 Fairlane 500 (8) skyliner, $725* 
(ps); 2-dr. Victoria, $895*; Fairlane 
(8) 2-dr., $500. 

’57 Fairlane 500 (8) 4-dr. Victoria, 


$660*; 4-dr., $500*; Ranch Wagon (8) 
2-dr., $615*; Custom (8) 4-dr., $395*. 
56 Fairlane (8) 4-dr., $375*; Country 


(Continued on Page 55, Col. 2) 
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THE HEIL co. 


MILWAUKEE 


Years of shock loads prove it . . . all dump bodies are not alike! 


They don’t have Heil’s interlaced subframe to prevent sagging floors... 
Heil’s full box-section braces for extra strength ... or Heil’s tough, heavy-duty 
(yet easy acting) hardware. Heil’s leadership in design, production 
and sales of dump bodies and hoists pays off for you in years of low-cost 
trouble-free operation. Your Heil distributor has the full story ... 
how Heil delivers better performance, longer life. 


1, WISCONSIN 
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TURNINGS ... 


Gas Turbines Termed 
Inevitable for Autos 








By Joseph M. Caltahan 
Engineering Editor 
bg ge LAKE, Mich. — Gas turbines eventually will 
take over the power functions of cars and trucks just 
as surely as jet engines are taking over in the aircraft field. 


This is the firm belief of 


Sam Williams, 39-year-old 
president of Williams Research 
Corp. here, who spent a dozen years 
designing gas tur- 
bines and other 
engines at Chrys- 
ler Corp. and then 
left to stake his 
future on his own 
turbine develop- 
ment company six 
years ago. 

However, Wil- 
liams is not an 
emotional zealot 

about gas turbines 
and _ steadfastly 
refuses to predict they’re just 
around the corner for American 
motorists. 

He noted that the jet engine and 
the gas turbine are essentially the 
same except that the jet uses its 
exhaust to produce thrust and the 
turbine uses its exhaust to produce 
shaft power that turns a vehicle’s 
wheels. 

Williams said, “Jet engines have 
already taken over in large air- 

craft and are now working them- 
selves down into the light plane 
market which will use all jets in 
time. These engines are more 
likely to appear as turbo-props 
in the light planes. 

“Gas turbines are following a 
similar route in industrial engine 
applications. The turbines are mov- 
ing strongly into the large engine 
applications, especially in the petro- 





J. M. Callahan 


leum industry, and they’re going to| “ 


work their way down to the smal- 
ler sizes. 

“In addition, the gas turbine is 
fairly imminent for off-the-road 
equipment and large trucks. Even- 
tually, the turbine will work itself 
into smaller- vehicles.” 

+ * * 


As TO when the turbine will ap- 
pear in the family car, he said 
this was strictly up to the manage- 
ments of the automotive companies 
and how much they are willing to 
spend for gas turbine development. 

“The managements are already 
spending moderate amounts on the 
gas turbine,” Williams said. “If they 
spend a substantial amount more 
—at least as much as they’re now 





spending on the reciprocating en- 
gine—the turbine could come in a 
few years. 

“The managements have got 
enough proof from their technical 
people to justify such a move, but 
it will be some time before the 
turbine invades the auto field un- 
less the managements decide they 
really want to ‘go’ on it.” 

He added that a major reason 
that the gas turbine and the jet 
engine has made the progress they 
have made is that the United States 

* * 





military, especially the Air Force, 
has put so many millions into de- 
veloping these engines. 

* * * 


Low Cost Required 


OWEVER, Williams acknowl- 

edged that the automobile 
market is one of the most difficult 
areas for the turbine to invade be- 
cause of the low-cost requirement 
and because of the acceleration 
requirement. But, both of these re- 
quirements can be satisfied with 
further development effort, 
added. 

“It’s very possible,” he con- 
tinued, “that the turbine may by- 
pass the general automotive 
market for a time and find its way 
into sports cars, boats and small 
industrial applications. The tur- 
bine would be a big novelty fea- 
ture in a sports car.” 

Nevertheless, every gas turbine 
proponent fervently hopes that the 
auto industry will one day switch 
to the turbine because the big 
volumes involved provide a real 
opportunity to get the cost-per- 
horsepower down. 

Turning to the advantages of the 
gas turbine, Williams said, “It de- 
pends on the application you’re 
talking about. For aircraft, the main 
advantages are light weight and 
high horsepower. For industrial 
applications, it’s long life and low 
maintenance. 

ok * ot 

MORE recent advantage, which 
is evolving from development 
effort, is low fuel consumption. A 
coming advantage and a definite 
requirement is low manufacturing 
cost, but this won’t be entirely 
realized until high output is at- 
tained.” 

In more specific terms, he said 
one of the most important advan- 
tages of the gas turbine for vehicles 
is its excellent torque character- 
istics—maximum torque at “break- 
away” with the torque tapering off 
at high speeds—just what a car re- 
quires. Absence of vibration because 
it is a nonreciprocating engine is 
another major benefit. 

The good torque characteristics 
would reduce the car’s interior 
tunnel hump because a turbine 
engine would: use a _ smaller, 
simpler and cheaper transmission. 
No shifting would be required for 
ordinary driving and the torque 
convertor could be eliminated. All 
that would be needed would be a 
reverse gear and a low-range gear 
for heavy pulling. 

Eliminated with a gas turbine is 
the cooling system with its attend- 
ant radiator and plumbing. Certain 
portions of the turbine just run at 
high temperatures, 1,200-1,600 de- 

* * * 





Gas Turbine for a Jeep— 


Harold Way, an engineer, installs a 50-pound, 75-horsepower gas turbine in a Jeep 
at the Williams Research Corp., which is conducting a development program for the 
Army. Right: Sam Williams, president of Williams Research. 
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grees Fahrenheit, and other por- 
tions run at lower temperatures, 


cooled by the air rushing through. 


* * * 


Expensive Metals 

O* COURSE, the major roadblock 
to the gas turbine has been the 

high cost of the metal for the com- 

ponents, largely the turbine blading 


that must survive uncooled at these y 


high temperatures. 

As to this problem, Williams said, 
“The critical high-temperature and 
high-stress situations can be mini- 
mized so that only a few pounds of 
exotic materials are required. Also, 
substantial progress is being made 
in the development of better and 
cheaper high-temperature materials. 


A partial solution to this problem 


is to keep the fabrication costs — a 


down.” 

Williams uses the same high 
temperature materials in his tur- 
bines as jet aircraft use—nickel- 
based or cobalt-based alloys. 


In talking about a turbine’s manu- 


facturing costs and its fuel con- 
. - : 3| 1961 Mobilgas Economy Run. The annual event will start in Los Angeles and wind up 


sumption, he carefully differentiate 


between a standard gas turbine and in Chicago Thursday, March 16. Thirty-five 


(See TURNINGS, Page 56, Col, 4) 


LOS ANGELES. Sixty-seven 
new cars representing every make 
of the American auto industry will 
compete for mileage honors in a 
record field for the Mobilgas Econ- 
omy Run, according to Chief Stew- 
ard A. C. Pillsbury. 

The 1961 entry list includes 35 
compacts and 32 standard-size 
cars. Mileage competitors in three 
compact classes and four stand- 
ard classes will travel from Los 
Angeles to Chicago March 11-16. 

General Motors, with 29 cars 
ranging from Corvair to Cadillac, 
leads the entry list. Ford Motor 
Co. follows with 19 entries, from 
Falcon to Continental. Chrysler 
Corp.’s 14 entries range from Val- 
iant to Imperial. Studebaker-Pack- 
ard will be represented by three 
cars, while two American Motors 
models will compete. 

There will be a miles-per-gallon 
winner in each of seven classes. 
The largest group, 15 cars, will be 
in Class B for four-and-six-cylinder 
compacts, including a Lark Deluxe, 
two Ramblers, two Corvairs, two 
Tempests, two Valiants, two Lan- 
cers, two Falcons and two Comets. 

Greatest public interest appears 
to be in the compacts, including 
Class A for manual-transmission 
models, according to Pillsbury. It 
will be the first Economy Run since 
1954 in which “stick-shift” cars 
have entered. 

Entrants will include dealers 
and dealer associations represent- 
ing Chicago, Dundee and Ed- 
wardsville, Ill.; Tucson; Roswell, 
N. M.; St. Louis, Kansas City and 
Kirkwood, Mo.; Little Rock and 
Benton, Ark.; Overland Park, 
Kans., and Southern California. 

Nearly half of the 67 drivers will 
be novices because of a 1961 rule 
providing that where two identical 
models are competing, one must be 
driven by a person who has never 
made the run before. 

The cars, drivers and entrants 
follow: 

Class A—Stick-Shift Compacts 
Tempest, John Price and Roy 
Swanson, Los Angeles Pontiac 
Dealer Club; Tempest, Darrell 
Droke and Bud Hales, Los Angeles 
Pontiac Dealer Club; Corvair, Ron- 
nie Kaplan and John F.. Stephani, 
Nickey Chevrolet Sales, Chicago; 
Corvair, Vince Piggins and Bill 
Thomas, Doane Chevrolet, Dundee. 
Tll.; Buick Special, Bob Russo and 
Willie Young. Bill Murphy Buick 


Paola Olds. La Crescenta. Calif. 

Class B—Four and Six Compacts 
Corvair Monza, Pat Sawyer and 

Kathleen Gilman, Nickey Chev- 


Ine., Culver City, Calif.: Lark De- 
luxe 6. Bill Corey and Ocee Ritch, 
Southern California Studebaker 
Dealers Assn. 

Falcon, Dan Jones and Don V 
Edmunds, Chicago Metropolitan 
Ford Dealers; Falcon, Dick Lyman | 
and Bill Likes, Southern California 
|Ford Dealers; Comet, Patricia 
Jones and Frances Foster, Lincoln 
Mercury Dealer Assns.; Comet, Bill 
Levy and Jim Howard. Lincoln 
Mercury Dealer Assns.; Oldsmobile 
F-85, Edward J. Wilder and Ray H 
Nolting. Ray Nolting Olds Co., Kirk- 
wood, Mo.; Oldsmobile F-85, Stan 
|Raymond and Thomas J. Dale, 
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Economy Entrants Ready to Roll— 


This is a view of some of the 67 cars which will roll Saturday (March 11) in the 


participate in seven classes. 


rolet Sales, Chicago; Corvair 
Monza, Bill Horton and John 
Keck, Doane Chevrolet, Dundee; 
Tempest, Judy Thompson and 
Annette Swanson, Los Angeles 
Pontiac Dealer Club; Tempest, 
Jim Nelson and Ken Dresbeke, 
Los Angeles Pontiac Dealer Club; 
Valiant, Ginny Sims and Barbara 
Windhorst, Plymouth-Valiant 
Dealers of Southern California; 
Valiant, Carmin Adams and Don 
Royer, Plymouth-Valiant Dealers 
of Southern California; Lark De- 
luxe 6, Bill Krause and D. B. 
Colliver, North Park Sales & 
Service, Chicago. 


Rambler American Custom, Les 
Viland and Les Scott, Rambler 
Dealers of America; Rambler Amer- 
ican Custom, Gene Marx and 
Tommy Thomas, Rambler Dealers 
of America; Falcon, Loretta Co- 
lange and Celia Ross, Tuttle Broad- 
way Ford, Tucson; Falcon, Leon 
Funderburk and Al Cottle, Desmond 
Ford Co., Roswell, N. M.; Comet, 
Ruth Doushkess and Della Pierce, 
Lincoln-Mercury Dealer Assns.; 
Comet, Joe Tuchel and Leo Esper, 
Lincoln-Mercury Dealer Assns.; 
Lancer, Hart Fullerton and Pete 
Novotny, Claude Short Dodge, Santa 
Monica, Calif.; Lancer, Bill Yeager 
and Richard E. Johnston, Brook- 
hurst Dodge, Garden Grove, Calif. 
Class C—Eight-Cylinder Compacts 


Lark Deluxe 8, James Peterson 
and Don Ricardo, Ben Lindenbusch, 
Inc., St. Louis; Buick Special, John 
Rich and Mike Thornton, Colonial 
Buick, Glendale, Calif.; Buick Spe- 
cial, Barney Navarro and Ed Demp- 
sey, Barnett Buick, Burbank, Calif; 
Oldsmobile F-85, Link Paola and 
Lewis Delight, Paola Olds, La Cres- 
centa; Oldsmobile F-85, Carol Paola 
and Lois Raymond, Paola Olds; 
Tempest, Joanne Cole and June 
Robinson, Jim Retzlaff Co., Bar- 
stow, Calif.; Tempest, Dee Hilden- 
brand and Kathy Muchowski, Hine 
Pontiac, Dallas. 

Class D—Six-Cylinder Standard 

Plymouth Savoy 6, Art Rene 
and Lew Jabro, W. R. Shadoff, 

Pomona, Calif.; Plymouth Savoy 

6, Bob Cahill and Ralph Horn, 
Plymouth-Valiant Dealers; Chev- 

rolet Biscayne, Sunnie Baker and 

Paula Murphy, Melvin Hilliard 
Chevrolet Co., Kansas City; Chev- 

rolet Biscayne, Mel Schroeder and 

Paul Pryor, Doane Chevrolet, 

Dundee; Dart Seneca 6, Woody 

Bell and Ken Foughner, Los An- 


geles— Orange County Dodge 
Dodge Dealers Assnu.; Dart Sen- 
eca 6, Bob Trowbridge and Lor- 





Safety Experts Endorse 
Okla. Inspection Bill 


OKLAHOMA CITY. ~— 
requiring annual inspection of 
automobiles has been endorsed 
by state safety experts. 

The bill provides for the De- 
partment of Public Safety to 
supervise an inspection system 
to be set up across the state. 


Persons with unsafe cars would 
be required to obtain repairs 
within five days. 


(i ALR 
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compacts and 32 standard models will 


67 Cars Entered in Economy Run 


raine Bell, Los Angeles—Orange 
County Dodge Dealers Assn.; 
Ford Fairlane 6, Ruth Levy and 
Millie Smith, Rebsamen Motor 
Co., Little Rock; Ford Fairlane 
6, Ken Hagan and Bob Snider, 
Moore Ford Co., Little Rock; 
Mercury Meteor 600, Nicky Ward 
and Mary Faulkner, Lincoln-Mer- 
cury Dealer Assns.; Mercury 
Meteor 600, Frank Hainley and 
Burris Moon, Lincoln-Mercury 
Dealer Assns. 
Class E—Low-Price Eight 
Chevrolet Bel Air, Melvin Hilliard, 
Pat Klein, Melvin Hilliard Chevrolet 
Co., Kansas City; Chevrolet Bel Air, 
Doug Roe and Jim Brafford, Doane 
Chevrolet, Dundee, Plymouth Savoy, 
Mary Davis and Mary Hauser, W. R. 
Shadoff, Pomona; Plymouth Savoy, 
Bob McDaniel and Jim Ickes, 
Plymouth-Valiant Dealers; Pontiac 
Catalina, Paul Russo and Jimmy 
Jackson, Gillman Pontiac, Houston; 
Pontiac Catalina, Paul Goldsmith 
and Ray Nichels, Andy Klein Pon- 
tiac, Overland Park, Kans.; Dodge 
Dart, Eugene Beck and Allen Cas- 
sens, Cassens & Sons, Edwardsville, 
Ill.; Ford Fairlane, Byron Froe- 
lich and Cecil Bowman, St. Louis 
Metropolitan Ford Dealers; Ford 
Fairlane, Robert Rice and Michael 
G. Livesey, Dallas Metropolitan 
Ford Dealers; Mercury Meteor, 
Myra Buchanan and Pat Venable, 
Lincoln-Mercury Dealer Assns.; 
Mercury Meteor, Dick Rowland and 
Bob Cannon, Lincoln-Mercury 
Dealer Assns. 
Class F—Medium Price 
Chrysler Newport, Mel Alsbury 
jr. and Bill Brandes, Mel Aisbury 
Hollywood Chrysler, Hollywood, 
Calif.; Buick LeSabre, Marta Retz- 
laff and Dorothy Mann, Jim Retz- 
laff Co., Barstow; Chrysler Windsor, 
Marty Gordon and John McCarthy, 
Danny McGroo, Culver City, Calif.; 
Oldsmobile 88, G. G. Cockmon and 
C. Newbill, Newbill Motor Co., 
Inc., Benton, Ark.; Oldsmobile 88, 
Lute Eldridge, Paola Olds, La Cres- 
centa; Mercury Monterey, Ak Miller 
and John Glew, Lincoln-Mercury 
Dealer Assn.; Pontiac Star Chief, 
Mickey Thompson and Bob New- 
hall, Los Angeles Pontiac Dealer 
Club; Pontiac Star Chief, Jim Was- 
son, Los Angeles Pontiac Dealer 


Club. 


Class G—High Price 
Imperial Custom, George Alsbury 
and C. H. Mollineaux, Mel Alsbury 
Hollywood Chrysler; Lincoln Conti- 
nental, Jim Fosdick and Ralph 
Halazon, Lincoln-Mercury Dealer 
Assns.; Lincoln Continental, Jack 


| Hills and Bob Bondurant, Lincoln- 


Mercury Dealer Assns.; Cadillac, 
|Lee Hamer and M. A. Watson, 
| Hamer Motors, Inc., Mission Hills, 
| Calif. 


Roth Elected on Coast 


| SAN FRANCISCO. Jack M. 
| Roth, (Chevrolet) Merced, Calif., is 
| the new president of the Northern 
California Motor Car Dealers Assn. 
|; Other new officers are Gil Ashcom, 
|} (Rambler), Berkeley, vice - presi- 
dent; James ©. Scripture (Olds- 
ee San Rafael, treasurer, and 


George EF. Erb (Chrysler-Plymouth), 


Roseville, secretary. 


| 
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LUGGAGE RACKS 


FOR ALL STATION WAGONS 
FOREIGN CARS AND COMPACTS 






Model S-48 owe on Corvair 
Dealer Cost, $23.70 


(Clamp-ons from $14.85) 
Send for Details on Your Make 


CAMELL >. 


HUbbard 9-9651 
63 So. State St., Hackensack, N. J. 
DISTRIBUTOR INQUIRIES INVITED 








Impressive 
Sa bes APPROACH! 





Hand your next 
prospect a 


FULL COLOR 
BUSINESS CARD 


These colorful business cords are now avail- 
able to the following dealers 





@ BUICK @ FORD © PONTIAC 
@ CHEVROLET © LARK © OLDSMOBILE 
© CHRYSLER © DODGE © MERCURY 


@ PLYMOUTH 
Write today for Free Sample Folder 


Please specify line of cars you sell 


UTLEY BROTHERS, Inc. 


17631 FILER D DETROIT 12, MICH. 














Inflates to 20-30 feet. Use vacuum cleaner 
or gas — fun at football rallies, all ath- 
letic events, parties. Visible for miles as 





adv. for car dealers, gas stations, new 
store openings. Cost U.S. Gov. $20, Gen- 
uine neoprene. While they last $2. plus 
50¢ post. and handling. 5 for $10. post- 
paid. Send check or M.O. to 102-E 


PRESTON’S, 102 Main St., Greenport, N.Y. 











SUPER-PENETRANT 
NYTer hs ata Bolts 


NUDE eee Dae 





“The mechanic's friend 
. . + works in seconds” 


OC YOUR JOBBER HAS IT! 
\ RADIATOR SPECIALTY CO. 


r CHARLOTTE, N.C. 














THE ONLY 
MEDIUM PRICED 
STEAM CLEANER 

FOR THE 

INDUSTRY 


SELLS FOR ONLY 


iO] Mz el4l-l a 


Slightly higher in the west 
Including rubber tires and hot water m 
rinse attachment. 


DEALERS WANTED! 


Exclusive Territories now available. 


Mail coupon for further information. 
es A) aR a ae 


Send to: Electronics, Inc., 3527 E. 
Cherry Street, P. O. Box 150, Ver- 
million, South Dakota. 








Name 

§ Address g 
| Ee 3 
Telephone 











Used-Car Auction Prices 
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Sedan (8) 4-dr., $355*; Custom (8) 2- | 
dr., $210*. 

’55 Country Sedan (8) 2-dr., $370 

’54 Crest (8) 2-dr., $105; 4-dr., $100*; 
Custom (6) 4-dr., $100, 

IMPERIAL—'59 Imperial 4-dr., $2,100* 
(ps); Crown Imperial 4-dr, hardtop, 
$2,050* (ps), 

’57 Imperial 2-dr. hardtop, $1,035* (ps); 
Crown Imperial 2-dr., 3950* (ps), 

’56 Imperial 4-dr., $635* (ps). 

MERCURY—’59 Montclair 4-dr., $1,365*. 

"5S Monterey 4-dr., $730*. 

’57 Montclair 2-dr, hardtop, $760*; Mon- 
terey 2-cdr., $535*, 

*55 Montclair conv., $230* (ps). 

’52 Monterey 2-dr. hardtop, $125*. 

OLDSMOBILE — '59 (98) 4-dr., §1,670* 
(ps); (88) 4-dr., $1,600* (ps), $1,435 
(ps); 2-dr., $1,425* (ps). 

"58 (88) Super 4-dr., $1,115* (ps). 

’57 (88) Super 2-dr, Holiday, §$835* (ps); 
(88) 4-dr., S700* (ps). 

°56 (9S) 4-dr. Holiday, $405* (ps); (88) 
Super 4-dr., $400*. 

"55 (88) conv., $155* (ps). 

PLYMOUTH—’60 Savoy (8) 4-dr., $1,250*. 

"59 Belvedere (8) 4-dr., S$940* (ps), 
$900*, $850*; Savoy (8) 4-dr., $935* 
(ps); Suburban (8) 4-dr., $910*. 

"58 Suburban (8) 4-dr., $545*; Plaza (8) 
2-dr., $520*, 

"57 Belvedere (8) 4-dr., $590; 2-dr. hard- 
top, $565* (ps); Belvedere (6) 2-dr., 
$275*; Savoy (8) 2-dr, hardtop, $525. 

56 Suburban (8) 4-dr., $250*, $235; 
Suburban (6) 2-dr., $195*; Plaza (6) 
4-dr., $205; Savoy (8) 4-dr., $200*. 

’55 Belvedere (6) 4-dr., $240*; Belvedere 
(8) conv., $195*, 

PONTIAC—’'60 Catalina (8) 2-dr., $1,615*. 

’59 Star Chief 4-dr., $1,440* (ps); Cata- 
lina Safari 4-dr., $1,385* (ps), $1,- 
150*. 

’5S Chieftain 2-dr., $795*; 4-dr., $700* 
(ps). 

’57 Chieftain 2-dr., $515*, 


’56 Star Chief 4-dr. Catalina, $375* (ps); 
Chieftain 2-dr. Catalina, $350*, 
’5S Chieftain 2-dr., $195*. 
MISCELLANEOUS—’ 60 Chevrolet 
ton van, $2,800. 
’55 Ford (6) pickup, $265, 


WAREHOUSE POINT, CONN. 


(8) 2- 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of Feb. 22. 
BUICK—’57 Super 4-dr. Riviera, $690* 

(ps), $535* (ps). 

’56 Special 2-dr. Riviera, $525*, $410 
(ps), $200* (ps), 

’55 Special 2-dr., $300*, $220*; Century 
2-dr, Riviera, $170* (ps); RM 4-dr., 
$165* (ps). 

’54 Super 4-dr., $125*. 


’53 Special 4-dr., $135; Super 2-dr, Rivi- 


era, $120* (ps). 
CADILLAC—’59 de Ville 4-dr. hardtop, 
$2,850* (ps). 

’56 (62) 2-dr. hardtop, $770* (ps). 

CHEVROLET—’60 Impala (8) 4-dr. hard- 
top, $1,975* (ps), $1,925* (ps). 

*59 Impala (8) conv., $1,450*; 2-dr. 
hardtop, $1,500*, $1,350*; Sel Air (8) 
4-dr., $1,225* (ps), $1,200*, $1,190*, 
$1,150*; Bel Air (6) 2-dr., $1,185" 
(ps), $1,150*, 2 at $1,125*; Parkwood 
(8) 4-dr., $1,090*; Biscayne (6) 2-dr., 
$1,075, $1,025. 

58 Bel Air (6) 2-dr, hardtop, $1,010; 
Bel Air (8) 4-dr, hardtop, $950* (ps); 
Impala (8) 2-dr, hardtop, $1,000* 
(ps); Biscayne (6) 2-dr., $900*, 

’57 Bel Air (8) 4-dr. hardtop, $950* 
(ps), $925*; 2-dr., $825*; Bel Air (6) 
4-dr., $615*; Two-ten (8) 2-dr., $720*, 
$425*; Two-ten (6) 2-dr., $680; One- 
fifty (6) 2-dr., $675, $450. 

’56 Bel Air (6) 4-dr., $530*, $460*; Two- 
ten (8) station wagon 4-dr., $450*. 

’55 Bel Air (6) 4-dr., $510, $490*, $330*; 
Bel Air (6) 2-dr. hardtop, $440*; Two- 
ten (6) station wagon 4-dr., $375*; 
4-dr., $370*, 

"54 Bel Air conv., $325* (ps); Two-ten 
2-dr., $140, $115. 

"53 Two- ten 4-dr., $155*. 

CHRYSLER—'56 NY 4-dr., §$575* (ps); 
Windsor 4-dr., $425* (ps). 


DeSOTO—’'57 Firesweep station wagon 4- 


dr., $550* (ps), 
DODGE—'57 Coronet (8) 2-dr., $470*. 

’56 Royal (8) 2-dr, hardtop, $330*. 

"55 Coronet (8) 4-dr., $125*. 

’53 Coronet (8) 4-dr., $125*. 

FORD—’60 Fairlane 500 (8) 2-dr., $1,- 
300*. 

’59 Thunderbird (8) 2-dr, hardtop, §2,- 
515* (ps), $2,450* (ps); Ranch Wagon 
(8) 4-dr., $1,000*, 

"58 Fairlane 500 (8) conv., $975*; 2-dr. 
Victoria, $870*, $700*, 

’57 Fairlane (8) 4-dr., $630*, $600*; 
conv., $370; Custom 300 (8) 2-dr., 
$560*; Custom (6) 2-dr., $325, 

’56 Custom (8) 2-dr., $305* (ps); 4-dr., 
$300*. 

’*55 Country Sedan (8) 4-dr., $350*; 
Ranch Wagon (6) 2-dr., $235*; Main 
(8) 2-dr., $125. 

’54 Crest (6) 2-dr., $165. 


IMPERIAL—’57 Crown 2-dr. 
025* (ps). 


hardtop, $1,- 


MERCURY—'57 Commuter 4-dr., $725*; 
Monterey 2-dr, hardtop, $500* (ps). 
’54 Monterey 4-dr., $200*, 
OLDSMOBILE — '56 (88) Super 4-dr., 
$475*; (88) 2-dr. Holiday, $310*, 
’55 «4(88) 2-dr, Holiday, $580*; 4-dr., 
$340* (ps). 
PLYMOUTH—’60 Belvedere (8) 4-dr., $1,- 
550* (ps); Savoy (8) 2-dr., $1,230*. 
’59 Belvedere (8) 4-dr., $900*, $790*. 
’58 Belvedere (8) 4-dr., $675* (ps); Sa- 
voy (8) 4-dr., $515*; 2-dr., $500*. 
"57 Belvedere (8) 4-dr., $510* (ps); 4-dr. 
hardtop, $500*; Plaza (6) 4-dr., $425*. | 
PONTIAC ’59 Catalina 4-dr., $1,340* 
(ps). 
58 Chieftain 4-dr., $700*. 
’57 Star Chief 4-dr., $440*, 
’54 Chieftain 4-dr., $265*. 
RAMBLER—’58 Custom (6) 4-dr., $910. 
’57 Custom (6) Cross Country 4-dr., 
$925* (ps). 
STU DEBAKER—’59 Lark (6) 2-dr, hard- 
top, $1,110*. 
MISCELLANEOUS—’58 [International (6) 
A-100, $710, 
FLINT 


Flint Auto Auction. Sale every Wednes- 
day. Prices are for sale of Feb, 22. Late 
models were selling exceptionally good. 








53) | 


"dS models | 
cars sold} 
consign 


mediocre ‘57 and 
Low percentage of 
212 cars from 354 


Fair and 

slipping. 

today. Sold 

ments. 

BUICK—’60 Invicta Estate Wagon 4-dr., 
$2,600 (ps); LeSabre conv., $2,400* 
(ps), $2,350* (ps), $2,300* (ps); 2-dr. | 
hardtop, S2,330* (ps), $2,275* (ps), 
$2,205*, $2.1 5* (ps); 4-dr, hardtop, 
$2,330* (ps); 4-dr., $2,250* (ps), $2,- 
2307 (ps). 

’59 Electra 
$1,730* 
$1,800 (ps); 
(ps), $1,375*; 

’58 Limited 4-dr. 
Super 4-dr, Riviera, 
dr. Riviera, $1,035* 
dr., $1,050* (ps). 

’°57 RM 4-dr, Riviera, 
dr., $610* (ps). 

’56 Special 4-dr., $530*; 2-dr, Riviera, 
$450*; 2-dr., $260*; Estate Wagon 4- 
dr., $415* (ps). 

’55 Special 2-dr, 
Century 2-dr. 

’54 Special 2-dr., $175*, 

CADILLAC—’60 de Ville 
$3,760* (ps), $3,675* (ps); 
$3,685* (ps). 

*59 (62) 4-dr. hardtop, 

5S (62) Coupe de Ville, $1,925* (ps); 
4-dr. hardtop, $1,875* (ps), $1,770* 
(ps); 4-dr., $1,810* (ps). 

’bS (62) 4-dr., $515* (ps). 

’53 (62) 4-dr., $115* (ps), 

CHEVROLET—’61 Impala (8) conv., §$2,- 
615*; Impala (6) 2-dr, hardtop, §2,- 
010; Bel Air (6) 4-dr., $2,070. 

’60 Corvette (8) conv., $2,745*; Impala 
(8) conv., $2,200* (ps), $2,200*, $2,- 
160*; 4-dr. hardtop, $2,050*, $2,005* 
(ps), $1,820*; 2-dr, hardtop, $2,000* 
(ps); Brookwood (8) 4-dr., 
(ps); Bel Air (8) 2-dr, hardtop, 
800; 4-dr., $1,735* (ps); 
$1,725* (ps); Parkwood 
760; Corvair (900) (6) 
Corvair (700) (6) 4-dr., 
cayne (6) 4-dr., $1,450* 

*59 Impala (8) 4-dr, 
(ps); 4-dr., $1,300* 
dr. hardtop, $1,450*, $1,450* (ps); Im- 
pala (6) 4-dr, hardtop, $1,335*; Bis- | 
cayne (6) 2-dr., $1,175, $1,175*, $1,- 
050, $1,005, $930, $910; Biscayne (8) 
2-dr., $1,000*. 

’58 Impala (8) 
Brookwood (8) 4-dr., 
Delray (6) 2-dr., $760. 

"57 Bel Air (8) 4-dr., 
(6) station wagon 4-dr., 
ten (8) station wagon 4-dr., 
dr., $650, 

’56 Bel Air (8) conv., 
2-dr., $460*, $415*; 
$555*; Two-ten (6) station wagon 4- 
dr., $625*, $515*; Delray, $415; One- 
fifty (6) 2-dr., $160. 

55 Bel Air (8) conv., 
$170*; Two-ten (8) 2-dr., 
$160* (ps); One-fifty (8) 2-dr., 

°54 Two-ten (8) Delray, $170*; 
$160; Bel Air 4-dr., $165, 

CHRYSLER—’61 Newport 4-dr., 
(ps). 
"56 Windsor 4-dr., $480* 
55 NY 2-dr. hardtop, $23 
DeSOTO—’57 Firedome 4-dr., 
4-dr, hardtop, $495* (ps). 
DODGE—’58 Coronet (8) 4-dr., $575*. 

’57 Coronet (8) 2-dr, hardto», $380*. 

’56 Coronet (6) 2-dr., $320. 

"55 Coronet (6) 4-dr., $145*, 

’54 Coronet 4-dr., $130. 

EDSEL—’59 Corsair 2-dr. 





hardtop, $1,800* (ps), 
Invicta 4-dr, hardtop, 
LeSabre 4-dr., 
2-dr, hardtop, a 400%. 
Riviera, $1,23¢ 
$1,110* 
(ps); 


4-dr. 
(ps); 


Century 4- 


$780*; Special 4- 


$300*, 
$220*, 


Riviera, $265*; 


Riviera, 
4-dr. hardtop, 
(62) conv., 


$2,630* (ps). 


$1,- 


(8) 4-dr., 
2-dr., 
$1,415; 
(ps), 


Bis- 


(ps), $1,210*; 2- 


(ps); 
$935*; 


$1,190* 
$1,040*, 


conv., 


$820*; Two-ten 
$775; Two- 


$650; 4-dr., $600*; 
Bel Air (6) 2-dr., 


$230*; 2-dr., 

$190; 4-dr., 

$130. 
4-dr., 


$2,525* 
(ps). 


20* (ps), 


$610* (ps); 


hardtop, $950* 


(ps); Ranger 4-dr., $715* ‘ps). 

FORD—’61 Thunderbird (8) 2-dr. hardtop, 
$3,775* (ps); Galaxie (8) 4-dr., $2,- 
275* (ps). 

’60 Country Sedan (8) 4-dr., $1,765* 
(ps); Galaxie (8) 4-dr. Victoria, $1,- 
650*; Falcon (6) 2-dr., $1,410*, $1,- 
360*, $1,325, $1,300; Fairlane (6) 2- 
dr., $1,305. 

’59 Country Sedan (8) 4-dr., $1,260*; 


Galaxie (8) 4-dr., $1,175*; Galaxie (6) 


4-dr., $1,080* (ps); Ranch Wagon (8) 
2-dr., $1,150* (ps), $1,070*; Fairlane 
500 (8) 4-dr., $1,100*; Custom 300 (8) 
4-dr., $1,055; 2-dr., $1,015; Custom 
300 (6) 2-dr., $1,055, $930, $800*. 

"58 Custom (8) 4-dr., $855* (ps); Coun- 
try Sedan (8) 4-dr., $765*. 

’57 Custom (8) 4-dr., $550*, $530*; 2- 
dr., $500*; Fairlane 500 (8) conv., 
$530*; 2-dr. Victoria, $475*, $450*; 2- 
dr., $385*. 

56 Fairlane (8) conv., $465*; conv., 
$265* (ps); Custom (8) 4-dr., $400*; 
2-dr., $250, $170; Country Sedan (8) 
4-dr., $300* (ps). 

’55 Fairlane (8) 4-dr., $225*, $225; 2- 
dr., $145; Custom (8) 4-dr., $115. 

54 Custom (8) 4-dr., $145*, 

MERCURY—’57 Commuter 2-ir., $610*. 


’55 Monterey 2-dr, hardtop, $105*. 


OLDSMOBILE—’60 (88) Super Fiesta 4- 
dr., $2,400* (ps); 2-dr, Scenic, $2,- 
260* (ps); (88) conv., $2,075. 

59 (98) conv., $1,950*; (88) 4-dr., $1,- 
650* (ps), $1,460*; 2-dr, Scenic, $1,- 
625* (ps). 

"58 (98) 4-dr., $930* (ps). 

’5T (88) 4-dr., $740*, $675* (ps); 2-dr. 
Holiday, $715*; (88) Super 4-dr. Holi- 
day, $720* (ps). 

’56 (88) 2-dr., $190*, 

PLYMOUTH—’'60 Belvedere ‘8) 2-dr. hard- 
top, $1,375. 

’59 Suburban (6) 4-dr., $900*. 

’58 Suburban (6) Custom 4-dr., $800*. 

’57 Belvedere (8) 4-dr., $530*. 

56 Belvedere (8) conv., $150*. 

"55 Plaza (6) 4-dr., $130, 

PONTIAC—’61 Ventura 4-dr., $2,550* 
(ps). 

’60 Star Chief 4-dr., $2,250* (ps); Cata- 
lina 4-dr., $2,040*, $2,025* (ps); 2-dr., 
$1,810*. 

"59 Bonneville 4-dr, Vista, S81,815* (ps); 
Ventura 4-dr, Vista, $1,575* (ps); 
Catalina 2-dr., $1,225*; 4-dir., $1,225* 
(ps). 

’58 Star Chief 4-dr., $1,060* (ps); Chief- 
tain 4-dr., $850* (ps). 

’57 Chieftain 4-dr., $400. 

"55 Star Chief 2-dr, Catalina, $280*; 
Chieftain 2-dr. Catalina, $175*, 

RAMBLER—’60 Custom (6) station wag- 
on 4-dr., $1,660. 

’59 Custom Cross Country 4-dr., $1,- 
225*. 

"57 Custom (6) Cross Country 4-dr., 
$430. 

STUDEBAKER—’59 Lark (8) Regal sta- 


(Continued on Page 56, Col. 2) 


4-dr, hardtop, | 
$1,- | 
$1,725*; | 


$700*; 4-| 
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(ps); | 
(ee: 2- | 


$1,850* | 


hardtop, $1,555* | 
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Republic METAL LUMBER 


for Faster, Stronger, Safer Framing 


Republic METAL LUMBER® solves framing problems fast. 
Simply measure, cut, assemble with Republic Nylok® 
self-locking fasteners. Ideal for constructing tire racks, 
display racks, storage racks, and hundreds of other 
framing assemblies. 

Slotted angle pattern provides flexibility in design. 
Available in two gages, two widths, in standard bundles 
of 10- or 12-foot lengths, fasteners included. 

Call your Republic representative, or write direct for 
complete information. 


REPUBLIC STEEL 


BERGER DIVISION 
1078 BELDEN AVENUE — CANTON 5, OHIO 











... HUNTING 


For a Key 
Employe? 







A Job? 


wo. 
Automotive 
Products 

Of Any Kind? 


Automotive News want ads are the answer. 


GENERAL CLASSIFICATIONS: 


Help Wonted Antique Cars 
Position Wanted Car Recovery 
Dealerships Available Cars For Sale 


Dealerships Wanted Cars Wanted 
Rep. Trucks For Sale 


Trucks Wanted 

Shop Equipment For Sole 
Shop Equipment Wanted 
Accessories For Sale 
Accessories Wonted 
Miscellaneous 


CLASSIFIED RATES: 
22¢ per word for each insertion. Minimum 
15 words, Position Wanted llc per word 
Add $1 per insertion for use of box num 


ber 


DISPLAY RATES: 


$12.30 per column inch for each insertion. 


Contract rates available on request Picccdcsecadag® 
Dealer Services 
New Lines Wanted 
Business Opportunities 
Parts For Sale 

Parts Wanted 


Minimum one inch—moximum ten inches. 


Contract rates available on request. 


Automotive News 


WOodwerd 3-9520 Detroit 7, Michigan 


965 E. Jefferson 
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top, $1,670*; Phoenix conv., $1,655* ’57 Chevrolet %-ton, $670. 
(ps). : ’55 Dodge %-ton, $325, 
e ° FORD—’61 Thunderbird (8) 2-dr. hardtop,| ‘48 Willys Jeep, $420. 
hi mittee Used-Car Auction Prices F etexie ti ae 
\ ~ | "6 G eo * ° 7 * 
a _ 0 Galaxie (8) 4-dr. Victoria, $1,800 Auctions in Brief 
me ON ele) | =SHINE (ps), $1,560*, $1,510*; 2-dr. Victoria, 
a $1,755*; conv., $1,750* (ps); 4-dr., COLUMBUS, O. 
/ *. 
/ Se : $1,430*; Falcon (6) station wagon, $1,- Capital Auto Auction, Sale every Thurs- 


(Continued from Page 55) 610; Fairlane (8) 2-dr., $1,410*, $1,-|qay (Feb, 23), Market staying steady on 





On Your Customers’ Cars 


Specially treated, highly absorbent 
cotton flannel, overedged. For quick 
cleaning of cars with the new syn- 
thetic figishes—all other car finishes, 
too. Fine for household use, In hand- 
some metal container. 


Sold with success by car dealers 
everywhere, 


Also in the complete Las-stik line of 
car care products: leather cleaner @ 
wash mitts © tar remover ¢ windshield 
washer solvent ¢ white tire cleaner « 
bug cloth. 


LAS-STIK MFG. CO., HAMILTON, OHIO 


ILO 


CUSTOMIZED 








Can be installed 
in dash or under 
dash as desired! 







There 
is a trim 
plate kit for 
YOUR CAR! 


CUSTOMIZED 


@ VIBRATOR-OPERATED with Tone Control 


The ATR Customized Karadio is a compact, new, self- 
contained airplane-styled radio for small import and 
compact American cars. This economical unit is perfect 
for all small cars because it can be easily and inex- 
pensively installed in-dash or under-dash on most any 
make or model automobile—and its powerful 8-tube 
performance provides remarkable freedom from engine, 
static, and road noises. ATR Karadios are built to look 
sand fit like original equipment with sleek, modern 
styling and solid, single-unit construction. They offer 
many customized features and provide highest quality 
fidelity—yet cost far less than comparably designed 
units. The ATR Customized Karadio comes complete 
with speaker and ready to install ...and is the ideal 
way to add fun and value to your small import or 
American automobile! 


ATR KARADIO 
Loca ee eee 
for small import 
cars or com- 
pact American 

f << m cars! Unit is 
completely self-contained—extremely compact! 
Can be mounted in-dash or under-dash—wher- 
ever space permits! For 6 volt or 12 volt! 


SEE YOUR JOBBER'OR WRITE FACTORY 





e “A” Battery Eliminators ¢ DC-AC Inverters ¢ Auto Radio Vibrators 


AMERICAN TeéLEVisiON & Rabio Co. 
Zuality Products Since 1931 
SAINT PAUL 1, MINNESOTA, U. S. A. 















350°; 4-dr., $1,250*; Custom 3$0 (4) | the clean sharp models, Sold 248 cars fro’ 
tion wagon 2-dr., $855; 2-dr, hardtop, (ps); Custom 300 (6) 2-dr., $760. wef dr.. $1,310. 346 consignments rer ee 
$825. ’58 Fairlane 500 (8) 4-dr, Victoria, 59 Galaxie (8) 2-dr. Victoria, $1,650*, * * 
56 President 4-dr., $175. $840*, §820* (ps), $805* (ps); 4-dr., $1,450* (ps), $1,375*, $1,290* (ps); 
VALIANT—’60 V-100 4-dr., $1,285*, $760* (ps); Fairlane 500 (6) conv., 4-dr. Victoria, $1,460* (ps); 4-dr., $1,- DETROIT 


MISCELLANEOUS—’60 Chevrolet (6) %- 
ton pickup, $1,335; GMC %-ton pick- 


up, $1,225. 
’56 Ford Express, $360. 


’55 Chevrolet %-ton pickup, $355, $275. 


ARMONK, N. Y. 


Banksville Auto Auction, Inc, Sale every 


Tuesday. Prices are for sale of Feb, 21. 


Action was good here today with clean 


cars pulling top money, 
BUICK—’57 Special 2-dr, 
(ps). 
’56 Century 4-dr., $605* (ps). 
’55 Special 2-dr., $215. 

’54 Century 2-dr, Riviera, $125*. 


CADILLAC—'56 (62) 2-dr., $885* (ps). 


Riviera, $700* 


CHEVROLET—’60 Kingswood (8) 2-dr., 
$1,935*. 
59 Parkwood (8) 2-dr., $1,310* (ps); 


Bel Air (8) 2-dr., $1,190*; 4-dr., $1,- 
060*. 

’58 Biscayne (6) 2-dr., $775; Yeoman (6) 
2-dr., $650*, 

’57 Two-ten (8) station wagon 2-dr., 
$710; station wagon 4-dr., $675*, 

’55 Bel Air (8) 4-dr., $160*. 

’54 Two-ten 2-dr., $185. 

FORD—’59 Fairlane 500 (8) 4-dr., $990; 

Ranch Wagon (6) 2-dr., $905. 

58 Fairlane (8) 2-dr, Victoria, $665*. 

’57 Custom (6) 4-dr., $555. 

’56 Country Sedan (6) 4-dr., $440. 

’55 Custom (6) 2-dr., $205*. 
MERCURY — ’57 Montclair 4-dr., $805* 
(ps); Commuter 2-dr., $660* (ps), 

’54 Monterey 2-dr. hardtop, $235*. 
OLDSMOBILE—’59 (88) Fiesta 4-dr., $1,- 
640* (ps); 4-dr. Holiday, $1,235, 

’57 (98) 2-dr. Holiday, $655* (ps); (88) 
2-dr. Holiday, $640* (ps). 
’55 (88) 2-dr, Holiday, $375* (ps). 


PLYMOUTH — '59 Belvedere (8) 4-dr., 
$905* (ps). 
’57 Suburban (8) 2-dr., $520*; Savoy (6) 
4-dr., $350*. 
PONTIAC—’59 Star Chief 2-dr., $1,360* 
(ps). 
’5S Star Chief 4-dr., $830* (ps). 
’57 Star Chief 2-dr, Catalina, $405* 


(ps). 
RAMBLER—’56 Custom Cross Country 4- 
dr., $390. 
’55 Custom Cross Country 4-dr., $205*. 
MISCELLANEOUS—’55 Dodge panel, $185. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Feb, 21, Sold 437 
cars from 629 consignments, 


BUICK—’60 Electra conv., $2,660* (ps), 
$2,625* (ps); Electra 225 4-dr., $2,- 
555* (ps); LeSabre 4-dr, hardtop, $2,- 
290* (ps); 4-dr., $2,235* (ps), $2,- 
155* (ps). 

’59 Electra 4-dr, hardtop, $1,710* (ps); 
4-dr., $1,610* (ps). 

’58 Special conv., $1,250* (ps); 
$1,020* (ps); 4-dr, Riviera, 
(ps); (75) 4-dr., $925* (ps). 

’57 RM 4-dr, Riviera, $890* (ps); 2-dr. 
Riviera, $665* (ps); Super 2-dr. Rivi- 
era, $735* (ps); 4-dr., $600*; Special 
4-dr., $575* (ps). 

’56 Special 2-dr, Riviera, $360*, 

’55 Century Estate Wagon, $380*; RM 2- 
dr. Riviera, $375*. 

CADILLAC—’61 (62) 2-dr. $4,- 
600* (ps), $4,560* (ps). 

"60 (62) conv., $4,010* (ps); 2-dr, hard- 
top, $3,725* (ps), $3,700* (ps); de 
Ville 2-dr. hardtop, $3,985* (ps); 4-dr. 
hardtop, $3,880* (ps), $3,635* (ps). 

’59 de Ville 2-dr, hardtop, $2,965* (ps), 
$2,900* (ps). 

58 Eldorado conv., $2,200* (ps); 2-dr. 
hardtop, $2,105* (ps); (62) 4-dr., $1,- 
995* (ps); 2-dr, hardtop, $1,535* (ps). 

57 (60) Special 4-dr. hardtop, $1,395* 
(ps); Eldorado conv., $1,135* (ps). 

’54 (62) 2-dr. hardtop, $480* (ps), 

CHE VROLET—’60 Impala (8) sport sedan, 


4-dr., 
$855* 


hardtop, 


$2,260, $1,930, $1,775* (ps); Park- 
wood (8) 4-dr., $1,765*, $1,740*; Bel 
Air (8) 4-dr., $1,655, $1,620; Bis- 


cayne (8) 4-dr., $1,500*, $1,335; 2-dr., 
$1,425; Corvair (6) 4-dr., $1,300. 

’59 Corvette (8) conv., $2,175*; Impala 
(8) conv., $1,660* (ps), $1,580* (ps), 
$1,525* (ps), $1,475* (ps); sport se- 
dan, $1,655* (ps), $1,520* (ps), $1,- 
500* (ps), $1,495* (ps), $1,465* (ps), 
$1,375* (ps), $1,250* (ps), $1,225*; 
Impala (6) sport sedan, $1,500*; conv., 
$1,450*; Parkwood (8) 4-dr., $1,380* 
(ps), $1,345* (ps), $1,275*; Parkwood 
(6) 4-dr., $1,150, $1,140*; Bel Air (8) 
2-dr., $1,300*, $1,225*, $1,190*; 4-dr., 
$1,240*, $1,235*, $1,200*, $1,190* (ps), 
$1,075*, $1,050*, $1,045*; Bel Air (6) 
2-dr., $900*, $880, $875, $850; Brook- 
wood (8) 4-dr., $1,250*; Brookwood 
(6) 4-dr., $1,155, $1,090*, $1,045, $1,- 
000*, $985*; Biscayne (8) 4-dr., $1,- 
160, $1,055*; Biscayne (6) 2-dr., $1,- 
040*, $975; 4-dr., $1,005*, 

’58 Impala (8) sport coupe, $1,305* (ps), 
$1,150* (ps), $1,000* (ps); conv., $1,- 
225* (ps), $1,090* (ps); Nomad (8) 
4-dr., $1,095* (ps); Bel Air (8) sport 
sedan, $1,085*; Biscayne (8) 4-dr., 
$905*, $880*; Biscayne (6) 4-dr., 
$900*; Delray (8) 2-dr., $850*. 

’57 Nomad (8) 2-dr., $930*; Bel Air (8) 
sport sedan, $925*, $900* (ps), $860*; 
4-dr., $900* (ps), $705; 2-dr., $790*; 
sport coupe, $750; Two-ten (8) station 
wagon, $875*, $760*; Two-ten (6) 2- 
dr., $675, 

’56 Bel Air (8) sport sedan, 
dr., $610*, $500; Two-ten 
$515*. 

55 Bel Air (8) 4-dr., $500*. 

CHRYSLER—’57 Windsor 2-dr. 
$540*. 
DeSOTO—’59 Fireflite 4-dr. 
400* (ps). 
’57 Firesweep 4-dr., $410*. 
’56 Firedome 4-dr. hardtop, $440* (ps). 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
$2,700* (ps), $2,605* (ps); Country 
Sedan (8) 4-dr., $1,585*; Fairlane (8) 
4-dr., $1,220*, $1,200*. 

’59 Galaxie (8) conv., $1,350* (ps); 4- 
dr., $1,350* (ps); 4-dr, Victoria, $1,- 
225*, $1,220*; Fairlane (8) 2-dr., $1,- 
155*, $850*, $840; 4-dr., $1,030*, 
$900*; Fairlane (6) 2-dr., $750, $745; 
Ranch Wagon (8) 4-dr., $1,070*; 2-dr., 
$940; Fairlane 500 (8) 4-dr., $910* 


$725*; 4- 
(8) 4-dr., 
hardtop, 


hardtop, $1,- 






























DeSOTO—’58 Firedome 4-dr., 


$700* (ps); Country Sedan (8) 4-dr., 
$800*; Ranch Wagon (6) 4-dr., $715; 
Fairlane (6) 2-dr., $470*. 

’57 Fairlane 500 (8) 2-dr. Victoria, $600* 
(ps); Fairlane 500 (6) 2-dr. Victoria, 
$535* (ps); Custom (8) 2-dr., $490*; 
Custom 300 (6) 4-dr., $400* (ps), 

’56 Country Sedan (8) 4-dr., $450*. 

’55 Custom (8) 2-dr., $375, 

IMPERIAL—’59 Imperial 4-dr. 
$2,375* (ps). 

’57 Imperial 4-dr, hardtop, $1,155* (ps), 


hardtop, 


$1,060* (ps). 
LINCOLN—’58 Capri 2-dr, hardtop, $1,- 
000* (ps). 
’56 Premiere 4-dr., $515* (ps), $440* 


(ps). 
MERCURY—’61 Monterey 4-dr., $2,310* 
(ps); Meteor 4-dr., $2,050* (ps). 

’58 Monterey 4-dr, hardtop, $1,000* (ps); 
conv., $790* (ps). 

OLDSMOBILE—’61 (88) Super 4-dr. Holi- 
day, $2,900* (ps), 

’60 (88) 4-dr, Holiday, $2,250* (ps); 4- 
dr., $1,900* (ps), 

’59 (88) conv., $1,935* 
(ps); 4-dr., $1,600* (ps); (98) 4-dr. 
Holiday, $1,920* (ps), $1,850* (ps), 
$1,820* (ps), $1,800* (ps), $1,775* 
(ps); (88) Super Fiesta 4-dr., $1,750* 
(ps); 4-dr, Holiday, $1,695* (ps), $1,- 


(ps), $1,930* 


615* (ps). 

"58 (98) 4-dr. Holiday, $1,205* (ps); 4- 
dr., $1,065* (ps); (88) 4-dr., $1,155* 
(ps); 2-dr., $1,135* (ps); (88) Super 
4-dr., $970* (ps). 

57 (98) 4-dr., $790* (ps); 2-dr. Holiday, 
$740* (ps); (88) Super 4-dr., $645* 
(ps). 


’56 (98) 4-dr. Holiday, $595* (ps); (88) 
Super 4-dr, Holiday, $545*, $530* 
(ps); (88) .2-dr., $465*. 

’55 (88) 4-dr. Holiday, $375* (ps), 


PLYMOUTH—’59 Sport Fury (8) conv., 
$1,290* (ps); Suburban (8) 2-dr., 
$980*; Suburban (6) 2-dr., $750*; 
Savoy (6) 4-dr., $550*. 

’58 Plaza (6) 4-dr., $495*, 

’57 Belvedere (6) conv., $635* (ps); 
Belvedere (6) 4-dr., $435* (ps), 2 at 
$395*; Savoy (6) 4-dr., $395*; Sub- 
urban (6) 2-dr., $310. 

'56 Savoy (8) 4-dr., $350*. 

PONTIAC—’61 Bonneville conv., $3,000* 


(ps). 

’60 Bonneville 4-dr, Vista, $2,640* (ps); 
Catalina Safari 4-dr., $2,290* (ps), 
$2,275* (ps); 4-dr. Vista, $2,150* (ps); 


4-dr., $1,920* (ps); Star Chief 4-dr. 
Vista, $2,100; Ventura 4-dr. Vista, 
$2,065. 


"59 Bonneville conv., $2,125* (ps); sport 
coupe, $1,900* (ps); 4-dr. Vista, $1,- 
750*; Star Chief 4-dr., $1,650* (ps); 
‘Catalina 4-dr, Vista, $1,550*, $1,410*. 

’58 Star Chief 4-dr, Catalina, $945* (ps); 
Chieftain 4-dr., $900* (ps), $670*; 2- 
dr., $560*. 


°57 .Chieftain Safari 4-dr., $650* (ps); 
4-dr, Catalina, $425*. 

’56 Star Chief 4-dr. Catalina, $480*; 
Chieftain Safari 4-dr., $400*; 4-dr. 
Catalina, $390* (ps). 


RAMBLER—’59 Custom (8) Cross Coun- 
try, $1,250* (ps); Super (8) Cross 
Country, $1,140*; Super (6) Cross 
Country, $1,075, $1,020; American (6) 
station wagon, $825. 

’57 Custom (8) Cross Country, $850*. 

MISCELLANEOUS—’55 Ford pickup, $580. 


BORDENTOWN, N. J. 


National Auto Dealers Exchange. Sale 
every Wednesday, Prices are for sale of 
Feb. 22. Firm prices in all years and mod- 
els, with ’56, ’57 and ’58 groups excep- 
tionally strong. Sold 89 percent of 448 con- 
signments. 


BUICK—’59 Electra 4-dr. hardtop, $1,825* 
(ps); 4-dr., $1,475* (ps). 


’5b8 Super 4-dr. Riviera, $1,110* (ps), 
$1,075* (ps); Special 4-dr, Riviera, 
$990* (ps); 4-dr., $905* 


’57 Special 4-dr. Riviera, “$705*; Super 
2-dr. Riviera, $700* (ps), $195*; 4-dr. 


Riviera, $580* (ps). 

’56 Special 2-dr., $450*; 4-dr. Riviera, 
$440* (ps); 2-dr. Riviera, $500; RM 
4-dr. Riviera, $400* (ps); Super 2-dr. 
Riviera, $340* (ps), $270* (ps); Cen- 
tury conv., $205* (ps). 

’55 Super 2-dr, Riviera, $310* (ps); 4- 
dr., $160* (ps). 

’54 Special 2-dr., $105* (ps), 

CADILLAC—’61 (62) 2-dr. hardtop, $4,- 
750* (ps), 
’59 (60) Special 4-dr, hardtop, $3,000* 


(ps), $2,900* (ps); (62) 4-dr., $2,660* 
(ps). 

’58 (62) 4-dr. hardtop, $1,950* (ps), $1,- 
860* (ps). 

CHEVROLET—’61 Impala (8) sport coupe, 
$2,425* (ps). 

’60 Impala (8) sport coupe, 
(ps); conv., $2,030*; 4-dr., 
Bel Air (8) 4-dr., $1,630* 
580* (ps), $1,570* (ps); 
$1,600*, $1,600. 

’59 Nomad (6) 4-dr., $1,535* (ps); Im- 
pala (8) sport coupe, $1,535, $1,500* 
(ps); sport sedan, $1,525* (ps); 4-dr., 
$1,275*; Kingswood (8) 4-dr., $1,410; 
Bel Air (8) 4-dr., $1,355, $1,350* (ps), 
$1,250* (ps), $1,190*, $1,185*, $1,100*; 
2-dr., $1,110*; Bel Air (6) 2-dr., $1,- 


$2,040* 
$1,500*; 
(ps), $1,- 
sport coupe, 


210*, $1,200*; Brookwood (8), $1,285* | 


(ps); Brookwood (6) 2-dr., $855; Bis- 


cayne (8) 2-dr., $1,205, $890*, $900; 
4-dr., $1,100*; Parkwood (8) 4-dr., 
$1,175°*. 


’58 Impala (8) sport coupe, $1,150*; Bel 


Air (8) 4-dr., $1,035*; sport sedan, 
$945*; Biscayne (6) 4-dr., $950, $850; 
Delray (6) 2-dr., $850, $600*; 4-dr., 
$695*. 

’57 Bel Air (8) sport sedan, $865*; 
sport coupe, $850; 4-dr., $800* (ps); 


Bel Air (6) 2-dr., $665; Two-ten (8) 
4-dr., $850*; Two-ten (6) 4-dr., $700; 
2-dr., $700*. 

’56 Bel Air (6) 4-dr., $600*; sport sedan, 
$500* (ps); Two-ten (8) station wag- 
on, $535*; 4-dr., $325*; Two-ten (6) 
2-dr., $470. 


CHRYSLER—’56 NY 4-dr., $640* (ps). 


’55 Windsor 4-dr., 
53 Windsor 4-dr., 


$245* 
$100* 


(ps), 
(ps). 
$850* 
’56 Firedome station wagon, $500* 
’55 Firedome 2-dr. hardtop, $285*. 


(ps). 
(ps). 


DODGE—’60 Dart (8) Pioneer 2-dr. hard- 


250* (ps); 


dr., $1,150* (ps), $860*; 2-dr., $1,- 
000*; Fairlane (8) 4-dr. Victoria, $1,- 
100*; 2-dr. Victoria, $1,020*; Custom 
300 (8) 4-dr., $1,020*; 2-dr., $975* 
(ps), $935*, $930, $700; Custom 300 
(6) 4-dr., $900; 2-dr., $770; Ranch 


Wagon (6) 2-dr., $950. 


’58 Thunderbird (8) 2-dr. hardtop, $1,- 
Fairlane 500 
(8) 2-dr. Victoria, $1,110* (ps); Fair- 
lane (8) 4-dr, Victoria, $809*; Custom 
Ranch Wagon 


820* (ps), $1,500* (ps); 


300 (8) 4-dr., 
(6) 2-dr., $400. 


$615*; 


’57 Thunderbird (8) conv., $1,441* (ps); 
Fairlane 500 (8) 2-dr, Victoria, $685*; 


Fairlane (8) 4-dr., $580* (ps); 2-dr., 
$430*; Fairlane (6) 2-dr, Victoria, 
$470*; Custom (8) 2-dr., $570; 4-dr., 
$510". 


’56 Country Sedan (6) 4-dr., $350; Ranch 


Wagon (8) 2-dr., $335*, $300*; Main 
(6) 2-dr., $230; Custom (6) 2-dr., 
$205. 


’55 Ranch Wagon (8) 2-dr., $400. 


IMPERIAL—’59 Crown 4-dr. hardtop, $2,- 


240* (ps). 
’57 Imperial 4-dr., $815* (ps). 


LINCOLN — ’59 Premiere 2-dr. hardtop, 
$2,185* (ps); Capri 4-dr, hardtop, $2,- 


100* (ps), 
’57 Capri 2-dr. hardtop, $930* (ps). 
MERCURY—’58 Turnpike Cruiser 
hardtop, $975* (ps); 
$810* (ps); Monterey 4-dr, 
$650*; 4-dr., $625. 


’57 Colony Park 4-dr., $950* (ps); Mon- 
hardtop, 


terey conv., $490*; 2-dr, 


$350*. 


’56 Monterey 2-dr,. hardtop, $385; Medal- 


ist 4-dr. hardtop, $335*, 
’54 Monterey 4-dr., $150*, 


OLDSMOBILE—’60 (88) Fiesta 4-dr., $2,- 


200* (ps). 


’59 (88) 2-dr. Scenic, $1,840* (ps); 4-dr. 


Holiday, $1,700* (ps) 


57 (88) 4-dr, Holiday, $760* (ps); (98) 


(88) 
4-dr. Holiday, $475* (ps); 4-dr., $465* 
(ps); conv., $300* (ps); 2-dr. Holiday, 


4-dr., $685* (ps), 
’56 (98) 4-dr. Holiday, $625* (ps); 


$290*. 
’55 (88) 4-dr, Holiday, $415* (ps). 
*54 (88) conv., $140*, $105* (ps). 


PLYMOUTH—’60 Fury (8) 2-dr. hardtop, 
$1,700* (ps); 4-dr. hardtop, $1,650* 
(ps). 

’59 Fury (8) 4-dr. hardtop, $1,220*; 
Belvedere (8) conv., $1,075* (ps); 4- 
dr., $1,060*; Belvedere (6) 2-dr., 
$940*; Suburban (6) 4-dr., $1,000*; 


Savoy (8) 2-dr., $590 


"58 Savoy (8) 2-dr., $600, $545; 4-dr., 
$590; Savoy (6) 2-dr, hardtop, $400; 


Plaza (6) 2-dr., $580*; Plaza (8) 2- 
dr., $550*; Fury (8) 2-dr. hardtop, 
$460*. 


’57 Suburban (8) Custom 4-dr., $630*. 
PONTIAC—’60 Ventura sport coupe, 
100. 

’59 Bonneville 4-dr. Vista, $1,800* (ps); 
Safari 4-dr., $1,735* (ps); conv., 
760* (ps); Catalina conv., 

4-dr., $1,470* (ps). 

’58 Star Chief 2-dr. Catalina, 
(ps); Chieftain 4-dr., $919*, 
’57 Star Chief 4-dr, Catalina, 
Chieftain 4-dr, Catalina, $565*; 

Catalina, $525* 


$815*; 
2-dr. 


RAMBLER—’60 American (6) 4-dr., $1,- 


390*. 
59 American (6) 2-dr., 
station wagon, $995. 
758 Custom (8) 4-dr., 
Cross Country, $1,025*; Super 
Cross Country, $1,000*, $680*. 
VALIANT—’61 Valiant station wagon, $1,- 


$1,035*, $890*; 


31,065* (ps); 


(6) 


925*. 
MISCELLANEOUS—’59 Chevrolet %-ton, 
$1,025. 


Turnings 


(Continued from Page 54) 


a heat-exchanger or regenerative 
turbine. 
* * * 

7 heat-exchanger turbine 

which woud be most suitable for 
a car, is somewhat more expensive 
and complex because it reuses much 
of the heat in the exhaust, thereby 
producing cooler exhaust and using 
less fuel. 

Regardless of how soon the gas 
turbine comes to the family auto, 
Williams thas reason to be con- 
fident about the turbine’s future. 
About a year ago he expanded 
into a modern, well-equipped re- 
search center here in Detroit’s 
outskirts. Included in the 16,000- 
square-foot building are eight test 
cell rooms for testing small tur- 
bines, 600 horsepower and down. 


About 90 percent of the effort of 
Williams and his 40-man staff is de- 
voted to gas turbine development. 
The effort largely centers around 
(1) a contract from the Army Ord- 
nance Automotive Command to 
install and test a 50-pound, 75-horse- 
power turbine in a Jeep; (2) a joint 
program with Waukesha Motor Co. 
for the development of a 400-600 
horsepower truck and earth-moving 
turbine; (3) the development of a 
tiny, but powerful jet engine for 
unmanned drone planes, and (4) the 
development of a marine gas tur- 
bine for Outboard Marine Corp. 


Country Sedan (8) 4-dr., 
$1,300* (ps), $1,210*; Fairlane (8) 4- 


2-dr. 
Montclair conv., 
hardtop, 


$2,- 


$1,- 
650* (ps); Star Chief 4-dr. Vista, $1,- 
$1,630* 
(ps); 4-dr. Vista, $1,600* (ps); Safari 


$1,040* 












































State Fair Auto Auction, Sale every 
Tuesday (Feb, 21). Prices holding. Demand 
for clean cars, Sold 125 cars from 234 con- 
signments. 


* * * 
MANHEIM, PA. 
Manheim Auto Auction, Sale every Fri- 


day (Feb. 24). A real hot sale, Sold 86 
percent of 508 consignments. 


‘New’ Borgward 


Aims to Improve 
Dealer Relations 


BOSTON.—New policies aimed at 
improving distributor and dealer 
relations are being shaped by 
Borgward Werke AG, publicly 
owned firm which succeeded Carl 
F. W. Borgward, GmbH, according 
to Helmut K. Winkler, head of 
Borgward Motors Corp., United 
States importer. 


He said Marcel R. Matousek, who 
is in charge of export operations for 
the firm, will visit the U. S. to 
“spell out in detail exactly what 
the new policies are for this coun- 
try,” said Winkler. 


The Borgward factory in Bremen, 
West Germany, was taken over by 
the government after Dr. Carl F. 
Borgward, the owner, had admitted 
he was unable to meet the payroll 
for his 20,000 workers. 


Winkler said there were several 
reasons for the government’s take- 
over of the firm and the under- 
writing of a public stock issue. 


“Bremen is a major seaport, 
largely dependent upon exports,” he 
explained. “It is highly advantag- 
eous, therefore, that the Borgward 
factory, which provides a tremend- 
ous proportion of the city’s export 
traffic, be run at peak efficiency in 
order to maintain volume and flow. 


“In addition,” he continued, 
“since the Borgward works employs 
a tremendous portion of Bremen’s 
labor force, the city fathers felt 
that an aggressive management, at- 
tuned to 20th Century needs and 
methods, would guarantee more 
consistent and dependable employ- 
ment for its 20,000 employes.” 





Brosts Reactivate 


Dodge Truck Unit 


BUFFALO.W\The Brost family 
has announced the reactivation of 
Lake Erie Dodge Truck Center, 
Inc., distributor of Dodge trucks 
for most of New York State and 
part of Pennsylvania. The operation 
was discontinued last spring. 


Robert F. Brost has been elected 
president of Brost Motors, Inc.; 
Brost Plymouth-Valiant, Inc.; De- 
pendable Motor Parts Corp. and 
Frontier Discount Corp. 


Formerly vice-president of those 
corporations, he succeeds his father, 
Chester J. Brost, who becomes 
board chairman.. Joseph R. LaSpisa 
and Walter W. Willis also were 
named to executive posts with the 
four companies. 


Ford Publishes Book 
On Truck Body Layout 


DEARBORN.—tThe i961 Ford 
Truck Body Builders’ Layout Book 
is now available to body and equip- 
ment companies. “This 128-page 
book contains detailed chassis 
drawings and dimensions on the 
entire 1961 Ford truck line which 
comprises 619 models,” according 
to D. F. Ball, manager, heavy- 
truck sales department, 


Featured in the 1961 edition, the 
most comprehensive ever published, 
are special sections on engine di- 
mensions and wiring. Body compa- 
nies may obtain a free copy from 
their Ford Division district sales 
office or by writing to Ford Divi- 
sion General Sales Office, Heavy 
Truck Sales Department, Box 658, 
Dearborn, Mich. 


Jaguar Adds Houston Outlet 


HOUSTON.—A Jaguar franchise 
has been awarded to Houston Mo- 
tor Corp., 2955 Kirby Drive. George 
Kocens is president of the firm. 
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In Indiana GM Case... 
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NERB Backs Right-to-Work 


(Continued from Page 8) 


with the union, the picketing 
illegal. 

Picketing is illegal if the effect 
of informational picketing is to 
halt deliveries to the picketed com- 
pany. 

Picketing to force an employer 
to hire his predecessor’s employes 
is against the law if no attempt is 
made to seek an election among 
those who are working. 

* oa * 

N THE factory front, the 

change in the Consumer Price 
Index had no effect on auto worker 
wages, which are reviewed quar- 
terly according to the rise or fall 
in the cost of living. 

The index for Jan. 15 is 127.4 
compared with 127.3 for Oct. 15, 
the date upon which the cost-of- 
living allowance for the last 
quarter was based. The next re- 
view of the allowance will be in 
May based on the April 15 index. 
Currently, hourly auto workers 
are drawing a 17-cent-an-hour al- 
lowance. Salaried workers draw 
$85 every three months for their 
cost-of-living allowance. 


In Detroit, Chrysler Corp. and 
United Auto Workers Officials last 
week discussed the overall employ- 
ment situation in the corporation, 
with particular emphasis on a re- 
volt among union members at one 
of the firm’s stamping plants. 

UAW Local 869 at Chrysler’s 
Nine Mile press plant has asked 
the International UAW to appoint 
an administrator to take over the 
local’s affairs. The request was 
made by the local’s president be- 
cause of a petition campaign by 
rank-and-file members to disaffili- 
ate from the UAW. 

The trouble stems from plans 
by Chrysler to shift stamping 
operations from its Conant plant 
to the more modern Nine Mile 
plant. Under terms of the UAW- 
Chrysler contract, Conant employes 


is 


with sufficient seniority can move 
with their jobs to Nine Mile. 

Nine Mile employes, with senior- 
ity dating back only to the plant 
opening in 1949, are fearful of los- 
ing their jobs to higher seniority 
Conant workers. 

Norman Matthews, UAW direc- 
tor of the Chrysler department, 
said that the problem at the press 
plant is representative of a gen- 
eral situation through Chrysler. 

“There has been a constant shift- 
ing of work from one plant to an- 
other,” he said. 

Blaming the problem on exten- 
sive layoffs resulting from a poor 
economic climate, Matthews said 
one of the purposes of the com- 
pany-union meeting was to discuss 
future company plans so the union 
can prepare for possible union 
trouble. 

* *x * 
N THE dealer front, automobile 
salesmen in the Youngstown 
(O.) area have organized the Tri- 
County Automobile Assn. in an “ef- 
fort to promote better working and 
selling conditions.” 

The salesmen voted to: apply 
for a state charter, A representa- 
tive of Teamsters Local 377 said 
the union will organize the sales- 
men at their next meeting. 

Some 60 persons, representing 
most of the large dealerships in 
Youngstown, were on hand for the 
first meeting. The group will rep- 
resent dealerships in Mahoning, 
Trumbull and Columbiana coun- 
ties. 

Edward Lamb was named tem- 
porary chairman. Officers will be 
elected later, a spokesman for the 
group said. 

In Bremerton, Wash., the NLRB 
has ordered Couse Motors, Inc. 
(Buick), to bargain collectively, 
upon request, with the Internation- 
al Assn. of Machinists, Lodge 1545, 
as exclusive bargaining agent for 
mechanics, body repair men and 
apprentices employed by members 
of the Kitsap County Automobile 





Dealers Elated .. . 





Holiday Gives N.Y. Lift 


(Continued from Page 3) 


a Washington’s Birthday sale that 
we have ever had. I don’t know 
where they came from, but they 
were out in droves, Sure they were 
shopping, but darn it, they were in- 
terested in buying cars, and God 
knows, we have loads of those to 
sell them.” 

“All I can tell you,” remarked 
a dealer who is usually a fine 
barometer of the state of business, 
“my salesmen are walking around 
here today with smiles.on their 
faces, where two days ago I didn’t 
even think Jimmy Durante could 
have made them laugh. There just 
wasn’t a laugh in a carload of 
these guys. Boy, what one day 
of good business will do for you.” 

There is a very sober side to the 
whole situation, however. Profits. 
Or more accurately, the lack of 
profits. 

“We didn’t make any profit yes- 
terday,” one dealer said. “Sure we 
sold a lot of cars. Ten, if you want 
me to be precise. And on the whole 
lot, ’'m lucky if I made $1,500 gross. 
I should have made that kind of 
money on three cars, not 10, So 
what happens? I tell my men today 
they have to get me another $100 
on every car we Sell. So we stiffen 
the line. But if my competitors 
don’t do the same thing, where am 
I? I think we're all just kidding 
ourselves, Sure we're selling cars, 
but what good is it if we don’t 
make any money?” 

Having emerged from the heavy 


Dealership Drops Charge 
Against Ex-Manager 

EAST DETROIT, Mich.—Merol- 
lis Chevrolet has withdrawn a com- 
plaint against its former used-car 
manager, which charged that he 
sold 23 used cars and pocketed the 
money. 

Norman Merollis, vice-president 
of the dealership, had filed the com- 
plaint against Dominic J. Trubiano, 
who is his uncle. 





snow of the last two months, deal- 
ers are particularly profit consci- 
ous. They see the last two months 
as time and labor, as well as money, 
lost. 

Speculated one: “This year 
could have been a fantastically 
good year except for the snow. I 
think we would have had one of 
our best years ever if we hadn’t 
had to contend with that. Now, I 
wonder if it will be possible for 
us, in the present profit climate, 
te recoup our losses of the last 
two menths, It’s going to take an 
awful lot of work, and an awful 
lot of profit making in the next 
few months to overcome the 
_ ground we have lost.” 

By and large, however, sales 
strength was shown in almost 
every sector of automobile retail- 
ing. Said a Ford dealer: 

“We sold new cars, used cars, 
trucks, compacts — everything was 
in demand yesterday. I think we 
have honestly emerged from the 
worst of this economic correction.” 
He seemed loath to call it a reces- 
sion. 

A medium-price line, which added 
a compact this year, was analyzed 
by one of its dealers thus: “We’ve 
been selling the expensive car in 
our line better than any number we 
are carrying now. Our compact is 
good—it accounts for about 20 to 25 
percent of our business—but there’s 
no profit left in it for us, consider- 
ing the kind of work and effort we 
have to put into them. 

“They are good cars, don’t get 
me wrong, but they are overpriced. 
By the time we discount them to 
where the public will buy them, it 
takes such a lump out of our so- 
called profit that we have nothing 
left.” 

And so the story goes. Dealer- 
ships were humming again, even on 
the second day after Washington’s 
Birthday, which turned out to be 
foggy, rainy and altogether miser- 
able again. 


mall 








Dealers Assn., concerning subcon- 
tracting of work. 

The board also ordered the deal- 
ership to cease unilaterally chang- 
ing conditions of employment with- 
out notice to and consultation with 
the union; or in any other manner 
interfering with, restraining or co- 
ercing employes in their organiza- 
tional rights. 

In Narrows, Va., body shop em- 
ployes and mechanics at Hub 
Brown Chevrolet Corp. voted 5-to-2 
for representation by District 50, 
United Mine Workers in an elec- 
tion conducted by the NLRB. 


Defense Contracts 
Awarded to AMC, 
Chrysler, Monroe 


DETROIT. — Continuity of pro- 
duction of M-422, %4-ton utility 
trucks, called the Mighty Mites, 
will continue in Detroit as the re- 
sult of a contract issued by the De- 
troit Ordnance District to American 
Motors Corp. 

Col. J. E. Johnston, district com- 
mander, said the award in the 
amount of $3,330,000, is half of the 
anticipated cost for 1,000 additional 
vehicles, and brings the total num- 
ber of Mighty Mites ordered to 
2,250. It will continue employment 
for at least six months at the 
AMC’s Special Products Division. 

The vehicles were designed to 
meet Marine Corps requirements 
and developed under the technical 
supervision of the Ordnance Tank 
Automotive Command. 

An award of $1,626,922 to Chrys- 
ler Corp. for engineering services 
on the M-60 main battletank also 
was disclosed. Chrysler is assem- 
bling the tank at Warren, Mich. 

Col. Johnston also announced 
that a contract valued at $764,961 
was awarded to the Monroe Auto 
Equipment Co., Monroe, Mich., and 
covers the production of 17,037 
shock absorbers to be used on var- 
ious Army tracked vehicles, 

He said fulfillment of the Monroe 
contract will require five months 
production, 


Borth Retires 
As Assistant 
To AMA Director 


DETROIT.—Christy Borth, auto- 
motive historian and writer, has re- 
tired from the staff of the Automo- 
bile Manufacturers Assn., it was an- 
nounced last week 
by Harry A. Wil- 
liams, AMA man- 
aging director. 

Borth, who has 
been associated 
with the automo- 
tive industry for 
the past 20 years, 
joined the staff 
of Automotive 
Council for War 
Production in 

Christy Borth 1942. The Council 
was a wartime organization formed 
under the auspices of the AMA to 
promote technological cooperation 
among automotive companies en- 
gaged in war production, 

After the war, Borth joined the 
AMA public relations staff and pre- 
pared a history of the Council which 
was published under the title of 
“Freedom’s Arsenal.” In 1947 he 
was named director of educational 
services for the AMA serving in 
this capacity until 1952. In 1957 he 
was appointed assistant to the man- 
aging director. 

Borth was employed briefly after 
World War I in Detroit automobile 
plants. He began his journalism 
career with the Detroit Free Press 
in 1932. In 1937 he was assigned by 
Time magazine to open a news bu- 
reau in Detroit. From 1938 to 1942 
he devoted his time to free-lance 
writing activities. 


U. C. Dealer Indicted 


SALISBURY, N. C. — Bruce 
Lanier, a used-car dealer here, has 
been arrested after a grand jury 
indictment on charges of forgery 
involving a $4,700 check. 











1961 


Conn. Dealers Fight Bill 


To Ban Holiday Sales 

HARTFORD. — A bill to re- 
strict mercantile and industrial 
activities on national holidays 
has been opposed by the Connec- 
ticut Automotive Trade Assn. 
through its executive director, 
Carl Lane. 

He told a legislative committee 
hearing that George Washington’s 
Birthday had been established as 
one day for open house among 
auto dealers for over 30 years, 
and that to deprive them of this 
spring sale would be unfair. It is 
a day noted for heavy sales and 
has become established in the 
minds of the public, Lane said. 


Pure Oil Markets 


2 New Gasolines 


PALATINE, Ill—Pure Oil Co. 
has introduced two new gasolines— 
Pure Firebird Super and Pure Fire- 
bird Regular—to customers in its 
24-state marketing area, according 
to Harry L. Moir, marketing vice- 
president. 

Firebird Super, the premium 
grade, contains Tri-tane, an exclus- 
sive combination of additives de- 
veloped by five years of research 
and 4% million miles of testing, 
Moir said. 

He added that the new additive 
combination keeps engines at peak 
power by reducing preignition in 
combustion chambers by as much 
as 60 percent; cuts piston ring wear 
caused by dust particles and cor- 
rosion by up to 60 percent; in- 
creases spark-plug life in stop-and- 
go city driving by up to 140- per- 
cent; increases gasoline mileage, 
and cleans carburetors and protects 
them against icing. 


Tyrex Price Hiked 


CLEVELAND.—Industrial Rayon 
Corp. announced a 2-cent increase 
in the prices of its 1100 and 1650 
denier Tyrex rayon tire cords. 











57 


300 Dealerships 
Apply for NADA 


Life Insurance 


WASHINGTON.—More than 300 
dealerships have applied for par- 
ticipation in the executive group 
life insurance program currently 
sponsored by the National Auto- 
mobile Dealers Assn. 

According to A. E. White, an 
Oldsmobile dealer in Columbus, O., 
and chairman of the NADA Insur- 
ance Committee, an additional 100 
applications are now awaiting ac- 
tion in NADA headquarters. 

“This has been our most suc- 
cessful open enrollment period so 
far,” White said, “and it is diffi- 
cult to give an up-to-the-minute 
report because every mail brings 
additional applications. 

“From all indications we will in- 
crease participation in this enroll- 
ment period when physical examin- 
ations are not required regard- 
less of age—by at least 500 dealer- 
ships and perhaps 4,000 or 5,000 
executive employes,” White added. 

Executive employes eligible for 
participation include dealers, part- 
ners, general managers, depart- 
ment managers, .and salesmen 
earning more than $7,500 annually. 


Dual Taillights Standard 


On Two Dart Models 

DETROIT, — Dual taillights 
have been made standard equip- 
ment on Dart Pioneer and Phoe- 
nix models, according to Byron 
J. Nichols, Dodge general man- 
ager. 

Speaking to Dodge dealers 
Thursday on closed circuit tele- 
vision, Nichols said the taillights 
originally were planned as a sum- 
mer promotion but were moved 
up to coincide with the company’s 
new “golden key” sales campaign 
in March and April. Dealers will 
receive lights for every Pioneer 
and Phoenix in stock, Nichols 
said. 














Republic Flexi-Bile Parts Bins are 
designed and installed so that you 
can tell at a glance when to order, 
what to order. Republic will help 
you with your storage planning. 


CALL YOUR REPUBLIC REPRESENTATIVE FOR 


REPUBLIC PARTS BINS 


LOS ANGELES 22, CALIF. 


Petley, Inc. 
5424 E. Slauson Avenue 


OAKLAND 1, CALIF. 
Petley, Inc. 
899 73rd Avenue 


ATLANTA 8, GEORGIA 
Geo. E. Kinney Bin Co. 
3332 Peachtree St. N.E. 


CHICAGO, ILLINOIS 


S. W. Lemon 
5050 S. Austin Avenue 


INDIANAPOLIS, IND. 


Modern Equipment Co. 
1140 North College 


SOUTH WEYMOUTH, MASS. 
Shepard & La Plante 
72 Pond Avenue 


MINNEAPOLIS 1, MINN. 


Modern Bin Equipment Co. 
734 North Fourth Street 


CHARLOTTE, N. C. 
Steel Bin & Equipment Co. 
601 Sugar Creek Road 


MERCHANTVILLE, N. J. 
Gardner Equipment & 
Service Co. 

Route #38 & Church Rd. 


LONG ISLAND CITY 1,N. Y. 
Automotive Parts Dept. Serv. 
48-18 Northern Bivd. 


OKLAHOMA CITY, OKLA. 
C. B. McMillan Company 
1745 West Grand Street 


BRUNSWICK, OHIO 


Accurate Inventory Service 
Grafton Road, East 


PORTLAND 9, OREGON 


D. R. Munro, Jr. 
1801 N.W. Northrup St. 


PITTSBURGH 12, PA. 
L. M. Kelly 
1407 Brighton Place 


MEMPHIS 4, TENN. 


Claude A. Ward 
212 Towers Building 


HOUSTON 17, TEXAS 


The Zachary Company 
6403 Winfree Street 


SALT LAKE CITY, UTAH 
L. B. Clark 
2790 East 3000 South 


ALEXANDRIA, VIRGINIA 


A. T. Watson 
219 Lloyd Lane 


REPUBLIC STEEL ¢ 


BERGER DIVISION Sx 
1078 BELDEN AVENUE — CANTON 5, OHIO 
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{ (Continued from Page 2) 
said he was undecided whether to 

take organizational action. 

* o* * 

. RELEASING to the Wayne 
Circuit court its version of New- 
berg’s departure from the company, 
Chrysler disclosed the text of the 
} settlement agreement signed by 
Newberg July 21, 1960. The agree- 
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He Never Bared Supplier Ties, Says Company .. . 


Chrysler Denies Newberg Charges 


ment, Chrysler stated, released 
Chrysler and its officers and direc- 
tors from any liability for prior 
transactions or dealings by New- 
berg. 

Chrysler argued that unless this 
settlement agreement and release 
are rescinded, Newberg will be pre- 
vented from winning any damages 


Coming Soon! 


The 1961 
Automotive 


News 
ALMANAC 


from Colbert in the Oakland Coun- 
ty case, 

Validity of the settlement 
agreement, the company said, will 
be decided in Wayne Circuit 
Court in the Newberg attempt to 
dissolve the $455,000 payback 
promise. 

Newberg has maintained in his 
suits that this agreement was sign- 


ed under threat of criminal prose- 


cution and character assassination. 


The ex-president said that Chrysler 


directors pledged that if he signed, 
he would be protected against these 
eventualities. 

Chrysler denied all these allega- 


tions in moving that the court re- 
quire a surety bond of the New- 
bergs. The affidavit carrying the 
Chrysler denials was signed by 
Francis S, Bensel, partner in the 
company’s general counsel, Kelley, 


Drye, Newhall & Maginnes. 
* * 


* 
| Sep cage conducted the investiga- 
tion of Newberg’s interests in 


outside suppliers last June. He re- 
ported on the side profits at the 


June 30 board meeting, at which 
Newberg resigned. 























to abandon any claim against 

Stone, Chrysler refused, and later 

filed a recovery suit against Stone. 
* * * 


8 hye mut Bense] said, Bromley and 
other attorneys connected with 
the firm of Cravath, Swaine & 
Moore drew up the offer of settle- 
ment which Chrysler accepted and 
which was signed by the Newbergs 
July 21. 

Among the Newberg charges de- 
nied by Bensel was that the ex- 
president had been offered the 
chairmanship of Studebaker-Pack- 
ard at the June 30 board meeting. 


Bensel also said Juan Trippe, a 
director of Chrysler, did not offer 
to lend Newberg money to pay 
settlement costs. 

A separate affidavit filed by 
Chrysler Secretary George T. Hig- 
gins recited the list of Newberg 
promotions in the company and ex- 
cerpts from the June 30 and July 21 
board meetings. 

Higgins said Newberg’s record at 
Chrysler made him “familiar with 
nearly every facet of Chrysler’s 
business. 

“At no time in the statement 
made by him to the board,” Higgins 
swore, “did Mr. Newberg deny the 
report of Mr. Bensel that he had 
never disclosed his interest in the 
supplier companies to any officer or 
director of Chrysler Corp.” 
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MR. AUTOMOBILE DEALER — 


What if someone told you that you could have made $5,000 more last year. 
If you thought it were true you would feel pretty bad. Don't let another year slip by. 
We have an item here where one man can do the work of two with no more effort. 
A permanent fixture DRIVE MASTER that can be installed on the front end of any 
foreign car such as English Ford, Morris Minor, 
= _. Gee ;  ete., or any compact American car. 
: One man uses tow car for transportation to 
pick up car, then in less than a minute clamps 
tow car to rear bumper and is on his way. Saves 
gasoline and manhours. 
If you don't have a small car on your lot, why 
not trade for one that you have hesitated to 
trade for? 
DRIVE MASTER is precision made, arc welded, 
guaranteed for one full year. Useful to auto 
dealers, car rental agencies, finance companies, 
garages, service stations, etc. ... In your community you are a respected business- 
man, don't let overhead force you to close your doors. ORDER ONE TODAY! 





List Price, $159.95 
Dealer Net F.O.B., $119.95 


©. W. METAL PRODUCTS 
3790 N. Arlington Ave. 
Indianapolis 18, Ind. 











Newberg has maintained that 
Colbert and other officers knew of 
the Bonan-Sango interests. 

OK * * 


Bensel’s affidavit last week added 
a new alleged profits source to 
those already revealed from New- 
berg’s partnership with Ben Stone 
in Press Products, Inc., Bonan Co. 







and Sango Co. 

Stone, it was charged, paid to 
Bonan commissions received from 
Gould-National Batteries, Inc., 
and Pellon Corp., for whom Stone 
had acted in his individual name 
as a manufacturers’ representa- 
tive. These commissions, Bensel 
said, were funneled into Bonan 
“after a question as to the reten- 
tion of such commissions by Mr. 
Stone was raised at a meeting 
of the board of directors of 
Bonan Co.” 

Bensel affirmed that Newberg re- 
tained a New York attorney, Bruce 
Bromley, after the June 30 board 
meeting. A bill of complaint by 


| Chrysler against the Newbergs was 


drafted by July 18, asking recovery 
of the “conflict” profits, and Brom- 
ley conferred with Bensel the same 
day about a settlement agreement, 
the latter asserted. 

Bensel said Bromley at first of- 


| fered to settle if Chrysler agreed 


NADA to Spotlight Ads, 
Committee Chief Warns 








ee S leading up to the 
settlement agreement were cli- 
maxed July 21, when the bbdatd re- 
convened to accept the agreement. 
Newberg’s bill of complaint against 
the validity of the agreement, Hig- 
gins stated, omitted any reference 
to the Bensel-Bromley negotiations, 
use of Bromley as legal counsel by 
Newberg and preparation of the 
$455,000 agreement by Bromley. 
Newberg, Higgins stated, “now 
contends that the very contract 
he proposed and was desirous of 
consummating operates against 
his interests.” 

Submitted by Chrysler as Exhibit 
A with the Bensel and Higgins affi- 
davits was a letter from Bensel to 
Bromley, dated last July 11, re- 
questing faster action on the set- 
tlement matter. 

“Otherwise,” the letter continued, 
“IT have been instructed by my 
client (Chrysler) to promptly take 
the necessary legal steps to redress 
the wrongs committed.” 


(Continued from Page 1) 


break of factory-inspired stimula- 
tor advertising. 

“The factories,” he said, “can 
hold still only for so long before 
they push the panic button.” 

He pleaded for patience on qual- 
ity-dealer efforts, noting that it 
takes time for such a program to 
bear fruit. 

“The best way is the long hard 
way,” he quoted Alfred P. Sloan jr., 


former General Motors chief, as! 


saying. 
* * * 
YY WASHINGTON for the wage- 
bill hearing, Mitchell noted that 


| Chevrolet models that list to deliver 


for $2,295 were being offered for 


| $1,695. Falcons were advertised for 
$1,797, Buicks for $2,222 and, he 


said, a Dodge dealer was advertis- 
ing 1960 and 1961 Dodges at dis- 
counts from $292 to $1,100, 

The latter ad leads the public to 
believe that the dealer has a mar- 
gin of $1,100 in a new car, even 
though there may be another ex- 


| planation for the discount. 


Mitchell indicated that his com- 
mittee will turn the spotlight of 
publicity on unethical] and profit- 
destroying advertising. 

Replying to a direct question, he 
gave the opinion that NADA’s new 





Car Inspection 


Bill Defeated 


INDIANAPOLIS. — The Indiana 
Senate voted 38 to 11 against a 
bill to require the inspection of all 
used cars four or more years old 
before they could be resold. 





task force will operate within the 
concept expressed by Attorney Gen- 
eral Robert F. Kennedy, who said: 

“We all have a tremendous ob- 
ligation in antitrust activities where 
the small business man is exploited, 
where the consumer is disregarded, 
where the government is defrauded. 
We intend to be vigorous and un- 
relenting in dealing with viola- 
tions.” 

* * * 
ITCHELL referred also to the 
statement of Gov. John Volpe, 
Massachusetts, in addressing the 
new Legislature: 

“The morals of government serv- 
ants should be higher than those 
in the marketplace.” 

He noted, too, that Victor Ny- 
borg, president of the Assn. of Bet- 
ter Business Bureaus, had said: 

“Schemes and frauds are many 
and varied, but all have one thing 

in common. They can’t stand the 
spotlight of publicity and inspec- 
tion.” 

In noting that the fight for ethi- 
cal advertising seems hopeless at 
times, and some reputable dealers 
wonder if they should stay in busi- 
ness, Mitchell asserted: 

‘Tll be damned if Pll get out 
of business. I'd rather drive the 
hucksters out.” 

He concluded with an optimistic 
note that business in his area (Bos- 
ton) is picking up and that he is 
expanding his investment, rather 
than retreating. 

Mitchell has just added a 15-stall 
body shop. With the tremendous 
service potential available to all 
dealers, he asserted: “Ill get by.” 

—Rosert M, FINLAY 











3 ‘Insiders’ Quit 
Chrysler Board 


New Slate Would Give 
‘Outsiders’ 11-7 Edge 


(Continued from Page 2) 
Dann, another shareholder critical 
of Chrysler management, has an- 
nounced support for the Robbins 
resolution. 

Robbins said last week the 
Chrysler move was “a step in the 
right direction,” but said he 
would press his proposal to re- 
duce the number of management 
directors still further. 

“Adoption of my resolution will 
insure that never again can the 
board be dominated by employe di- 
rectors,” he said. 

Over the weekend, Chrysler 
mailed shareholders copies of the 
illustrated annual report for 1960. 
The report revealed a breakdown 
of Chrysler shareholders as fol- 
lows: 

Individuals and joint tenants, 
80,584 numerically with 50.15 per- 
cent of the outstanding shares; 
brokers, 29.34 percent of the 
shares; trusts, 2.87 percent; nom- 
inees, 9.38 percent; foreign 
sources, 1.53 percent, and institu- 
tions and all others, 6.73 percent. 

Coleman is a partner in the firm 
of Adler, Coleman & Co., a gover- 
nor and former chairman of the 
board of the New York Stock Ex- 
change. He is a trustee of the 
Hanover Bank, whose president, R. 
E. McNeill jr., also serves on the 

Chrysler board. 

Besides Coleman and McNeill, 
“outsiders” running for reelection 
to the Chrysler board are James 
C. Brady, Joseph M. Dodge, W. 
Alton Jones, George H. Love, L. F. 
McCollum, Neil McElroy, Robert 
G. Page, Juan T. Trippe and Louis 
B. Warren. 

Incumbent directors active in 
management include L. L. Col- 
bert, Paul C. Ackerman, R. S. 
Bright, John D. Leary, F. W. 
Misch, E. C. Quinn and Lynn A. 
Townsend. 

The annual meeting of Chrysler 
shareholders is scheduled for April 
18 in Detroit. Dann has asked the 
Securities & Exchange Commission 
to delay the meeting at least six 
months so that he can _ solicit 
proxies for anti-management votes. 

* * x 


Detroit Broach Hires 


Newberg as Consultant 


ROCHESTER, Mich.—Detroit 
Broach & Machine Co. has engaged 
as consultant William C. Newberg, 
former president of Chrysler Corp. 

Gustav von Reis, president of De- 
troit Broach, said 
the arrangement 
is “the first step 
toward imple- 
mentation of a 
major expansion 
program designed 
to increase mate- 
rially the com- 
pany’s sales vol- 
ume and employ- 
ment levels.” 

Von Reis said 
Newberg would 
devote his efforts primarily, though 
not exclusively, to setting the com- 
pany’s new program into motion. 

“At the same time he will lay 
the groundwork for the second 
phase of the program, namely, di- 
versification within the company’s 
general field,” he said. 

The association, he said, will call 
for a major portion of Newberg’s 
time in the early stages of the pro- 
gram. 

Detroit Broach, founded in 1934 
by its present president, special- 
izes in the design and manufacture 
of a full line of broaching machines, 
broaching tools and fixtures, in ad- 
dition to specialized presses. 


N. Y. Firm Buys 
1,000 Plymouths 


NEW YORK. — Kinney Rent-A- 
Car has ordered 1,000 Plymouths 
and Valiants for its New York 
fleet. 

“This order was placed in antici- 
pation of the biggest spring busi- 
ness we have ever seen,” said Ed- 
ward Rosenthal, Kinney board 
chairman. 

The cars will be delivered through 
Navone Auto Sales. Inc., New York. 


W. C. Newberg 
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Here’s why Timken-Detroit® 


DOUBLE-REDUCTION TANDEMS 
LEAD IN TOP PERFORMANCE—LONG LIFE! 


Timken-Detroit Heavy-Duty Tandems with Hypoid Helical Double-Reduction Gears 
are the big favorites for top performance and long life. 


Rugged Hypoid-Helical 
Double-Reduction Gearing! 


Balanced gearing—with two 
full-sized gear sets working in 
series to take an equal share of 
the load—provides a stronger 
power train with balanced gear 
set loadings and the widest 
range of ratios. 






helical 
second 


gears 


first 
reduction 
gears 


Big Hypoid 


Here are some of the reasons why: 


Driver Controlled 
Interaxle Differential! 


Allows differential action be- 
tween the axles to compensate 
for worn or mismatched tires. 
Both axles do equal amounts of 
work ...can be disengaged at 
any speed, giving positive 
through drive when better trac- 
tion is needed. Straight-Line 
Through Drive eliminates prop 
shaft angularity... increases 
bearing and gear life, reduces 
maintenance. 


Worn tire New tire 


“Torsion-Flow” Axle Shafts 
and Hot-Forged Housings! 


More splines, Torsion-Flow 
forging, and patented heat- 
treating processes make 
Rockwell-Standard shafts the 
toughest in the industry. Hous- 
ings are hot-forged from high 
carbon steel, and are rectangu- 
lar shaped with full strength 
corners for greatest strength 
with minimum weight. 





Timken-Detroit Double-Reduction Tandems come in a wide range of capacities— 


Aprithor Khoa ¥f... ROCKWELL-STANDARD 


CORPORATION 


6 models from 34,000 to 65,000 pounds. 


ROCKWELL 





SLOPE ® 


Transmission and Axle Division, Detroit 32, Michigan 
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Big-Budget Items Cut. . . 








AUTOMOTIVE NEWS, MARCH 6, 1961 


Auto Ads Slack Off 
Prior to Spring Rush 


(Continued from Page 1) 


motions placed in conjunction 
with auto shows. 

Although not as drastic, news- 
paper advertisements among the 
other GM divisions, with the excep- 
tion of Cadillac, also were chopped 
significantly during February. 

Buick was off from four ads a 
year to two this year in major 
markets, a survey of newspaper 
representatives showed, while Chev- 
rolet was off from six to three pro- 
motions,“and Pontiac declined from 
four to two ads. Secondary markets 
were being hit about the same as 
the No. 1 markets, with newspaper 
promotions off about 50 percent 
from a year ago, the survey showed. 

* 


OST dealers interviewed said 

they hated to see the cuts in 
newspapers because many of them 
can’t afford to pay for their own 
advertising. 

A lot of dealers feel that news- 
paper promotions do them the 
most good because they get the 
dealer’s name before the public 
and consequently have a more 
lasting effect upon the prospec- 
tive car buyer. Few feel that net- 
work television, despite its tre- 
mendous costs, has a long-term 
effect on a viewer. As one Detroit- 
area Buick dealer put it, “Bob 
Hope never has jazzed up my 
sales.” 

Some dealers, especially in the 
smaller markets, would even like 
to return to the old cooperative 
advertising setup, which was abol- 
ished in 1956 by GM and by Ford 
Motor, Chrysler Corp., AMC and 
S-P in early 1957. 

Under the cooperative advertising 
plan, the dealer had a voice in plac- 
ing advertising. The dealer then 


Car-Buying Plans 
Show No Change 
From Early 1960 


ASHINGTON. — Car - buying 

plans in early 1961, according 
to a survey made by the Census 
Bureau for the Federal Reserve 
Board, were about at the same level 
as a year ago. The proportion of 
consumers planning to buy new or 
used automobiles within the next 
six months, in effect, rose after 
having fallen below year-earlier 
levels in 1960’s second half. 

The auto picture was in con- 
trast with plans to buy homes 
and appliances—both lower. How- 
ever, the aggregate plans to buy 
both cars and other durable goods 
showed little change from Octo- 
ber, 1960, to January, 1961. 

In January, 3.5 per cent of the 
sample families planned new-car 
purchases during the next six 
months, compared with 3.4 percent 
the previous year and with 3.0 per- 
cent in January, 1959. 

The survey noted that, last Octo- 
ber, reported new-car plans were 
“substantially below” the level in 
October, 1959. 

= * * 
een purchase plans in 

January —4.5 per cent of the 

sample—were about the same as 
the two preceding years. However, 
there was a “slight decline” in 
those undecided between a new or 
used car. (Reinterviewing shows 
these families tend to buy used 
cars.) 

Last year, purchase plans for 
used cars were close to or below 
1959 levels, but those vacillating 
between new and used cars were 
more numerous in 1960. 

The report stated: “About the 
same proportion of families this 
January as a year ago expressed 
dissatisfaction with the auto- 
mobile they currently owned or 
reported that they had shopped 
for an automobile in the weeks 
immediately preceding the sur- 
vey. 

“In January, 1959, fewer families 
had expressed dissatisfaction with 
their automobiles but more had re- 
ported shopping for an automobile, 
perhaps in part because of the 
later introduction date for 1959 


model automobiles.” 





was paying the factory a fixed ad- 
vertising charge for each car re- 


ceived, and could suggest the media 


in which he wanted his line’s na- 
tional promotions to run. 
cd ok ok 


HEN the cooperative advertis- 

ing program was abolished, the 
factories increased the wholesale 
price and the suggested list price 
of the cars. So, the dealer, in actu- 
ality, is still paying an advertising 
charge per car received from the 
factory, but he has little choice of 
where the factory places its pro- 
motions. Except for any sugges- 
tions the factory might take under 
consideration from its dealer adver- 
tising council, the placement of ad- 
vertising is strictly up to the auto 
maker and his advertising agency. 

The result has been that many 
low-circulation daily and weekly 
newspapers in secondary markets 
have been bypassed for the large 
metropolitan dailies that overlap 
the area. Consequently, the small- 
town dealer, who once had his 
dealership’s name displayed in- 
dividually in an ad in his home- 
town paper, now may appear with 
a list of several other dealers in 
a newspaper published several 
miles from his community and 
dealership. 

And if a dealer must advertise 
in his own hometown paper to pre- 
serve his identification, he often 
finds it too expensive to promote 
his product on a long-range basis. 

Even in Detroit, where the two 
daily newspapers recently offered 
auto dealers the local rate on their 
promotions, dealers are finding it 
tough to carry advertisements in 
the press. One dealer claimed he 
was no better off than when he 
was paying the national rate be- 
cause under the local-rate charge 
a dealer must hire an advertising 
agency. Under the new setup, also, 
the agency commission is not in- 
cluded in the rate. 

* * * 

yer auto industry’s economic ail- 

ments also are being reflected 
in the television industry, where, 
within the last two weeks, Chev- 
rolet and Dodge announced changes 
in their video lineups, Ford sold 
its part of two shows to Revlon, 
Inc., and other television shows in- 
volving automotive sponsors are in 
jeopardy. 

Chevrolet will curtail its spon- 
sorship of the Dinah Shore show 
in June, but retains the 9 to 10 
p.m, Sunday time slot for spon- 
sorship of “Bonanza;” Dodge 
dropped the “Lawrence Welk” 
Show, and Ford sold both its “Al- 
fred Hitchcock Presents,” and 
“Wagon Train” shows to Revlon. 
The company retains an option 














on the shows for the fall but 
whether Ford will take up the 
option still is up in the air. The 
status of the Ernie Ford show 
also is unresolved. 

It is apparent that auto makers 
are tiring of the long-contract high- 
cost television offerings, and are 
thinking of more flexible ways of 
meeting seasonal sales require- 
ments. 

Evidence of this lay in both the 


decisions of Chevrolet and Dodge. 
*” co om 


HEVROLET, when it announced 

the cancellation of the Dinah 
Shore pact, said Miss Shore was 
offered a contract for a limited 
number of appearances in the 1961- 
62 season, but that Miss Shore 
chose not to sign on that basis. In- 
stead, the auto maker picked up 
“Bonanza,” with an estimated sav- 
ings of $65,000 in talent and pro- 
duction costs. 

Chevrolet will continue to spon- 
sor “My Three Sons,” but the 
future of the company’s parti- 
cipation in “Route 66” currently 
is under consideration. 

Other GM divisions involved in 
television retrenchments are Olds- 
mobile, which will not continue 
sponsorship of “Hawaiian Eye” 
after the current season, and 

United Motor Service, which will 
drop its one-third sponsorship of 
“The Islanders” and “Stagecoach 
West” at the end of the current 
schedule, television sources said. 

Dodge, which brought Welk into 
network television in 1955, said its 
advertising strategy is being reap- 
praised with an eye toward ex- 
penditures that will appeal to the 
younger set and a schedule that is 
more flexible to meet seasonal sales 
requirements. Major attention is ex- 

pected to be given to the Dart and 
Lancer. 


Dodge Extends Rebates 


On Dart and Lancer 

DETROIT.—D odge dealers can 
earn top rebates of $120 on Lancers 
and $85 on Darts in a two-month 
sales-incentive program which 
began March 1, The campaign re- 
places one which ended Feb. 28. 

Dealers have been assigned 
quotas. They will receive $25 for 
each Dart and Lancer sale between 
60 and 80 percent of quota, $60 for 
sales between 81 and 100 percent 
and $85 for deliveries in excess of 
100 percent of their objective. 

In addition, there is a $35 no- 
quota rebate on Lancer 170 sales. 

Dealers also are competing for 
100 seven-day vacation trips for 
two persons to the Arawak Hotel 
in Jamaica, and there are mer- 
chandise prizes for salesmen and 
the public. 

The program was announced dur- 
ing a nationwide closed-circuit tele- 
cast last week. Dodge called it the 
biggest spring promotion in the di- 
vision’s history. 

Participating in the telecast were 
L. A. Townsend, Chrysler Corp. ad- 
ministrative vice-president; E. C. 
Quinn, corporate sales vice-presi- 
dent; Byron J. Nichols, Dodge gen- 
eral manager, and John B, Naugh- 
ton, Dodge general sales manager. 





Chicago Mayor Gets Fish Flies— 


Chicago's Mayor Richard L. Daley was presented a framed collection of fish flies 
at the opening of the 53rd Chicago Automobile Show. The flies were tied by Fred 
M, Rea, budget supervisor in Chevrolet’s advertising department. Left to right are 
Rea, who made a similar presentation to President Eisenhower at the National Auto- 
mobile Show in Detroit last fall; Daley; Warren R. Pee!, Chevrolet's Chicago regional 








manager, and William L. Hartigan, Chicago Chevrolet dealer. 


New Englanders Exultant 
Over Holiday Throngs 


(Continued from Page 3) 


hand to pass out to the young- 

sters was gone, and half of our in- 

ventory of new and used cars car- 
ried sold signs on their wind- 
shields.” 

It was the same story at Dick- 
son Buick, Dorchester; | Boston 
Nash Co. and Boch Rambler, Nor- 
wood. 

Ernie Boch said “the crowds were 
doing much more than just looking 
—they were buying; they were get- 
ting trade-in data and leaving 
downpayments for quick delivery. 

At Smith Motors, Dorchester; 
Feely Chevrolet, Needham; Presi- 
dent Chevrolet, Quincy, and prac- 
tically every place an observer 
checked, shoppers were arriving 
all day in a steady stream, | 

Bill Smith, Smith Motors, gave 
the tipoff for the day. Said he: 
“When you see them driving in 
with freshly washed cars, you know 
they have had their car cleaned 
up to get the best tradein allow- 
ance.” 

Towne-Line Motors, Waltham; 
Bough Motors, Dedham; Newton 
Motor Sales, Victor Belotti, Inc., 
Somerville; Columbia Pontiac, Dor- 
chester; and Swift & Bachman, 
Quincy, reported heavy sales. 

While Washington’s Birthday 
observances by auto dealers are 

now nationwide, the first one was 
held in Boston by Gov. Alvan T. 

Fuller in 1895, and is continued 

by his son, Peter Fuller, president 

of Cadillac Automobile Co. Gov. 

Fuller was a bicycle dealer when 
he originated the open house. 

The entire management team and 
a 41-man sales force were on hand 
at the Fuller dealership on the 
holiday. 

Fuller, completing his ninth year 





Chrysler Shows New Turbine Car 


(Continued from Page 6) 
inches; length, 218 inches on an 
118-inch wheelbase. 
* * . 

UEBNER announced a turbine 

breakthrough to give the Tur- 
boflite engine rapid acceleration and 
engine-braking characteristics. 


A scientific development which 
reacts like an aircraft propeller to 
automatically change pitch for ac- 
celeration or braking and known 
as the “variable nozzle” system, is 
the newest ingredient to be added 
to the gas turbine, he explained. 


The engine also is being intro- 
duced in a specially styled Plym- 
outh and in a 2%-ton Dodge 
truck. The engine will be opera- 
tive in the latter two vehicles 
during a four-day demonstration 
program at the Pentagon. 


Huebner said the variable nozzle 
system has licked three problems: 
(1) the low speed, part-load fuel 
consumption of gas turbines; (2) 
lack of engine braking character- 
istics; (3) the time lag between 
the pressure on the accelerator and 
the full power response of the en- 
gine. 


power plants for ground vehicles, 
but that large-scale production of 
the new engine for passenger-car 
use is “not in the near future.” 

* * * 


HRYSLER’S turbine engine—its 
third in a continuing project— 
can be enclosed in a space as small 
as 27 inches by 27 inches by 25 
inches, but the auto version with 
its accessories and the reduction 
gear requires a space approximately 
36 inches long, 35 inches wide and 
27 inches high, which is smaller 
than the piston engine counterpart, 
Huebner said. 

Weight of the new turbine, in- 
cluding the reduction gear and the 
starter-generator, is about 450 
pounds. 

The engine delivers 140 horse- 
power to the driveshaft, and pro- 
vides the vehicle with perform- 
ances comparable to that of a 
200-horsepower piston engine, 
Huebner said. Fuel consumption 
is comparable to that of the pis- 
ton engine, he added. 

Huebner pointed out that the ad- 
vantages of the gas turbine in- 


Huebner said the armed forces| clude simplicity, since the turbine 


have expressed interest in turbine 


has only about 20 percent as many 


moving parts as the comparable 
piston engine. 

Being air cooled, this type of 
power plant requires no radiator 
or liquid cooling system, he added. 
The electrical system has only a 
storage battery, starter generator, 
coil breaker and a single spark 
plug. . 


Ky. Board Meets 
On New Tax Law 


LOUISVILLE, Ky. — President 
Scottie McGaw has called a special 
meeting of the Kentucky Automo- 
bile Dealers Assn. board of direc- 
tors for today (March 6) at the 
Sheraton Hotel here, starting at 
10:30 a.m. 

The purpose of this session, 
McGaw said, “is to determine the 
advisability and the desirability of 
the KADA initiating and financing 
a ‘declaratory judgment suit’ to de- 
termine the legal validity of the 
new ad valorem tax statutes (H, R. 
505) as they pertain to motor ve- 
hicles, which were enacted at the 
1960 session of the General As- 
sembly.” 








as president of the firm, is Cadillac 
distributor for 39 dealers in Eastern 
Massachusetts and New Hampshire. 

Last year, he said, the firm sold 
4,723 cars at retail. 

All was not in a happy vein on 
the day, however. Burglars broke 
into Silver Lake Motors, Inc., New- 
ton, early in the morning of the 
celebration and escaped with $2,650, 
including 150 silver dollars ear- 
marked as gifts for the open house. 
Three offices were ransacked and 
hundreds of dollars worth of dam- 
age resulted, police said. 

A daylong salute to the auto 
industry was presented by radio 
station WNAC on Washington’s 
Birthday. 

During the day the station pre- 
sented special interviews with in- 
dustry leaders. The interviews were 
taped in Detroit by Verne Williams, 
WNAC staff member. 

Among those interviewed were: 
Harold G. Warner, Cadillac gen- 
eral manager; Semon E. Knudsen, 
Pontiac general manager; Jack F. 
Wolfram, Oldsmobile general man- 
ager; Edward D. Rollert, Buick gen- 
eral manager. 

James M. Roche, General Mo- 
tors distribution vice-president; 
Fred T. Hopkins jr., Chevrolet na- 
tional sales promotion manager; 
George Romney, American Motors 
president; Stanley Roe, Automobile 
Manufacturers Assn. statistical de- 
partment manager. 

E. C. Quinn, Chrysler Corp. 
sales vice-president; Harry E. 
Chesebrough, Plymouth general 
manager; Roger Welch, Dodge 
assistant general sales manager; 
W. D. Moore, Dodge advertising 
director; Peter Nunez, Simca gen- 
eral sales manager for Chrysler 
Corp. in the United States. 

Ben D. Mills, Lincoln-Mercury 
general manager; M. S. McLaugh- 
lin, Ford division general sales 
manager; Maynard M. Gordon, 
AUTOMOTIVE News news editor; Bos- 
ton Mayor John F. Collins, and 
Fuller. 

* * Eo 


Sales, Crowd Records 
Established in Hartford 


HARTFORD.—The Hartford Au- 
tomobile Dealers Assn., blessed 
with a sunny day, established at- 
tendance and sales records at its 
58rd annual Washington Birthday 
Open House. 

Car buyers were offered a choice 
of “Free Gas For 1,500 Miles,” 
“Three Nights Dining Out” or a 
“Country Week-End.” 


The open house committee in- 
cluded Peter Monoco, Glastonbury; 
Bernard Driscoll, Hartford; HAHA 
President Hy C. Dworin; I. §. 
Grody, West Hartford; Harry C. 
Hartley, Hartford, and Burton 
Hoffman, East Hartford. The plan- 
ning committee was made up of 
chairman Harry Burke, A. C, Hine, 
Fred Sawyer, M. J. O’Meara, James 
Collins, William Secord, Morris 
Lipman and Dworin, 
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Car Output Hinges on Sales Rise .. . 


March Goal Held Below 450,000 


(Continued from Page 1) 


car-producing plants, the Comet- 
Falcon lines at Lorain, O., the 
Cheviolet plant at Norwood, O., 
and Studebaker Lark and Hawk 
lines at South Bend all went down 
for the entire week to adjust pro- 
duction to field inventories. 

The result was that the indus- 
try turned out 92,684 cars last 
week, compared with 100,457 cars 


a week earlier and 138,673 units 
during the week ended March 5 
a year ago. 

On a size-group basis, the com- 
pacts were off from 31,863 to 
27,833 assemblies; the standards 
rose slightly from 41,718 to 41,740, 
the mediums declined from 22,587 
to 19,056, and the highest priced 
class skidded from 4,289 to 4,055. 

Car plants working four days 





Car, Truck Output Estimates 


By Automotive News 
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last week were the Comet-Falcon 
lines at San Jose, Calif.; standard 
Ford at Chester, Pa., Dearborn and 
Norfolk, Va.; standard Ford and 
Mercury at Mahwah, N. J.; Mer- 
cury at Wayne, Mich., and stand- 
ard Chevrolet at Los Angeles. 
* ok * 


N THE commercial car field, 
output totalled an _ estimated 
19,551 trucks last week, compared 
with 21,397 commercial vehicles a 
week earlier, and 28,107 units dur- 


ing the week ended March 5 last 


year. 
Commercial-car output in Feb- 
ruary totalled 86,792 units, com- 
pared with 82,856 assemblies in 
January, and 127,846 trucks built 
during February last year. 





Chevrolet Deal to Open 
In Calif. Shopping Center 


SAN DIEGO. — Courtesy Chev- 
rolet Center, which will open in 
duly at the Mission Valley Cen- 
ter, will be the first Chevrolet 
dealership in the country to be 
located in a shopping center, ac- 
cording to R. L, Cote jr., partner 
and manager. 

The dealership will occupy four 
acres at the western end of the 
center, and its buildings will have 
35,000 square feet of space, he 
said. Cote’s partner is R, Mitchel 
McClure, Beverly Hills. 





cles in January, and 37,888 cars 
and trucks produced in February 
of last year. 

of ok 


Production Notes 


To Ford Division assembly 
plant at Chester, Pa., goes into 
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schedules of nearly 20 percent 
announced by the heavy-truck 
manufacturer early in January. 

According to J, N. Bauman, pres- 
ident of White, the increase in pro- 
duction schedules has been made 
necessary by an increase in orders 
for the company’s regular line of 
vehicles for over the road long dis- 
tance hauling and the construction 
industry. 

H, J. Nave, executive vice-presi- 
dent in charge of the White Truck 
Division, said that incoming orders 
received during January were larg- 
er than for any month since Jan- 
uary, 1960. 

* * * 

ONSTRUCTION has started on 

a 103,000 square feet of floor 
space to the Fisher Body stamping 
plant in Grand Blanc, Mich, 

The addition is being made to 
the northwest side of the existing 
building to provide space for the 
rearrangement of press equip- 
ment and other production facil- 
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**Totals for 1960 include DeSoto production. 


the January total, The daily rate 


salesmen 
vision sales meeting last week. 





managers. 
dealer split the cost of the sales- 


for the last part of February was 
substantially ahead of the first part 
of the month, he said. 

Cole said Corvair now is taking 


men’s points, which are valued at 
half-a-cent apiece. 
There is also a pool of extra prize 






He reminded his retail organ- 
ization, which gathered in 30 cities 
to view the telecast, that “as 
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March 4, Week, Feb. 25, Output, March 5, March 4, | passenger-car sales, the highest dustry. by the top salesmen in each zone. 
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Total Trucks, U.S. .... 19,551 28,107 21,397 86,792 274,356 180,574 by Mier Wheeler, author end he- Plymouth field-sales organization. 
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Mey usettcst bsetnsscteeseaeen 112,235 166,780 121,854 449,561 1,748,577 1,014,658 


CANADIAN PRODUCTION—CARS 
Week 




















NADA Profit Rally 
Held in Atlanta 


ATLANTA.—The Nationa] Auto- 


morist, who urged the auto men 
to “sell the sizzle, not the steak.” 

The man who orders a steak, 
Wheeler asserted, isn’t interested 
in the cow that supplied it. He 


Regional managers are: 

W. A. Eliason, Portland, Ore.; E. 
J. Roberts, Cincinnati; T. J. Fer- 
guson, Boston; F. L. Garard jr., 
Syracuse; J. C. Woodward jr., Pitts- 


Week Jan.1  dan.1 | mobile Dealers Assn, held a one-| orders it because of its appeal to | burgh; Frank C. Fisher, Kansas 
Mareh 4, Week, Feb. 25, Output, Maren 5, March 4, | day regional conference here with| him. City; T. L. Morgan, Dallas; W. H. 
1961 1960* 1961* February* 1960* 1961 dealers from the Southeast. The} “Look at your cars in a new|Kough, San Francisco; Jack B. 

CHRYSLER CORP. ... 850 1,143 847 3,518 10,348 —«6,516 | theme of the conference was “Mak-| light,” he advised. “Look for the|Sparkes, Los Angeles. 
FORD MOTOR .............. 2,060 1,436 1,980 8,135 18,187 18,411 | ing Money—Compacts and All.” ‘sizzles’—the things that will make} Garman G. Woker, Atlanta; Ed- 
GENERAL MOTORS .. 3,120 4,189 3,921 14,806 40,934  32,142| Darrell Johnson, Thomson, Ga.,| them attractive to your customers.”| ward R. Bond, New York; William 
RAMBLER . ............000000.. WES igen 119 wee ene 581| president of the Georgia Auto Deal-| In Pontiac’s sales contest, deal-| Hughes, Minneapolis; S. W. Hodg- 
STUDEBAKER. .............. 160 85 158 464 897 1,008 | ers Assn,, opened the meeting, John|ers have been assigned quotas and|son, Charlotte, N. C.; John V. 
——__. _____|H. Lander, Atlanta, discussed “A|have been divided into groups} Cooper, Memphis; Robert H. Nixon, 
Total Cars, Canada... 6,315 6,853 7,025 27,341 70,366  58,658| Sweeping View of the Industry.”| within their zones. The dealer in| Philadelphia; Claude S. Ozburn, 
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Afterward he moderated a panel on 
the subject, “To Get the Facts.” 
Panel members included Thomas 


each group who achieves the high- 
est percentage of his quota will 
win a trip for two persons to 





Detroit; R. F. Lewis, Chicago; Blake 
M. Walker, St. Louis. 
Assistant managers are: 


Week Week dan. 1 Jan.1 | E. Costello, Jennings, Mo.; Martin| Mexico City and Acapulco. Cc. J. Brush, Portland, Ore.; 
samen we wae ae Boa fi Mann 5 Mane 4,|H. Bury, Philadelphia, and Louis} In addition, there are 25 regional] Henry J. Bolsen, Cincinnati; John 
1961 1960* 1961* February*  1960* 1961 | W. King, Fort Lauderdale, Fla. awards of trips to Paris and the|K. Winters, Boston; Donald J. Pear- 
CHRYSLER CORP. ...... 160 152 153 622 1,462 1,356| Costello also discussed “The| Riviera for high-volume dealers,|son, Syracuse; T. A. Lyons, Pitts- 
FORD MOTOR .............. 540 235 370 1,864 3,101 3,514 | Dealer’s View of the Compact Car.”| those who sold more than 400 new] burgh; Gordon G. James, Kansas 
GENERAL MOTORS... 600 960 583 2,369 8,674 5,181 —_—_—_————- cars last year. Performance against| City; W. C. Mansfield, Dallas; C. 
INTERNATIONAL ....... 230 2715 230 921 2,469 2,035 Dwyer Heads Dealers quota will determine the winners.| A. Folker, San Francisco; S. E. 
ciciianiee aos: ania bemeae » Sales managers also compete on} Hamilton, Los Angeles; S. H. Ray, 

Total Trucks,Canada 1,530 1,622 1,336 5,776 15,706 12,086 In Stockton, Calif. a group-zone basis. The 75 winners] Atlanta. 
Total Cars, Trucks, rere ae ae — nv ae ——— eee ee, ey a W. K. 
Cumade. ....... ccs... as been elec president o e|trips or Unite ates Savings ng, nneapolis; . R. Vawter, 
- AAS SATE 8961 $3,117 06,073 _70,744 | ccuton New Car Dealers Assn. | Bonds with = maturity value of|Chariotte:; Francis G. Hessireth, 


Grand Total, 
Cars and Trucks, 


U. S. and Canada....120,080 175,255 130,215 482,678 1,834,649 1,085,402 


*Revised. 








C. K. Cockayne is vice-president 
and Rod Barklow, secretary-treas- 
urer. New directors are Bill Chase, 
Jack Eagal jr. and Jack Renney, 


$1,325. 

Salesmen receive 2,300 prize 
points for their seventh through 
their 32nd new-car sale, and there 





Memphis; James W. Ruland, Phila- 
delphia; Charles A. Krumrine, De- 
troit; R. L. Hall jr., Chicago, and 
Eugene Thrasher, St. Louis. 
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NADA Action Asked 
In Good-Faith Suits 


By Maynard M, Gordon 
News Editor 

HE National Automobile Dealers 

Assn. should consider legal 
steps to strengthen judicial en- 
forcement of the good-faith law. 
a former Ford dealer has sug- 
gested. 

Alexander Hammond. owner of a 
Ford franchise in the Bronx, N. Y., 
from 1955 to 1959, made the request 
for NADA action in an announce- 
ment of a $4.4 million good-faith 
suit against Ford Motor Co. 

The suit was filed in New York 
Federal District Court on behalf 
of Hammond Ford, Inc., by Telford 
Taylor, former war crimes prose- 
cutor and Hammond’s attorney. 

In a statement to Automotive 
News, Hammond said the grow- 
ing number of anti-dealer deci- 
sions under the good-faith law 
should be a cause of concern to 
NADA, which sponsored the leg- 
islation in 1956. 

“NADA should at the right time,” 
he said, “take a direct and active 
role in helping to shape favorably 
the judicial interpretation of the 
law. 

“A few properly selected lawsuits 
would be of incalculable value in 


Obituaries 


John W, Tucker 
HARBOR BEACH, Mich, — John W. 
Tucker, 49, a former automobile dealer 
here, burned to death Feb, 23 when fire 
destroyed his home, 
+ + * 
K. B. McCarthy 
EUREKA, Calif.—K, B. McCarthy, 74, 
long-time Chrysler-line dealer here, died 
Feb. 27. He had been general manager for 
Royal Miller in Sacramento for 15 years 


prior to becoming a dealer in 1934. 
* * 


+ 
W. R. Kirkpatrick 
PORTLAND, Ore.—W, R, Kirkpatrick, 
75, died of a heart attack in Eugene, He 
had been Oregon representative for many 
years for Ballou & wren, auto jobbers. 
* * 





Spencer D. Long 
PORTLAND, Ore.—Spencer D, Long, 63, 
automotive manufacturer’s agent, died of 
a heart attack in Seattle. For 20 years 
he represented Houser Engineering & Mfg., 
Bluffington, Ind. 
* + * 
James J. Pletcher 
PHILADELPHIA. — James J, Pletcher, 
founder and president of Pletcher Ford, 
Inc., 40-year-old dealership at Stenton 
Ave. and Wister St., in the East German- 
town section, died Feb. 22. He was 68. 
* * * 


Frederick M. Jones 
CINCINNATI.—Frederick M, Jones, 68, 
credited with having developed the first 
practical refrigeration system for trucks, 
died Feb. 21 in Minneapolis, 
* * * 


John S. Miller 
PHILADELPHIA.—John 8S. Miller, 82, 
who had retired as an auto dealer in 
Chester, Pa., in 1954, died Feb, 18, 
+ * * 


Neill Moore Sloan 

LAKE VILLAGE, Ark, -— Neill Moore 
Sloan, 51, owner of Sloan Chevrolet Co. 
and former regional chairman of the Ar- 
zpnees Automobile Assn., died here Feb. 
22. 

* * * 
L. S. Anderson 

OXFORD, Miss.—L. S. Anderson, 54, a 
partner in Oxford Motor Co, for the past 
nine years, died Feb. 20 of a gunshot 
wound. 

* * * 
Robert E. Wait Jr. 

HASTINGS, Mich.—Robert E, Wait jr., 
61, vice-president, Casite Division, Hast- 
ings Mfg. Co., died of a heart attack in 
Los Angeles Feb. 16 while attending the 
International Automotive Service Industry 
Show. 


* * * 
Warren B. Hastings 
TORONTO. — Warren B, Hastings, an 


auto writer since 1911, died Feb. 9, An 
automotive engineer, he was editor of 
Canadian Motorist and was a former gen- 
eral manager of the Ontario Motor League. 
In 1911, Mr. Hastings began what is be- 
lieved to have been Canada’s first auto 
column in the old Toronto Sunday World. 
* * * 


Arthur H, Moore 
YOUNGSTOWN, O.—Arthur H, Moore, 
organizer of the Youngstown Automobile 
Club and a former Hudson-Essex dealer, 
died Feb. 9. He was 76, Mr. Moore formed 
the club in 1917, He left the auto field in 
1931 to enter the coal stripping and mining 
business. 
* x * 
Harry A. Aitken 
HAMILTON, Ont.—Harry A, Aitken, 56, 
an auto dealer and former mayor of Sim- 
coe, died Feb. 16, In 1946 he took over the 
operation known as Aitken Motors, Ltd. 
* * * 
B, F, Knuth 
SIOUX CITY, Ia.—B, F. Knuth, 65, 
vice-president of Miller Kidder Co. (Chev- 
rolet), died Jan. 29 in Los Gatos, Calif. He 
formerly was president of Miller-Knuth 
Chevrolet Co., Omaha, 
* * * 
George Shellick 
MINERSVILLE, Pa. — George Shellick, 
former dealer here for Paige, Chevrolet 
and Oldsmobile, died Feb, 19. 


providing the courts with the prop- 
er factual and legal situations 
which would allow the case law to 
develop in a favorable direction. 

“Success in this would aid all 
dealers, directly or indirectly, by re- 
moving the fear that it is not prac- 
tical to resist factory control and 
coercion.” 

Hammond said he sympathized 
with dealers who have become 
skeptical of the value of the law 
because of adverse decisions 
handed down by federal judges 
last year in dealer suits against 
Chrysler Corp., Ford and Gen- 
eral Motors, A terminated Amer- 
ican Motors dealer lost a case in 
1959. 

“Actually,” Hammond said, “there 
has been nothing of any signifi- 
cance decided by any court, The 
real damage and danger lies in the 
dealers’— and _ factories’ — attitude 
that the law is not effective to 
achieve what Congress, NADA and 
the dealers all proudly assumed it 
would accomplish.” 

He contended that the factories 
are building this attitude by avoid- 
ing or settling the strong cases be- 
fore they can be adjudicated in 
court and become a part of “case 
law.” The few cases which have re- 
sulted in opinions thus far have 
been weak factually, he said. 

“In this way they (the facto- 
ries) have actively and conscious- 
ly aided the shaping of the case 
law in a manner most favorable 
to them,” Hammond continued, 
“while at the same time creating 
and fostering the impression 
among dealers that the good- 
faith law has failed to be effec- 
tive to safeguard the dealers’ in- 
terests.” 

Hammond noted that in three 
areas many strong cases have not 
been brought by dealers under the 
good-faith law. These categories, he 
said, were as follows: 

1. Dealers lacking funds to in- 
stitute suit, “having lost their shirts 
in the automobile business.” 

2. Dealers who had secured or 
desired to secure a different fran- 
chise and did not want to be 
“blackballed or prejudiced” with 
their new factory. 

3. Unterminated dealers unwill- 
ing to sue while remaining with 
the same factory. 

Hammond’s complaint against 
Ford lists five causes of action, 
each alleging that intimidation and 
coercion was brought to bear 


against his dealership. The good- 
faith law declares that fair conduct 
on a manufacturer’s part embraces 
freedom from intimidating or coer- 
cive acts. 

In the first cause of action, Ham- 
mond charges that the company 
tried to force his dealership to 
“lowball” customers. Hammond’s 
competitors did engage in such 
practices, the complaint adds, there- 
by bringing their delivered prices 
below the plaintiff’s breakeven 
point. 

Hammond said these practices 
caused the closing in the 1955-59 pe- 
riod of eight out of 11 Ford dealers 
in the Bronx and northern Man- 
hattan. He said at least six of these 
ex-Ford dealers will testify in his 
case. 

Other charges made against Ford 
by Hammond follow: 

A. Sales quotas were “unrea- 
sonably high” and Ford demand- 
ed their fulfillment at the risk of 
termination, Taxicabs were in- 
cluded in the base for determina- 
tion of the quotas, but Ford re- 
fused to sell cabs to Hammond 
while selling cabs to rival Ford 
dealers and permitting them to 
include cabs in their sales totals. 

B. Ford shipped Hammond more 
cars and parts than sales war- 
ranted. 

C. Vehicles shipped by Ford car- 
ried more accessories than cus- 
tomers wanted. 

D. Hammond was required to 
maintain a distant used-car lot. 

E. Hammond was not allowed to 
obtain an improved location or 
facilities. 

F. The plaintiff was required to 
hire too many employes. 

G. Ford forbade Hammond from 
buying car radios other than those 
installed by the factory, and re- 

fused to ship cars without radios. 

H. In the spring of 1957, Ham- 
mond was refused a new franchise 

agreement, although other dealers 
were refranchised. 

Hammond’s complaint says that 
it and 28 other Ford dealers in 
New York City were excluded from 
the taxicab market by an “illegal 
exclusive agreement” for taxicab 
resales between the company and 
King Ford Motors, Inc. 

Another charge is that Ralph 





American Motors Wins 


L. A. Good-Faith Case 
LOS ANGELES.— The United 
States District Court here has 
ruled in favor of American Mo- 
tors Sales Corp. in a lawsuit filed 
against the company by Novot- 
ny’s, Inc. of Los Angeles. 
Novotny’s sought damages un- 
der the Federal good-faith law 
because its Rambler franchise 
was not renewed. The firm had 
been a Rambler dealership from 
March, 1958, to March, 1959. 








789,000 Chicagoans Clip 


VERY attendance record in the 
history of the Chicago Automo- 
bile Show was shattered during the 
53rd renewal of the nation’s largest 
dealer-sponsored exhibit. 


The total turnout over a 10- 
day span, including the special 
preview, was 789,734, an increase 
of 52 percent over the previous 
top crowd of 518,521 in ’58. The 
goal this year was 750,000. 

In the 12 years since the show’s 
resumption in 1950 after a war- 
time lapse, the annual events have 
drawn a total of 6,136,180 visitors. 
Last year 512,156 persons saw the 
exhibits. 

An attendance record was set 
on each of the ’61 show’s 10 days, 
and on three of them more than 
100,000 streamed into the city’s 
new $35 million lakefront show- 
place, McCormick Place. 

* * * 
ON THE opening Sunday, 131,170 
persons visited the displays. 
The final Saturday saw a turnout 
of 107,678, and Washington’s 
Birthday drew 102,943 visitors. 

Attendance for the opening week- 
end was 235,423, compared with 
131,858 in 1959, the best previous 
total for that period. In the final 
three days, 265,249 turned out, com- 
pared with 140,949 a year ago. 

The first Sunday’s crowd of 
131,170 was 65 percent higher 
than the turnout on the best pre- 
vious single day — 79,663 on the 


Every Show Record 


first Sunday of the ’59 show. 

The alltime Saturday high set 
a year ago was topped by the 107- 
678 on the show’s second Saturday. 
On the like day in ’60 attendance 
hit 77,843. 


There were two other drawing 
ecards for the ’61 show — ideal 
weather and a new building. It 
was the first big public exhibition 
to be held in McCormick Place, 
and marked the first time that 
most Chicagoans had been in the 
building. 

These same factors, with the ex- 
ception of one day of heavy rain, 
helped boost attendance at the 
National Automobile Show in De- 
troit to 1,403,873, a record for all 
auto shows. 

cS ak * 
? HE combination of the new 
cars with new McCormick 
Place was an unbeatable one,” said 
Maxwell S. Evans, president of the 
sponsoring Chicago Automobile 
Trade Assn. 

“People generally stay out of 
showrooms if they’re not in a 
buying mood,” commented Ed- 
ward L. Cleary, show manager 
and CATA executive vice-presi- 
dent. 

“There’s no doubt that car sales 
have been in a slump this year up 
to now. This show proves that they 
are moving again—we feel we had 
more buyers and less lookers than 
ever before.” 





Horgan, Inc., a Manhattan Ford 
dealer, receives annual direct or 
indirect rebates aggregating 
$100,000, These allowances were 
not allowed Hammond and Hor- 
gan was able to sell vehicles, 
parts and accessories at lower 
prices, the complaint states. 


In Dearborn, a Ford spokesman 
declined comment on the suit. 


Hammond said that in 1956, when 





HELP WANTED 





SERVICE MANAGER 
NEW JERSEY 


Outstanding opportunity for experienced serv- 
ice manager with Ford experience to take 
control of one of New Jersey's largest and 
fastest growing service departments, complete 
with newest equipment including truck facili- 
ties, body and paint shop, etc. Top salary 
plus commission can make you one of the 
top-earning service managers in the state. 
Excellent benefits include free automobile, 
hospitalization, paid vacation, etc. Write 
today in complete confidence. Box 2284, c/o 
Automotive News, Detroit 7. 





ACCOUNTANT-BUSINESS MANAGER. 
‘“‘Big Three’’ dealership in Southwestern 
major city has an opening for a well 
qualified business manager. Must have 
experience in automotive accounting, of- 
fice management, budgeting, cost analy- 
sis, finance and insurance, Dealership 
with potential of 1,500 cars, has excellent 
opportunity for a dynamic individual who 
would like to move to the fabulous South- 
west. Send complete résumé to Box 2242, 
c/o Automotive News, Detroit 7. 


SALES MANAGER for 350 car Ford dealer- 
ship in upstate New York who can as- 
sume responsibility with proper authority 
for new car and new truck sales. Our 
sales department has already been re- 
cruited and trained; we have a used car 
manager; dealer will assist in area of 
motivation, inspiration, etc, We have 
more than adequate facilities, including 
separate internal mechanical department. 
We need a manager who can supervise, 
follow-up and assist in closing. Experi- 
ence in Ford, Chevrolet, Plymouth, Pon- 
tiac or Oldsmobile only. Compensation 
no obstacle for right man. Send complete 
résumé, including snapshot or _ recent 
photo. All replies will be held confidential 
and will be acknowledged. Photographs 
will be returned. Box 2290, c/o Automo- 
tive News, Detroit 7. 


GENERAL SALES MANAGER for multiple 
point Ford dealership in South Texas. A 
great opportunity for the right man. 
Dealership established in 1921 and com- 
plete new facilities built in 1957. Salary 
and percentage of net profit with option 
to purchase stock for the right man. Box 
2255, c/o Automotive News, Detroit 7. 





SALES MANAGER 
FOR LARGE VOLUME FORD DEALER 


Must be young, ambitious, energetic, able to 
hire and train and direct large sales force— 
Must be dynamic closer. Established dealer 
with volume over 1,400 new units. Located in 
the East. Excellent opportunity—many bene- 
fits. Box 2314, c/o Automotive News, Detroit 7. 








he said he first began receiving 
demands from Ford which led to 
the 1959 termination, Hammond 
Ford enjoyed a penetration in its 
zone of influence higher than that 
of any Ford dealer in the city. 

Hammond Ford opened for busi- 
ness in January, 1955, a year-and- 
a-half before the good-faith law 
took effect, Notice of termination 
was received by Hammond Aug. 22, 
1958. 





GENERAL MANAGER—General Sales Man- 
ager, previously employed as general sales 
manager Chevrolet dealership. Profit for 
1960 was $196,000, sold 1,863 new, 2,039 
used. Age 34, 12 years’ experience, plenty 
of enthusiasm to get the job done, Avail- 
able immediately — willing to relocate. 
Edward Kensic, 11512 Lovejoy St., Silver 
Spring, Maryland. Phone: MAyfair 2-0207. 


ATTENTION MR, R. E, DUMAS MILNER, 
1090 Milner Bldg., Jackson, Miss, Im- 
portant. Please get in touch with me, 
unable to reach you, Phone: MAyfair 
2-0207, Silver Spring, Maryland (E). 

SERVICE MANAGER — Unlimited ability 
for complete volume control, Ford or GM. 
Prefer East Coast Florida. Confidential. 
Box 2310, c/o Automotive News, De- 
troit 7. 

LEASING MANAGER—Degree plus law 
school training; currently managing suc- 
cessful volume operation, Seeking new 
opportunity with young growth company. 
Will relocate. Box 2307, c/o Automotive 
News, Detroit 7. 


ACCOUNTANT-BUSINESS MANAGER — 
Experienced in controllership of multiple 
agencies including leasing company, Ac- 
counting degree, heavy in taxes and in- 
surance. Prefer east or southwest op- 
portunity. Write Box 2309, c/o Automo- 
tive News, Detroit 7. 


SALES MANAGER—Or buy-out, Experi- 
enced in all phases of automobile ad- 
ministration, Have been a past GM deal- 
er, 34 years old with a family, very ag- 
gressive, excel in sales production, Col- 
lege graduate, excellent reputation, will- 
ing to work hard, Interested in a deal- 
ership buy-out program, Short on capital, 
long on desire, Box 2293, c/o Automotive 
News, Detroit 7. 


MR. DEALER—Could you use a worker- 
helper who is mature, knows the busi- 
ness, no limit on effort or hours? Box 
2294, c/o Automotive News, Detroit 7. 


GENERAL AND SALES MANAGER—Ex- 
perienced in all phases of retail outlet, 
desires interesting road position setting 
up and improving existing dealer bodies. 
Four years’ previous experience with the 
number one import, Will relocate, Box 
2295, c/o Automotive News, Detroit 7. 


North-East-South-West 
Automotive News' 


“Leading Used-Car Auction Direc- 
tory" gives directions to top U. S. 
Auto Auctions EVERY WEEK. 





DEALERSHIPS AVAILABLE 





TRIUMPH 


Franchises Available 


Dealer franchises available in Illi- 


nois, Indiana, lowa, Minnesota, 


Missouri, North 


Dakota, South 


Dakota, Wisconsin. 


Write Box 2304, c/o Automotive 


News, Detroit 7. 








rl 











———_—_ 
GENERAL MANAGER AVAILABLE for 


SERVICE MANAGER — Experienced ad- 


AUTO RENTAL-LEASING EXECUTIVE, 


SERVICE MANAGER—Extensive Chrysler 


iant cated, unquestionable character, desires 
Handling Chryster, Plymouth, Val - buy-in, buy-out opportunity 100-200 GM 
Sharing Miami market, located just outside/ eal. Midwest area preferred. Box 2292, 


in low rent location. Absentee management 
forces sale, 300-car potential. $1.00 for $1.00 
parts, $10,000 furniture and fixtures. No blue 
sky. Box 2305, c/o Automotive News, Detroit 7. 


SLT ET NEE 


AGENCY HANDLING FORD—East Ten- 


seneee tether cinheteenenietatee tenerife aCe 
AUTO DEALERSHIP, San Joaquin Valley 


HOT SPRINGS, ARK. — Dealership han- 


HANDLING FORD, MERCURY, COMET 


FOR LEASE-—Two locations for automo- 


FOR SALE IN MAINE: Wonderful oppor- 


HANDLING FORD PRODUCT, 


HANDLING FORD—Small town Northern 


FOR SALE OR LEASE—Most modern au- 


DEALERSHIP HANDLING FORD in New 
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DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING STUDEBAK- 
ER, prosperous community, ideal climate. 
Parts, equipment $7,500. Rent $100 
month. Box 2297, c/o Automotive News, 
Detroit 7. 

DEALERSHIP OPPORTUNITY—Handling 
one of ‘‘Big 3,’’ Eastern West Virginia. 
Going business, expanding area, long 
established, 100 new units, Needs young- 
er ownership-management with capital 
and capability, Outright sale or part 
ownership with attractive options. Re- 
quired capital $15,000-$40,000. Capabil- 
ity, availability important. For complete 
details address Box 2302, c/o Automotive 
News, Detroit 7. 


DEALERSHIP WANTED 









POSITION WANTED 


Ford or General Motors dealership. Large 
deal preferred but will consider medium 
size. Sixteen years’ experience in busi- 
ness; sales, sales manager, general man- 
ager, dealer for nine years. Factory ap- 
proval and references. All answers con- 
fidential. Limit to Florida. Write Box 
2299, c/o Automotive News, Detroit 7. 






























ministrator in GM dealer service and 
parts operations, selling over 600 units. 
Desire change to comparable or larger 
dealership—GM preferred, South, Mid- 
South or Southeast U. 8S, A. only, Box 
2300, c/o Automotive News, Detroit 7. 









ten years’ experience in all phases of 
operation, desires to affiliate with exist- 
ing organization wishing to expan d. 
Present employer knows of ad and will 
supply references, Box 2301, c/o Automo- 
tive News, Detroit 7. 










Will Pay Top Cash Price 

for GM, Ford or Chrysler dealership. Must 
have 500 or more new-car sales potential. Have 
the education, reputation, capital and success- 
ful operating experience to assure factory 
approval. Will guarantee to keep all negotia- 
tions confidential until deal is made with you 
and half of purchase price posted. No deal, 
no exposure. Ready to buy immediately. Please 
er - Box 2269, c/o Automotive News, De- 
roit 7. 











product background, also former super- 
intendent heavy truck fleet maintenance 
and field service engineer. Box 2311, c/o 
Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE 























BROTHER TEAM — sales and service, 15 
years’ experience, Young, ambitious, dedi- 


FLORIDA DEALERSHIP 


c/o Automotive News, Detroit 7. 


WILL PAY CASH for Chevrolet dealership 
anywhere in South, Southwest or West 
Coast. Must have 1,000 car potential or 
more. Have approval, money and experi- 
ence. Prefer lease. Negotiations confiden- 
tial until deal is made. Box 2313, c/o 
Automotive News, Detroit 7. 

WANTED: GM AGENCY, preftrably Cad- 
illac dual or single with 350 new-car 
potential minimum, Have education, ex- 
perience and capital to assure factory 
approval, All negotiations strictly con- 
fidential—will buy now. Prefer to locate 
in warmer part of country. Reply to Box 
2303, c/o Automotive News, Detroit 7. 


DEALER SERVICES 

















nessee town of 6,000 on TVA Lake. Same 
location 30 years, 150-200 units per year 
—always shown nice profit. No used cars, 
no accounts, no blue sky, no real estate 
to buy. Low rent on completely modern 
building and lot, $38,000 firm price, fac- 
tory approval necessary. Owner has other 
interests. D. E. D’Armond, Phone 273, 
Crossville, Tennessee for exact location 
and further information. 










central California, 15 years established. 
Town 12,000, best of locations. Wonder- 
ful facilities with large showroom. Han- 
dling compact and import franchises. A 
money-maker if properly financed and 
managed. Reasonable with no ‘‘blue sky’’ 
conditions, Would consider qualified part- 
ner with experience in sales and money 
to invest. Write Box 2263, c/o Automo- 
tive News, Detroit 7. 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 


Write for free 
“Hidden Earning Power” booklet. 


AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 3-6445 











dling Lincoln, Mercury, Comet, estab- 
lished 13 years at same location under 
present management, Good lease avail- 
able but not a must. Sell parts, accesso- 
ries, machinery, tools, shop equipment, 
office furniture, fixtures, signs and sup- 
plies for $15,000. Reason for selling — 
other interests, Contact Pat Storey, 620 
Malvern Ave., Hot Springs, Arkansas. 














1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS," gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
(including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 








in town of 2,500. Large trade territory 
in heart of good wheat and cattle coun- 
try. Good clean competition, Box 2276, 
c/o Automotive News, Detroit 7. 


bile agencies in fast growing Southern 
California. One in La Mesa and one in 
National City, Both cities join San Diego, 
California city limits. Showrooms, serv- 
ice departments, used-car lots compact 
for close supervision and efficient opera- 
tion, Write: W. H. Astler, 1168 State St., 
San Diego 1, Calif. Phone: BE 2-6141. 














tunity for someone with the necessary 
finances to purchase the most desired 
ear franchise, 150 car potential. Show- 
room, well equipped service and parts 
departments, paved sales lot, good loca- 
tion on Route 1. Box 2291, c/o Auto- 
motive News, Detroit 7. 

centrally 
located in Connecticut, selling 600 new— 
600 used yearly, with increase potentiality. 
Outright sale $125,000 or will consider 
working or non-working partner. Buy-out 
arrangement can be worked out—$60,000 
cash required. P. O. Box 338, New Haven, 
Connecticut. 








Ohio. Great opportunity for young man 
with some experience in automobile busi- 
ness. $14,000 buys complete set-up; parts 
inventory, service equipment, fully equip- 
ped office. Factory approval necessary. 
Low overhead. Box 2312, c/o Automotive 
News, Detroit 7. 


1958 OLDS ‘‘98’’ 4-dr. hardtop, power steer- 
ing, brakes, windows and seat. Black 
with white top, red interior. Real sharp. 
North Carolina ’60 tag unknown. ID 
#589A05554. 












CARS FOR SALE 


tomobile facility in middlewest. Harding 
Road and Ingersoll Avenue, Des Moines, 
Iowa. Land area 510 feet by 133 feet. 
Building currently 22,200 sq, feet; can be 
enlarged to entirely open area of 25,800 
sq, feet, Formerly Dodge-Plymouth agen- 
cy. Both contracts now open. Building 
completely multi-purpose. Contact Box 
2308, c/o Automotive News, Detroit 7. 





















IMPORTANT NOTICE 


Dealers are cautioned that before 
purchasing any import automobiles 
or trucks, they should be sure to 
check the seller as to what, if any, 
excise taxes and duties have not 
been paid on the vehicles. 
York State, potential 150 new—300 used. 
Approximately 100 miles from New York 
City. Write Box 2296, c/o Automotive 
News, Detroit 7. 









1961 
VOLKSWAGENS 


Ghias, Convertibles, Buses 
to all ports. 
1960s, 1959s, etc. 


EXCISE TAXES PAID 
FULLY AMERICANIZED 


It pays to check with us first. 
We can't be beat. 
e 


Call, Write or Wire 

F. & D. TRADING CORP. 
200 W. 72nd St., New York 4 

Ask for Zigi—TR 3-5727 


Dealership Handling 


FORD 


Metropolitan Philadelphia 


600 cars at retail yearly. Currently making 


Owner retiring. 


money. No "'blue sky." 
individual or 


Excellent opportunity for 
partners, 


$75,000 investment returns your money 
within two years. You can be in business 
in 30 days. 











Box 2298, c/o Automotive News, Detroit 7. 
















SEE PAGE 50 
for the nation's 
TOP AUTO AUCTIONS 











61 Volkswagens 




















1555 Jerome Ave., New York 52, N. Y. 


























CARS FOR SALE CARS FOR SALE 


























Ample Supply of 


CLEAN 
USED 


CARS 
1960 - 1959 - 1958 


Fully Americanized 


= 
IN STOCK 
Immediate Delivery 


2 
Excise Taxes Paid 


MINIATURE VEHICLES 
277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 






























MOST MAKES 
VOLKSWAGENS CURRY 
1961s—All Models CHEVROLET 
IMMEDIATE DELIVERY B'way & 133rd St., N. Y. C. 
Will Ship to Any Port Ed Hogan AD 4-6000 


CHECK OUR PRICES 
CAR WHOLESALERS, INC. 














CARS WANTED 


WANTED—LATE MODEL WRECKS and 
police cars. Ed Matt, 55 Madison Ave., 
Paterson, N, J. SHerwood 2-4488. 


CYpress 9-8040 





CLASSIFIED WANT ADS 
BRING RESULTS 


‘60 MODELS 
WANTED 


Buicks, Pontiacs, Mercurys, Edsels, DeSotos 


AUTOMOBILE EXCHANGE 
1111 Saviers Road, Oxnard, California 












PARTS FOR SALE 





LLOYD PARTS for all models. Complete 
stock, Fast service. Foreign Cars Corpo- 
ration, 1812 South Andrews Ave., Fort 
Lauderdale, Florida, JA 2-7491. 


sharp 
used 
cars! 


HERTZ 


has ’em! 





LLOYD PARTS—complete stock, Prompt 
shipment, Greene County Motors, Cats- 
kill, New York, Phone: 2000. 





BRAND NEW CONTINENTAL AUTO- 
MOBILE refrigerated air conditioners for 
Volkswagens. Still in factory cartons. 
FOB $195, lists for $350. Also brand 
new quarter-scale Model T Ford road- 
sters, rear gasoline engines—retail over 
$400, discount down to $195. FOB. Large 
enough for one adult and one child, Real 
traffic stoppers. Norwood, German Car 
Co., 10th and Adams, Amarillo, Texas. 








BMW PARTS and ACCESS. FOR Isetta 
“*300,"’ ‘‘600,'’ ‘‘700.'’ Contact nearest 
distributor or National Parts Center, Lud- 
wig Motor Corp., 421 E. 91st St., New 
York 28, TRafalgar 6-7010. (Sole U. S. 
Importer for BMW cars & parts Frontek 
Corp. formerly BMW-Fadex Corp., 230 
cee New York 17, MUrray Hill 


FOREIGN CAR PARTS LIQUIDATION. 
Over $97,000.00 close out Jaguar, Volvo, 
Hillman, MG, Alpha, Triumph, Mercedes 
and Lucas, Fast service, excellent dis- 
count, Jack Pry, Ltd., 1539 Pennsylvania 
ee 8. E., Washington 3, D, C. LI 


tistical ati th ce a 
TRUCKS FOR SALE 


TWO 32 FT. TANDEM flatbed Trailmobiles 
—two closed top vans, tandems, one 
Fruehauf and one Trailmobile 33 ft. Two 
open top Fruehaufs, 33 ft, tandems, 
clean, R. L, Beardsley & Co,, 496 W. 
eaten St., Riverdale, Ill, WaAterfall 














AUCTION SCHOOLS 
LEARN AUCTIONEERING. Nationally rec- 
ognized diploma, Free catalog! Missouri 
Auction School, Box 8466-P3, Kansas 
City 14, Missouri. 


MAILING LISTS 


DEALERS MAILING LIST—Ford, Chevro- 
let, Plymouth, Dodge, Chrysler, Oldsmo- 
bile, Pontiac, Buick, Mercury, Stude- 
baker, etc. Complete national list. March, 
1961 checked, On addressed labels, 35M, 
$15 per M. Box 2306, c/o Automotive 
News, Detroit 7. 

MISCELLANEOUS 


CONVERTIBLE TOPS—$21.25. Jeep tops, 
$72.20, Headlinings, $12.50. Free catalog. 
BIG BUCK, 12 Elliott, Beverly, Mass. 












1959 and ’60 models are 
now available at Hertz 
offices across the coun- 
try. All cars in top 
shape, clean and sharp! 







































Chevys, Fords, Plym- 
ouths, Buicks, Cadillacs, 
Pontiacs. Sedans, hard- 
tops, wagons and con- 
verts — you name it, 
we've got it! 








Good colors — power 
steering, R & H, auto- 
matic transmission, 
many with power 
brakes —the works! 



























CALL 
THE HERTZ 
MANAGER 

IN YOUR CITY TODAY 


or write: Mr. I. E. Spatig 
The Hertz Corporation 










‘New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [] 
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MISCELLANEOUS 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


* 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 


Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


® 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 

FOR SMOOTH & SAFE 
TOWING. 
¢ 


BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


¢ 
THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.O.B. Factory. . . $69.80 


Dealers’ 25% Discount .......... 17.45 
Dealers’ 

Senkard pu 8 tore $52.35 
Adapter Genus Fed. Tax. Inc. 


THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.O.B. 
Dealers’ 25% Seen” 
Dealers’ Net with 4 
Standard plus 2 Large 
Adapter Clamps 





Fed. Tax. Inc. 


“ON THE BALL" 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 
Dealers’ List F.O.B. Factory ................ $51.00 


Dealers’ 25% Discount ..................0006 12.75 
Dealers’ Net with 2 

Standard plus 2 Large $38.25 
Adapter Clamps Fed. Tax. Inc. 


Substantial Discounts 
To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 


“Leaders in the Indus 
since 1939" wd 








Prec emaemneerieinp ier eae iT Nerul ey 


ee ee 


BONES 5054504008 << aaa 


Tsk ees sshd cess; es sin ei sn tee Sis te we a ps cos aR at a a le ey all a 








EVERY TOWN, CITY, AND COUNTRYSIDE IS RIPE FOR THE SCOUT! 


Wherever there’s a mail route, grocery store, or service station; 
wherever there’s a farmer, sportsman, or businessman, there’s a 


prospect for the Scout. 
To thousands of people like this, the Scout offers something 


they’ve never been able to buy before: 


@ It’s a hardtop pickup . . . family runabout .. . off-road work- 
horse . . . all in one! Gives you all-wheel-drive or rear-wheel- 


drive. 

@ Less than 13 feet overall, on a 100-inch wheelbase; 68 inches 
wide, 67 inches high. (And a little dreamboat for style.) 

@ Seats three people in comfort, carries sizeable loads in a 5-ft. 
pickup body. 

® Has fold-down windshield, removable cab top. 

e@ Has new INTERNATIONAL Comanche 4-cyl. 90 hp. engine—great 
for economy. 


@ All at a price so amazingly low it will attract customers you 
could never go after before: 4 x 2 model, $1598, F.O.B. Ft. 
Wayne, Ind., all taxes extra. 


For details of an exclusive Scout franchise, send the coupon, and 
send it now unless you want to miss the deal of your life. 


“Best deal in the truck business...” 


INTERNATIONAL TRUCKS 





@ 















““Mr. INTERNATIONAL” opens the curtain on new profits! 


sell the SCOUT—an inspired 
idea in thrifty transportation 











a a 





This is the Scout, a neat and nim- Same Scout with weather-tight top 


ble pickup with 5 x 3-ft. loadspace. off. Takes only minutes to remove. 





Same Scout stripped for action with Same Scout for delivery work with op- 
doors, windows off, windshield down. tional full-length, steel Travel-Top. 


Divisional Sales Manager, Motor Truck Division 
International Harvester Company 
180 North Michigan Avenue, Chicago 1, Illinois 


Please send me complete details on the exclusive Scout Fran- 
chise. 








